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Benz 180— 


The new Mercedes-Benz 180 has had e horsepower rating boosted 25 percent to 
74 horsepower through larger displacement and a change from side camshoft to | 
@verhead camshaft. The 180, with its 105-inch wheelbase, is the lowest-priced car 
in the Mercedes line, being marketed by Studebaker-Packard dealers. (Other photos | 


| oe Page 58 58.) 


NADA Asks ‘United Front’ 
As ADSA Goes to Makers 


ASHINGTON.—Breaking a long 

official silence on the Author- 
ized Dealer Survival Assn., NADA 
President Frederick M. Sutter ap- 

ed last week for a “united 

t” to cope with the cross-sell- 
ing and bootlegging problems. 

Sutter, in a special letter to all 

ADA members, admitted that 

ch confusion had arisen over 

NADA and ADSA plans to 
initiate bonuses for intra-territory 
es. 

The NADA president asked for 
Suggestions from the membership 
on the issues involved and solutions 

posed. He said conferences with 
ry officials were continuing. 
* * > 


ANWHILE, the new president | 


of the Automotive Trade Assn. 
\Managers, Connecticut’s Carl R. 
mene, urged dealers to spurn 


’s appeal for memberships 
funds. 


» “We have advised dealers to save 
money and throw all their 
rt behind NADA,” Lane said. 

our opinion, one new-car dealer 
onal association is enough.” 

The Ohio Automobile Dealers 

Assn. also suggested a dealer re- 

proof for ADSA. The Ohio group 

advocated a “unified front” and 
declared that attainment of 

_ADSA’s bonus-objective would no 

more benefit dealers than a vic- 

tory by NADA. 

- On the other hand, the Milwau- 
County (Wis.) Automobile 
ers Assn, called formation of 

a “jolt for NADA that is a 
od thing for the industry.” 

'NADA Executive Vice-President 
derick J. Bell, vacationing last 

wweek, has received replies to 

'NADA’s “service responsibility” 
from four auto company presi- 
ts. 


= 
OLLOWING is the text of Sut- 
ter’s letter: 
NADA Member: 


By C. H. Houck 

Staff Correspondent 
KLAHOMA CITY.—Unanimous 
approval of an open letter to 
auto manufacturers was authorized 
here last week at a meeting of the 


officers and directors of the| 


Authorized Dealer Survival Assn. 
The open letter asks for favorable 
consideration of an Owner Assur- 
ance Service plan and insertion in 
the pricing agreements to be an- 
nounced this fall. Dealers attending 
an ADSA rally here today (Aug. 19) 
will be asked to endorse the letter. 

The purpose of the plan, accord- 

ing to the letter, is “to effectuate 
a compatible partnership between 
manufacturers and authorized 
dealers and consumers of the 
products you manufacture. The 
plan is devised whereby your 
authorized dealers will assume 
genuine obligation, both to you, 
the factories and to the owners 
and users of your products.” 

The letter points out that ADSA’s 
sales-bonus plan had been declared 
legal by competent authorities and 
that the manufacturers had similar 
bonus agreements and rebate 
arrangements already in-use. 

* . 
y= is the gist of the letter: 
“No long legal phrases are 
needed to explain ‘the plan to your 
dealer body, for it merely provides 
for a reward to be paid to your 
dealers for the performance of 
specific duties required by you, but 
(Continued on Page 6, Col. 4) 
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"07 Stocks Top 750,000; 


Cleanup Crisis Looming 


By Maynard M. Gordon 
News Editor r 


EW-CAR inventories have risen 


to the second highest Aug. 1| 


accumulation in history—an esti- 

mated 750,808 units. 
Aggravated by a post-July 4 

| softening in sales, the inventory 


| ference in the 1957 inventory trend 
|as opposed to 1956. The manufac- 
turers believe dealers could have 
racked up more sales last fall if 
their new-car choices were greater 
in number. They are dedicated to 
avoiding that “mistake” this year. 
As a result, July production was 


climb has given franchised dealers | 


in every section a case of “cleanup- 
itis.” Fears are mounting that the 
1957-model cleanup will be as rug- 
ged as the one two years ago. 
The stockpile of new cars in 
dealer stocks and in transit has 


exceeded the current August total 


only in the unprecedented year of 
1955. On Ang. 1 of that year, 
stocks totalled 806,947, which was 


7 percent higher than the in- 


ventory this month. 

The August (1956) inventory pre- 
sents a stark contrast. It was only 
588,172, or a whopping 22 percent 
below. ust, 1957. 

pe > > > 
SE cutbacks, or the 
lack of them, has made the dif- 


Top Cars 


New-car registrations for siz 
months, plus two states for July: 
1957 Pos. Make 

1—766,798 
2—725,008 
3—316,850 
4—218,691 
5—199,911 
6—172,159 
7—144,723 
8—136,562 
9— 73,954 
10— 57,583 
1ll— 57,428 
12— 44,050 
13— 31,282 
14— 19,366 
15— 18,418 
16— 6,113 
17— 


19— 


trimmed fewer than 5,000 cars 
below the June output. Sales fell off 
sharply last month, and inventories 
moved upward. 

According to the monthly Auto- 
motive News census, the Aug. 1 
bulge over the 745,211 new cars 

(Continued on Page 4, Col, 1) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


Aug. 1, 1957 


750,808 Cars 


RS IIIIILY, 037: 
VOD EVI SOTTTI; 679,596 Cars 


04 


PREVIOUS 


HIGH 
903,789 Cars—Mearch 1, 1956 


i W980} . 504,395 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Astomotive News Compilation 


As Prices Hold Steady a. 


Used-Car Stocks Pared 


By Robert M. Lienert 
Associate Editor 
le prices, along with an or- 
derly decline of stocks, measure 
| the current strength of the used- 
car market. 
Stocks of used cars held by 


20% of Vehicles Fail Safety-Check 


yeeros. — One of every 
five vehicles safety - checked 
during the 1957 National Vehicle 
Safety-Check program was found 
to need maintenance attention for 
safe driving. 

An alltime high of 2,641,558 


| From communications I have| ¢ 


Aug. Output to Output to Top 
Year-Ago Again 


By ote L, Whitmyer 
Staff Writer 

ir HE automotive industry is 
headed toward a three-month 
in car assemblies and com- 
on. of the eighth consecutive 
onth in which 1957 output has 
rpassed the corresponding period 

@ year ago. 
Based on an average daily out- 


p42 Satur- 
lays azid Sundays) of the month, 
“U. §S, auto manufacturers are 
(Continued on Page 61, Col. 3) 


and in dealer service departments 
during the voluntary program 
conducted during May. 

“For the third consecutive year, 
rear lights led the list of items 
found most frequently in need of 
immediate service attention,” said 
H. D. Tompkins, chairman of the 
Inter-Industry Highway Safety 
Committee and vice-president of 
the Firestone Tire & Rubber Co. 

“Brakes, front lights, exhaust 
systems and tires were the next 
items most frequently found inade- 
quate for safe driving,” he added. 

. * = 


THER items of the voluntary 
10-point Safety-Check were 
steering, windshield wipers, glass, 
horn and rear-view mirror. 
Tompkins commended the more 


than 160,000 owners who were re- 
ported as having necessary repairs 
made-and returning vehicles for 
rechecks. 
“In _ these ef increased 
travel it is important that all 
owners in atten- 
tion on the safe operating con- 
dition of their vehicles,” he said. 


responsibility 
for driving safely in a safety- 
checked car.” 

The National Vehicle Séfety- 
Check for Communi is spon- 
sored by the Inter-Industry Com- 
mittee and Look ne with 
the cooperations of the National 
Assn. of States Safety Coordina- 


tors. 

A NEW record for voluntary citi- 
zen support was established as 

more than 750 of 1,300 supporting 

communities to date have reported 

results of their local programs. The 

combined community efforts of 


public officials, safety, civic and 
business groups, as well as dealers 
of the automotive and allied indus- 
tries, accounted for 90 percent of 
the total vehicles checked. 

An outstanding example of 
community interest and support, 
the sponsors said, was demon- 

(Continued on Page 57, Col. 2) 


Inside . 
Auto News 


Dealer rips factory sales 
contests. Page 2. 
Foreign cars pose shop 
problems. Page 24. 
Used -car auction reports; 
table of prices. Page 42. 
“Turnings” tell how “idea 
developer” fits into indus- 
try. Page 12. 

New-truck totals, Page 48. 


registration 
New-car prices, Pages 48, 54 
Output table, Page 61. 


franchised dealers as of Aug. 1 
stood at the second-lowest point 
of the year. This year’s low was 
recorded on June L. 

Meanwhile, average wholesale 
prices, according to AUTOMOTIVE 
News’ index, last week were only 
$7 lower than they had been nine 
weeks earlier. 

7” > 7 

[aoc inventories. held by 

franchised dealers on Aug. 1 
were good for 31.5 days of selling, 
according to Automotive News’ 
compilations. This represents a de- 
cline of 8.7 percent from the July 
1 count of 34.5 days. The June 1 
count was 30.4 days. 


shown greater steadiness this 
summer than they did even in 
1956, generally considered to be 
the top used-car year of all time. 

If 1957 follows the pattern of pre- 
vious years—and there is no reason 
to believe that it will not—used- 
car stocks should move gradually 
downward from now until the new 
models are introduced. 

Prices are expected to hold fairly 
strong, with a moderate break in 
store as the ‘58 models come into 
the market in volume and all cars 
now on the road suddenly become 
one year older. 

* * 
as majority of individual deal- 
ers reporting to AuTomMoTivE 
(Continued on Page 4, Col. 3) 
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Called Green Light for Bootlegging . . . 
Dealer Rips Factory Sales Contest. 


By John K. Teahen Jr. 
Staff Writer 

A MIDWEST Buick dealer last 

week blew the whistle on 
factory-sponsored gales contests. 
He charged that they encourage 
bootlegging and breed ruinous sales 
practices, 

The complainant is no johnny- 
come-lately in the dealership 
field. He is a veteran auto man 
and is considered one of the most 
successful retailers in his metro- 
politan area. 

He told Automotive News: “It ap- 
pears that these contests have been 
designed to stimulate sales without 
regard to the long-run effect on the 
gross profit of the majority of 
dealers.” 

* * ° 

— subject of his wrath was a 

contest which ran from May 1 
to June 30. Buick dealers were 
promised $150 for each sale in ex- 
cess of 85 percent of their quotas. 
The performance figure later was 
dropped to 70 percent of quota. 

The contest has since been con- 
tinued to the end of August, and 
the $150 payments now begin 
when a dealer exceeds 50 percent 
of his quota. 

During the May-June period, this 
dealer missed the payoff point by 
only a few cars; and his quota 
was one of the highest in his area. 

Some other dealers made their 
percentage of quota and began col- 


ie en 
TOLL ROAD 
ENTRANCE 


Turnpike Test Run— 


lecting the $150 payments. Then, 
according to this dealer, came the 
bootlegging instance. 

* * + 


~ USED-CAR operator in my 

neighborhood,” he fumed, “told 
me he had purchased a new Buick 
from a franchised dealer for $75 
less than dealer cost. I was so mad 
I called the factory and told them 
to buy back my cars.” 

The factory man was greatly con- 
cerned by the bootlegging report 
and promised to make every effort 
to stop it. . 

He did. A later phone call as- 
sured the complaining dealer that 
the situation had been taken 
care of and is “completely in 
hand” in his area. 

The dealer noted the disastrous 
effect this practice could have on 
franchised dealers in single-point 
towns. 

He explained: “Suppose a big-city 
dealer makes his quota, gets the 
$150-per-car payoff and starts 
pumping his excess cars to used- 
car outlets in small towns for $75 
to $100 under cost, It could kill the 
little dealers.” 

* * * 

E under-cost situation could 
have equally serious results in 
regard to cross-selling, he said. 
Over-quota dealers—either in small 
towns or metropolitan areas—could 
move cars into other areas and 

wreck the dealers there. 

Even aside from bootlegging 





Two Indiana beauty queens provided an attractive sendoff for the six-cylinder 
Rambler station wagons which began a dual 1,682-mile round-trip test run between 
Chicago and New York. Flagging the cars away near the entrance of the Northern 
Indiana Toll Road is Mary Ann Wasick, Miss Indiana of 1955, and holding the stop- 
watch is Susan Black, Miss Crown Point (ind.) of 1957. The drivers are Les Viland 
and Corl Chakmakian, of American Motors. One car was to test an all-turnpike route 
and the other was to stick to US-30 and US-22. Co-sponsoring the run are the 
Indiana Toll Road Commission and American Motors. The run will determine the 


economic and time-saving advantages of 


turnpike travel. 


Two More Entries Eyed 
For U.S. Car Derby 


DETROIT.—Two more American 
cars, one an economy model and 
the other designed for the “execu- 
tive sportsman,” may seek a share 
of the 1958 auto market. 

They are a modified version of 
the Checker cab, built in Kala- 
mazoo, Mich., and the Argonaut, 
which is being readied by a 
Cleveland group. 

* John S. Parker, sales vice-presi- 


Edsel Concludes 


Regional Parleys 


With Dealers 


DEARBORN. — Edsel executives 
have completed a series of five re- 
gional dealer meetings and begun 
district previews in preparation for 
the public showing Sept. 4. 

Division General Manager Rich- 
ard Krafve and Sales Manager 
Larry Doyle presided at the re- 
gional meetings in San Francisco, 
New Orleans, Chicago, New York 
and Detroit. 

Sales and advertising plans were 
unfolded for the attending dealers, 
and various new Edsel] models were 
shown. 

The regional and district meet- 
ings were closed to the press, which 
will see the ’58 Edsels for the first 
time at a national preview in 
Dearborn next week. 





dent of the Argonaut organiza- 
tion, declined to reveal any details 
of the car, but said it would be in- 
troduced in the fall. 


He said the car has been shown 
to a group of Detroit automotive 
engineers and that they termed it 
a “standard-setter for the indus- 
try.” Distribution, Parker said, will 
be through outlets “which until 
now have specialized in marketing 
the highest-quality imported auto- 
mobiles.” 

Parker said that the car, while 
suitable for city driving, would be 
“most in its element” on the open 
roads of the western states and 
the mountain passes of Europe, 
and is expected to appeal espe- 
cially to the “executive sports- 
man.” 


He added that the Argonaut 
has been selected as the stew- 
ard’s car for the 10th anniver- 
sary running of the Watkins 
Glen (N. Y.) Grand Prix Con- 
curs d'Elegance Sept. 21. 

Checker Cab Mfg. Corp. believes 
there is a place in the passenger- 
car field for a revised version of 
its taxicab. The company is “seri- 
ously considering” entering this 
area and is expected to make its 
decision early this fall. + 

According to Morris Markin, 
Checker president, “With minor 
modifications, our cars are suitable 
(Continued on Page 59, Col. 2) 


and cross-selling, this dealer de- 
clared, the sales contests and re- 
bates lead to ruinous sales prac- 
tices at the retail level on in- 
territory sales. 

“For example,” he said, “I lost 
a deal last week even though I had 
figured only $75 gross on it. The 
dealer who took it was close to 
the bonus figure and was going all 
out to make it.” 

After they reach the payoff point, 
he contended, some dealers start 
selling for about $75 under cost, 
figuring they’re still making $75 be- 
cause of the $150 rebate. 

* * * 
‘nw can they figure that way?” 
he asked. “Take a dealer who 
makes 10 over-quota sales and 
picks up $1,500. Then he sells 20 
cars for $75 under cost. 

“He may think he has broken 
even, but actually he’s in the hole 
because of overhead and other 
selling expenses.” 

Even if he sold only 10 cars— 
instead of 20—for $75 under cost, 
this dealer said, the hypothetical 

(Continued on Page 59, Col. 3) 


Edsel and Aluminum— 
The 1958 Edsel, according to Aluminum 


Co. of America, utilizes over 25 percent 


more aluminum than the average 1957 American auto. More than 50 pounds of the 
light metal go into the Edsel Citation. Aluminum replaces more than twice its weight 
in ferrous metals. Even seat fabrics are woven with aluminum yarns. 








Outweigh Price in Car Buyers’ Motives . . . 


Styling, Performance Uppermost 


—are the biggest influence on po- 
tential car buyers in the U. S. 
today, according to a survey con- 
ducted for National Broadcasting 
Co. by Advertest Research, Inc. 

Three groups of respondents — 
shoppers, purchasers and dealers 
—were covered in the survey that 
reached from the east to the west 
coasts. A total of 4,500 persons 
were interviewed during the sur- 
vey. 

Tabulations of shoppers for Big 
Three makes give “outside appear- 
ance” and “performance-power” as 
the No. 1 and No. 2 things that 
most influence them in purchasing 
a new car. Among shoppers for 
non-Big Three cars, however, 
“economical to run” is the feature 
most often named as being es- 
pecially desired, with 57 percent of 
these shoppers making this point. 

Elsewhere, there was more vari- 
ation: For instance, the proportion 


















Business 
Barometer 


Auto Production — 139,241 cars, 
trucks in week vs. 119,955 the year 
before. 

Business Failures—265 in week 
vs. 229 the year before. 

Department Store Sales—Down 
one percent from the year before. 

Freight Loadings—740,711 cars, 
an increase of 80,424 from the year 
before. 

Gasoline S$ toc k s—176,360,000 
barrels, an increase of 662,000 barrels 
in week. 

Jobless Claims—224,200 in week 
vs. 199,100 the year before. 

New-Car Registrations—3,081,- 
531 in 1957 to date vs. 3,100,031 year 
















































ago. 
New-Truck Registrations—<22,- 


NEW YORK. — Styling and per- 
formance—not an “appealing price” 
812 in 1957 to date vs. 455,007 year 







ago. 

Oil Stocks — 285,822,000 barrels, 
an increase of 581,000 barrels in 
week. 

Steel Output — 81.9 percent of 
estimated capacity vs. 79.8 percent 
the week before. 

Used-Cor Prices—$874 in August 
to date vs. $891 in July. 

Wholesale Prices—118 percent of 
1947-49 index vs. 117.9 percent week 
earlier. 
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Common Stocks 
Aug. Aug. 1956-1957 
14 7 High Low 
Am. Motors 7 7% 8% 5% 
Chrysler 78% 78% 82% 64% 





of Buick shoppers who cite “com- 
fort and roominess” is nearly twice 
that of the total sample and nearly 
three times that of Dodge shoppers. 
The “price is appealing” cate- 
gory placed far down the list, 
with only 93 percent of the 
shoppers giving that as their 
most important reason for liking 
a special-type automobile. 
“Comfort and roominess,” “inside 
appearance,” “mechanical features,” 
and “colors” all placed ahead of 
price in appeal to the shopper. 


Dealers interviewed went along 
with the shoppers in placing 
styling and performance as the top 
influences on potential buyers, but 
placed the “purchase price” in the 
No. 3 spot. The shoppers placed 
“price” in sixth place. 

Purchasers—those buyers who 
had purchased their new car not 
more than 30 days prior to the 

interview—also gave appearance 
and styling as the top reason for 
buying their new cars. 

Somewhere between the time 
they first went shopping for a new 
car and the time they actually 
placed their order, “past experience 
with that make” took over the No. 
2 spot from “performance,” and 
“actual cost” climbed from sixth 
place to the No. 3 spot. “Perform- 
ance” dropped to fourth place. 

Tabulations according to make of 
car sold showed Buick, Chevrolet 
and Oldsmobile buyers mentioning 
“past experience with that make” 
most often. Among buyers of Nash, 
Hudson, Studebaker and Packard, 
the reason most often given was 
“economy of upkeep,” with over | 
half of these respondents citing 
this factor. 

Although price was not the 
most influencing factor in the 
purchase of their car, the NBC 
survey shows that buyers tend to 
shop for cars within a particular 
price class. 

For instance, among Ford buyers, 
Plymouth and Chevrolet are the 
makes most often named as hav- 
ing been seen, while Chevrolet 
buyers most often mention Ford 
and Plymouth. 

Oldsmobile is the make looked at 
by the highest proportion of Buick 
buyers, while Oldsmobile buyers 
named Buick most often. The same 
relationship exists for Lincoln- 
Continental and Cadillac. 

Just as purchasers generally tend 
to shop within a particular price 
class, so they also “actually con-: 
sider” buying makes within a par- 
ticular price range, the NBC sur- 
vey showed. 

For example, the full tabulations 
show that among Plymouth, Chev- 
rolet and Ford buyers, the other 
two makes are most often con-' 
sidered. Cadillac buyers most often 
consider Lincoln before purchasing 
a Cadillac. 

Car buyers also talk about their . 
new autos to friends and associ- 
ates, the survey shows, with 44 


percent of the purchasers recom- 
mending their new cars to more 
than five friends. 


Although dealers and salesmen 
continue to be a major influence 
on car purchasers, the average 
buyers claimed he learned less than 
40 percent of what he knew about 
his car from the salesman. This 
was so despite the fact that the 
majority of the purchasers re 
ported that the salesman took them 
or offered to take them on road 
tests, demonstrated features, em- 
phasized the advantages of the car 
and did the more important job in 
interesting them in buying the car. 

Among all purchasers, slightly 
over half claimed that the sales- 
man did the more important job in# 
getting them interested in buying, 
while over a fourth claimed adver- 


| tising was more influential. Re- 


sults for individual makes showed 
some variation, however. 

Dodge purchasers split nearly 
half-and-half on this question, with 
45.5 percent citing the salesman 
and 43.6 percent naming advertis- 
pd as doing the most important 
job. 

Generally though, dealers did not 
feel that the salesman has become 
less important with the rise of ad- 
vertising. However, more than half 
of the dealers think salesmen are 
not as aggressive in demonstrating 
and selling today as they were 10 
or 15 years ago. 


Auto Discounts 
For GM Brass 
Hiked to Old Level 


DETROIT.—General Motors has 
returned the discounts on executive 
cars to the levels which were in 
effect prior to the spring of 1956. 

Company officials who qualify for 
maximum discounts again may pur- 
chase cars for their personal use 
at discounts ranging from about | 
24 to 26 percent, depending upon 
the make selected. 

A year ago last spring, the maxi- 
mum discount was reduced to 20 
percent on all makes. Observers 
believed it was done to give dealers 
a chance to negotiate with com- 
pany officials on auto purchases. 

It is known that there were many 
screams of indignation from GM 
personnel when the discount was 
lowered. Many company men said 
they felt as though they had re- 
ceived a pay cut. 

Before the reduction, many GM 
dealers in cities where the corpora- 
tion has plants had complained 
about the employe discount system. 
They insisted that the policy per- 
mitted factory brass ‘to buy cars 
roughly at dealer cost and removed 
from the market many persons 
who, as GM employes, were their 
“natural” customers. 
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ECENTLY I attended the Auto- 

motive Trade Managers Assn.’s 
midsummer meeting in Montreal. 

I am attempting no flattery when 
I say one of the bright spots as 
well as a source of real experience 
is the relationship I have enjoyed 
with the members of this group for 
many, many years. I am impressed, 
very much, with the quality of their 
services and the many things they 
have accomplished. 

I was glad that they saw fit 
to elect me as an honorary 
member and it will be a great 
source of satisfaction to address 
each one of them, from this time 
on, as fellow member. 

Never in the history of this 
business have we needed leadership 
more. As a retail trade, we only 
have this group plus the NADA 
staff and directors who can intelli- 
gently and unitedly work for the 
benefit of all automobile dealers 
and projects that will be helpful. 

= - > 


Contacts Limited 
MUST realize that our con- 
tacts are limited as compared 
with the manufacturers, They have, 
it is estimated, 17,000 men on the 
road contacting dealers. 

This, more than any other reason, 
accounts for the manufacturer’s 
position in this trade. It assures 
him a profit whether or not dealers 
are given an opportunity to share 
in the rewards. 

Never in the history of our busi- 
ness has the morale of dealers been 
as low as it is today. It is the 
leaders of our trade associations 
who are in a position to do much 
to correct this situation. 

I am y familiar that 
trade automotive executives do 
not make policies of their re- 
spective associations. But it is 
certain that their vast knowledge 
and their understanding of how 
group activities work place them 


Topeka Curbs 
Dealer Parking 


TOPEKA, Kans.—A city ordi- 
nance just passed prohibits park- 
ing on city property—the so-called 
“parkings” between street and side- 
walk. Most of the dealers in both 
new and used cars have displayed 
some of their cars in the parkings 
adjoining their places of business. 

One of the provisions of the or- 
dinance is that only motor vehicles 
bearing license plates good for 
operation on public highways in 
Kansas may park in such areas. 
That would eliminate the parking 
of new or used automobiles for 
display purposes. 

The ordinance was approved by 
the City commission after numer- 
ous complaints that such parking 
created traffic hazards and conges- 
tion. 
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Dealers tell me 


By John 0. Munn 





in a position to be really helpful. 
Therefore, they should leave no 
stone unturned to accomplish 
beneficial results. 

Just now, cross-selling, bootleg- 
ging and blitz selling have taken 
the profit out of retailing. 

Association members may be 
divided on the need for correction, 
but we should certainly use every 
means in our power to get dealers 
united and encourage them to go 
out and sell protected territory so 
that we may arrive at a more 
united opinion. 

* + = 

Views Are Changing 
I KNOW that many dealers who 

previously opposed closed terri- 
tory are changing their minds. 
More can be made to do so if they 
will realize that volume price sell- 
ing is only effective when some 
dealers attempt to maintain price. 

The advantage of price selling 
now is slipping dangerously, Every 
price cutter only encourages some 
one else to follow suit. So, if you 
look a little bit ahead you can see 
all dealers dissipating their capital 
and the customer and owner get- 
ting scant attention. 

We have certainly pulled the 
red rug out from under the 
owner whose satisfactory use of 
cars is the basis of this entire 
industry. Since blitz sales, we have 
pulled the red rug from under- 
neath the buyer. 

While the purchase of an auto- 
mobile should be a very satisfactory 
thing in his life, now the purchaser 
is being pushed around, debased 
and debunked. We have no more 
red rugs in the industry. We need 
a condition where the owner and 
the buyer are welcomed with en- 
thusiasm everywhere. 

The principal need right now in 
this trade is to sell more dealers on 
the advantages of closed territory. 
Probably as many as 10 percent will 
never be sold. They don’t count, in 
the long run, because they make 
only a substandard contribution to 


our wonderful industry. 
* * * 


Need to Educate 
THINK it is one of the times 
leadership has got ahead of the 
people we purport to serve. Let’s 
stop for an educational campaign 
in which we utilize all the strength 
of this trade to sell all dealers on 
the advantages of closed territory. 

It is something like the situation 
when it became necessary to sell 
our constitution to the various 
states. Thomas Jefferson, James 
Madison and Thomas Paine took 
time out to write the Madison 
Papers to explain to all people the 
benefits the Constitution would 
bring them. You will remember it 
was 11 years after the signing of 
the Declaration that the Constitu- 
tion was ratified by the original 
states. 

With present means of commu- 
nications We can do it in months, 
not years. 

I point out that until dealers are 
united, a Federal law won’t do any 
good. No law, on our books, has 
ever been effective unless it carries 
out the majority will. 

It is difficult for the factories to 
act favorably until dealers are more 
united. 

& + om 
For Proselytizing 
O, I AM encouraging every in- 
dividual dealer who believes in 
protected territory, to get out in the 
field and change the present think- 
ing on the subject. The same applies 
to groups of dealers, state and 
local associations. 

The board of directors of the 
NADA, at their last meeting in 
Washington in June, took that 
statesmanlike position; in other 
words, selling the necessity of 
closed territory or area service 
responsibility to each and every 
individual member of the trade. 
Let’s follow the example of the 

Madison Papers and sell this neces- 
sary change energetically and 
aggressively. 





500 Pounds of Tasty Pastry— 


“Slicing cake, prices and profits” proved 
the basis of a successful sales campaign 
by Ben Medow, Inc. (Dodge-Plymouth), 
South Bend. The campaign, held in honor 
of owner Medow's 60th birthday, featured 
a cake 66 inches high and weighing 500 
pounds. The cake was displayed in the 
showroom and se to new and used- 
car prospects. Sales soared during the 
campaign, with the dealership's June totals 
reaching 100 new and 160 used-car 
deliveries.@ 


At ATAM Meeting... 





Dealers Extol Merits 
Of Controlling Costs 


MONTREAL. — A dealer doesn’t 
have to be a CPA to read his own 
financial statement— it’s just simple 
arithmetic, according to dealers 
Maurice J. Grant and Dave Reese. 

They addressed the midsummer 
meeting of the Automotive Trade 
Assn. Managers. Grant is a Lin- 
coln-Mercury dealer in Man- 
chester, N. H., and Reese heads 
an Oldsmobile concern in Drexel 
Hills, Pa. 

Stressing the importance of con- 
trolling expenses, they declared 
that a dealer should have a budget 
like any other business. “An auto 
dealer goes broke only when he 
pays out more than he takes in,” 
they said. 

They argued that a dollar de- 
crease in expenses is equal to a 
dollar increase in net profit, “there- 
fore it seems that any effort put 
forth to control expenses is equal 
to the same effort toward the sale 
or service of automobiles.” 

Reese and Grant suggested, “As- 
suming that 1955 was the year of 
peak volume, expense, facilities and 
personnel, this would be a good 
starting point to measure your con- 
trol of expense as to whether you 


Pwo Outlets Face Court... 


La. Hits ‘Unlicensed’ Deals 


NEW ORLEANS.—Acting on a 
petition of the Louisiana Motor 
Vehicle Commission, Judge Rene A. 
Viosca has ordered owners and 
operators of two business concerns 
to show cause Sept. 23 why they 
should not be enjoined from pub- 


Philadelphia Show 
Moved to Nov. 16; 


Is First of Season 


PHILADELPHIA. — The Phila- 
delphia Automobile Trade Assn. has 
taken the lead in the quest to spon- 
sor the first auto show of the 1958 
model season. 

Raymond Scott, association presi- 
dent, announced that the show will 
be held Nov. 16-23 in Convention 
Hall. It will be closed Sunday, Nov. 
17. The exposition originally had 
been scheduled to open Jan. 18. 

The second show of the season 
will be in St. Louis, Nov. 22-Dec, 1. 

The Philadelphia association 
named the following dealers to a 
special show committee: Joseph E. 
Lamy, American Motors; Tom Car- 
roll, Buick; A. G. Eckenhoff, 
Cadillac; C. E. Evans and George 
McKean, Chevrolet; Charles Bott 
and George Byrne, Chrysler; T. J. 
Byrne, DeSoto; Bob Bertolett and 
E. J. Ronan, Dodge. 

W. J. Magarity, Edsel; M. B. 
Janes, Ed Swirsding and John 
White, Ford; J. P. Moore jr. 
foreign cars; Kerry Pacifico, 
Lincoln-Mercury; H. L. Peterson 
and Ray Scott, Oldsmobile; Guy 
Hayden and Ray Mills, Pontiac; 
James Sweeten III, Studebaker- 
Packard, and F. M. Lukacs, Willys. 


Utah Suspends Dealer 


In Registry Crackdown 


SALT LAKE CITY.—The Utah 
State Tax Commission plans a 
new system of car registration to 
prevent double registration of 
cars either by error or by intent. 

Recently, the commission re- 
voked the license of George Earl, 
owner of Earl Chevrolet Co., Fill- 
more, for allegedly securing 
duplicate titles for the same car 
and duplicate financing for the 
same automobile. 

Tax Commission Chairman. H. 
C. Shoemaker said most of the 
errors committed were through 
oversights and were not inten- 
tional. Earl was told he could 
apply for a new license after 60 
days. 

















licly soliciting and advertising the 
sale of new and unused motor vehi- 
cles as such. 

Named defendants in the ac- 
tion were “The Wheeling French- 
man,” 2201 S. Claiborne, described 
as a partnership composed of 
Jules Bistes and Albert Hurwich, 
and Latino’s Auto Sales, 2001 
Canal, owned and operated by 
Sal Latino. 

None of the defendants, the peti- 
tion set forth, has qualified for, ob- 
tained, or holds a license under the 
Louisiana Motor Vehicle Commis- 
sion law as a motor-vehicle dealer 
or otherwise, for their respective 
places of business. 

The petition said that in the ab- 
sence of such a license the defend- 
ants are violating the motor vehicle 
commission law by acting as deal- 
ers and by selling, publicly solicit- 
ing and advertising the sale of new 
and unused motor vehicles as such. 

According to the petition, “duly 
qualified and licensed motor vehi- 
cle operators will suffer serious 
monetary loss, damage and injury” 
should the sales by the defendants 
continue. 





Vagge Runs for Mayor 
NASHAU, N. H.—Mario J. Vagge, 
an automobile dealer here 40 years, 
has announced his candidacy for 
mayor of Nashua in the municipal 

election to be held in November. 





have kept pace with the downward 
trend of volume in units of dollar 
volume.” 

A way of doing this, they said, 
is to compare all expenses for 
1955 with expenses for 1956, using 
the decrease or increase in ex- 
penses to ascertain the ratio be- 
tween these results and the trend 
of volume in units of dollars. 

Reese added that it would be 
interesting to compare the first five 
months of 1957 with the first five 
months of 1956 to determine if the 
proper trend is continuing. 

He continued, “Our competition 
sets the pattern on our gross profit 
per car, and the buying public 
determines the number of units 
which we are to sell. 

“Past experience has proved that 
when dealers force the market, it 
usually is unprofitable. Therefore 
it is to every dealer’s advantage to 
manage his business wisely, control 
expenses and merchandise for 
profit.” 

To illustrate this point, Reese said 
the operating results of two dealers 
handling the same make in the 
same metropolitan area for the first 
six months of 1957, were presented. 

The statements indicated that 

the dealer who controlled his ex- 
penses netted more than $26,000 
for the period, while the dealer 
who let his expenses get away 
from him lost $3,200. 


The statements follow: 


Dealer Dealer 
A B 

New-car gross $ 983 $ 1,009 
Discounts & over- 
allowance 844 892 
Used-car gross 111 159 
Accessories gross 184 189 
Total car gross 434 465 
Selling expenses 146 148 
Car profit 288 317 
Fixed overhead 502 611 
Parts & service gross 296 310 
Unabsorbed expenses 206 301 
Misc. net income 29 *28 
Net profit or loss 

per car ill *12 
Total selling expenses 352 449 
Percent coverage 58.0 50.0 
New-cars delivered 237 267 
Total net proft or 

loss $26,319 *$ 3,204 
*Loss 


It was noted that Dealer A did a 
better job of sales management in 
retaining $50 more in discount and 
overallowance, but Dealer B did a 
better used-car selling job by pick- 
ing up $48 more per car. 

This helped Dealer B gross $465 
a car, $31 more than his rival. How- 
ever, Dealer B’s overhead soared to 
$611 per new unit. It was contended 
that if he had controlled his ex- 
penses, his net profit would have 
equalled that of Dealer A. 


On the House .. . 


With claims running well ahead of last year, the 
factories are tightening up on warranty adjust- 
ments, dealers report. Lower profits on new-car 
sales apparently have turned dealers’ attention to 
service absorption, with many dealers reporting a 


sizable upturn since January. . 


. What company 


now has several 1958 models traveling around the 
world and due to reach the U. S. at new-model 
announcement time?... 


Chicago association is asking its dealers to 


contribute more funds for the 58rd annual Or- 
phans’ Automobile Day Outing; rising costs the 


reason . 


. . Independent companies are planning 


a counter drive to snare dissatisfied dealers of Ford Motor Co., 


following losses to Edsel setup . 


.. A. Leftwich Sinclair jr. has 


been reelected NADA director for District of Columbia ... 
Ode to “My Competitor” from Western Gasoline Dealer Press: “My 


competitor does more for me than my friends will do. . 


. My friend 


is too polite to tell me what I ought to do . .. My competitor makes 
me more efficient, diligent and attentive; he keeps me constantly 


alert to protect what I have . 


. . If I had no competitor, I would be 


lazy, incompetent and independent . . . I need discipline! I like my 
competitors—they have been so good to me!” 


—Perre Wemuorr, Editor, 
Automotive News 
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750,000... 





New-Car Stocks Rise; 
Cleanup Crisis Looms 


(Continued from Page 1) 


inventories July 1 was small— 
less than one percent, But dealers 
could not help recall that in the 
same period last year, stocks de- 
clined more than 90,000 units after 
a previous month’s drop of 119,000. 

Moreover, the 1956 downturn con- 
tinued last August and reached 504,- 
395 by Sept. 1. New-car inventories 
this year, however, show no sign 
of even falling to the 700,000 mark 
by the same date unless the fac- 
tories change direction and slash 
schedules abruptly. 

7 + * 

—— report that sales al- 

ready are being affected by the 
“new-model factor.” Ballyhoo on 
the Sept. 4 Edsel introduction has 
given numerous ‘57 prospects the 
inclination to wait for new models. 
Edsel’s debut will be the earliest 
made by a medium-priced make in 
several years. 

Advance news stories on the ‘58s 
also have made '57 selling harder. 
Manufacturers and dealers are un- 
happy about the growing frequency 
of midsummer new-model “exclu- 
sive previews,” but are more or less 
resigned to the inevitable. 

Except for the Edsel introduc- 
tion, Big Three dealers have eight 

to 11 weeks to work on 57 clean- 
ups. Public showings of other '58 
Big Three models all will be 
crowded into a period ranging 
from Oct, 21-Nov. 15. 

The extra time available to sweep 
out the ‘57 cars stems partly from 
factory awareness that the inven- 


New-Car Stocks 
In Field, In Transit 


(Compiled by Autemeotive News) 








Dealers 
Cars Cars tn Total 
te Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
dan, 1,’°S. 188,500 440,254 
Apr. 158,000 434,136 
dune 160,200 407,880 
Sept. 160,400 400,042 
daa. 89,900 404,788 
Apr. 138,500 545,041 
duly 90,700 445,506 
Sept. 86 800 370,202 
dan. 31,000 255,968 
Feb. 69 000 267,762 
Mar. 76,000 258,577 
Apr. 83,000 296,381 
May Bs ,000 339,674 
dune 70,000 302,036 
duly 84,500 277,962 
Aus. 12,000 174,086 
Sept. 77,000 226,091 
Oct. 89,000 322,556 
Nev. 90,500 398,394 
Dee. 76,000 363,247 
dan. 83,300 374,971 
Feb. 86 600 412,035 
Mar. 87,200 476,211 
Apr. 89,300 535,182 
May 97,700 588,081 
June . 73,500 537,046 
duly . 82,800 662.498 
Aus. be 82,200 689,319 
Sept. be 74,500 589,069 
Oct. be 60,900 579,937 
Nev. 1 be 64,500 606 ,387 
Dee. be 29,000 459,876 
dan, 1, 4... 428,125 36,600 464,725 
Feb. 1, 54... 466,176 60,600 526,776 
Mar. 1, "64.... 511,122 62,000 573,122 
Apr. 1, "S4.... 641,911 64,000 605,911 
May 1, 54... 638,775 607,275 
dune 1, '54.... 503,219 62,500 565,719 
duly 1, "S4.... 445,666 62,500 508,165 
Aug. 1, '54.... 390,854 57,000 447,854 
Sept. 1, "54.... 355,654 50,400 406,054 
= 1, "S4.... 267,469 29,000 296 ,469 
‘ov. 1, "54... 120,107 37,500 157,607 
Dec. 1, '54.... 203,453 61,700 265,153 
dan, 1, 55... 203,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, °55.... 467,655 95,000 562.655 
Apr. 1, ’66.... 544,038 643,538 
May 1, "55... 660,341 102,700 763,041 
June 1, ’565.... 755,498 000 848,498 
daly 1, °65.... 736,591 77,000 813,591 
Aug. 1, "65.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct, 1, '55.... 489,476 538,375 
Nov, 1, *55.... 487,666 87,600 575,266 
Dee, 1, ’55.... 645,707 77,400 723,107 
dan, 1, '56.... 766,177 53,300 808,477 
Feb, 1, ’56.... 801,499 68,900 
Mar, 1, "56.... 840. 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 
May 1, 56... 846, 56,300 902 585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, 66.... 613,461 50,568 679,596 
Aug. 1, ’56.... 561,061 53,026 688,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct. + °66.... 288,103 314,003 
Nov, 1, ’56.... 212,967 277,975 
Dee, 1, ’56.... 318,687 79,656 
dan, 1, °57.... 461,850 60,168 512,018 
Feb. 1, °57.... 561,934 68,100 
Mar, 1, ’57.... 664,608 
Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,706 59,500 737,206 
dune 1, °57.... 724,329 63,420 187,749 
daly 1, ’57.... 682,121 63,000 745,211 
Aug. 1, ’57.... 691,506 59,300 150,308 


7 Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 


tories will far exceed those a year 
ago. Another motive for delayed 
introductions is the sales resistance 
encountered on certain models in 
past years if they reached the 
market too soon ahead of compe- 
tition. 

The late-October rush of ’58s 
means that changeover shutdowns 
will not commence until mid- 
September. This will be true par- 
ticularly of Chevrolet and Pontiac, 
which will feature a vastly-changed 
“A” body on new models. 


+ * * 


ENERAL MOTORS is credited 

with the fastest changeovers in 
the industry, and this will be no 
exception even with the drastic re- 
styling due on the new Chevrolet 
and Pontiac. 

Evidence that '58-model introduc- 
tions will be wrapped up by mid- 
November was signalled last week 
when the Philadelphia new-car 
dealers scheduled their auto show 
for Nov. 16-23. The Philadelphia 
show will kick off the season for 
dealer-sponsored exhibitions. 

A happier July development for 
inventory-afflicted dealers was the 
fact that profits per unit held up 
relatively well. 

A southern Chevrolet dealer re- 
ported that his July profits in- 
creased, while stocks were heading 
from a 20-day to a 35-day level by 
the end of August. 

Profits were “slightly better” last 
month for a New England Hudson 
dealer, 6 percent improved for a 
Great Plains Chevrolet dealer and 
“very-slightly higher” for a western 
Dodge merchant. 


THE other hand, an Illinois 
Dodge dealer said he was “just 
breaking even.” A Chevrolet dealer 
in California said he had managed 
to keep his unit profits from falling 
more than $10 last month, although 
19 other dealers in the same make 
nearby were in the red. 

General Motors dealers appeared 
to be the hardest hit profit-wise in 
July. Earnings setbacks were re- 
ported by GM-dual-make retailers 
in all sections, including the Phila- 
delphia, Denver, Salt Lake City and 
St. Louis areas. 

Single-make GM dealers broke 
even or showed profit improve- 
ments in Wisconsin, Alabama and 
Montana. 

Reports of days’ new-car supply 
as of Aug. 1 ranged from 12 for an 
American Motors dealer in the East 
to 60-62 for a midwestern Dodge 
dealer, a Rocky Mountain Pontiac 
dealer and a Pennsylvania Buick 
dealer. 

The Pennsylvania Buick dealer 
anticipated no reduction in his in- 
ventory by Sept. 1, but most others 
surveyed felt there might be some 
curtailment of the Aug. 1 load. 

It was in 1955 that inventories 
reached the highest Sept. 1 total on 
record— 713,264. This contrasted 
with the 504,395 last Sept. 1, when 
the stockpile was midway through 
. steep descent that hit 277,975 by 

ov. 1. 


GI ‘Car Broker’ 
Sues Buick Assn., 
GM for $120,000 


OAKLAND, Calif—Warren G. 
Wells, owner of Military Auto- 
mobiles Sales Co., has filed a $120,- 
000 restraint of trade damage suit 
in Alameda County Superior Court 
against the Metropolitan Bay Area 
Buick Dealers Assn., General 
Motors and four dealers. 

Wells says he specialized in get- 
ting cars, insurance and financing 
for military personnel, and has been 
in business since 1953. 

The suit claims he was able to 
get cut-rate prices from the dealers 
because of volume buying, but that 
last January the dealers, the associ- 
ation and GM conspired to refuse 
him any more autos. 

Wells said GM threatened to with- 
draw the dealers’ franchises if they 
sold cars to him. 


Aug. 14 
(Sold 157 cars out of 261 entered.) 


BUICK—’56 Special Hardtop, $1,875*. 
’55 Super Hardtop, $1,440* (ps), $1,- 
390*; Special conv., $1,380*; ‘ard- 

top, $1,370*; 2-dr., $1,100%; RM 

sedan, $1,300° (ps); Century conv., 
$1,225* (ps), $1,195* (ps); Hardtop, 
$1,325*. '54 Special Hardtop, $1,015*, 
$935*, $905*; Century Hardtop, 
$970*, $925*; Super Hardtop, $1,000*. 


"53 Special 2-dr., $540°; sedan, 
$420°. 

CADILLAC — ‘'5S0 Fleetwood sedan, 
$150°. 

CHEVROLET—’57 Bel Air (8) Hard- 
top, $2,040°, $1,960°. ‘56 Bel Air 
(8) Hardtop, $1,625*, $1,590*; 2 at 
$1,500°; 2-dr., $1,490°; Bel Air (6) 


2-dr., $1,490*. "56 Bel Air (8) Hard- 
top, $1,410°; $1,245*; sedan, $4,210 


2-dr., $1,100*, $1,080, $1,075; Bel 
Air (6) 2-dr., $1,025; Two-ten - 
tion wagon, $1,335*, $1,325; 2-dP, 
$1,000, $900, 


$810; One-fifty 2-dr., 

$700. '54 Bel Air sedan, $805; Two- 
ten 2-dr., $770°, $650. "53 Two-ten 
2-dr., $500; Bel Air 2-dr., $470; One- 
fifty 2-dr., $350. 

CHRYSLER—’'55 Windsor sedan, $1,- 
220°, $1,180°. "53 NY sedan, $475*. 

DeSOTO—'55 Firedome sedan, $1,440* 
(ps). 

DODGE—’56 Royal (8) Lancer Hard- 
top, $1,635°. ‘55 Coronet Hardtop, 
$1,115*. ‘53 Meadowbrook sedan, 


$350°. 

FORD—'57 Fairlane (8) sedan, $1,- 
960°; Hardtop, $1,925°. ‘56 Fair- 
lane (8) Hardtop, $1,620, $1,580° 
(ps); sedan, $1,580°, $1,475* (ps); 
conv., $1,560°, $1,530*; Custom (8) 
2-dr., $1,080; M (6) 2-d#., $1,- 
050°. '55 Custom (8) station wagon, 
$1,390° (ps), $1,210, $1,110; 2-dr., 
$1,015*, $935°, $890 $875; Custom 


(6) 2-dr., $775*, $690; Fa 
station wagon, $1,375*; Vic 
330°; Hardtop, $1,280*; 
070°; 2-dr., $1,065*, $1,035°; 


jane (8) 
ria, $1,- 
conv., $1,- 


Used-Car Stocks Pared 
As Prices Hold Steady 


(Continued from Page 1) 


News reported a strong, healthy| average prices rose $2 to level off 


used-car market. 


Several who said they had a | News’ index. 


used-car problem laid the blame 
on factors other than any lack of 
buyer demand. 
Several reported July used-car 
sales had topped their June volume, 
with no loss in percent of profit. 


One dealer in the west, reporting 
that wholesale business had slowed 
up, said he is getting “approximate 
retail book” in a used-car market 
that is “still good for popular 
makes.” 


Dealers are in general agree- 
ment that, outside of major metro- 
politan centers, '57s and ‘56s are 
the hardest units to move. 

A few dealers who said their 
used-car business had slowed up 
added that it was still better than 
their new-car business. 

. . . 


ALTHOUGH the average used- 

car supply on Aug. 1 was good 
for 31.5 days of selling, nearly two- 
thirds of the dealers reporting — 
61.5 percent—said they held stocks 
within the theoretical 30-day limit. 


While this was more than the 
53.9 percent in that class a month 
earlier, far fewer dealers this 
month reported stocks within the 
15-day limit. 

A total of 7.7 percent put stocks 
in the 15-days-or-less category this 
month, while last month more than 
23 percent of the dealers qualified. 


That left 38.5 percent of dealers 
as of Aug. 1 with inventories in ex- 
cess of 30 days’ supply, compared 
with 46.1 percent over the 30-day 
limit a month earlier. 

The range of stocks on Aug. 1 
was 15 to 60 days. It had been 
eight to 60 days a month earlier 
and no days to 60 days on Aug. 1 
a year ago. 

. - = 
| Frpaied year, stocks on Aug. 1 
were good for an average of 
25.2 days of selling, compared with 
35.9 days a month earlier. 

A whopping 81 percent of the 
dealers reported stocks within 
the 30-day limit. Included in this 
group were the 28.6 percent of re- 
porting dealers who held stocks 
good for less than 15 days of sell- 
ing. Only 19 percent of dealers a 
year ago had used-car stocks in 
excess of a 30-day supply. 










































Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


ai 
*Indicates automatic ts | or overdrive and (ps), power steering. 


Other Auctions on Pages 42, 44, 45, 46, 47 and 50 





(8) 2-dr., $700, '54 Crest Victoriag 
$925; Hardtop, $800, $750; Custom 
(8) 2-dr., $735*, $700, $675, $679, 
$650; Ranch wagon, $740; Custom 
(6) 2-dr., $625°; Main (8) 2-dr., 
$535 (Police); Main (6) 2-dr., $560. 
"53 Custom sedan, $540, $485; 2-dr., 
$400; Main (6) 2-dr., $350. '52 Cus- 
tom 2-dr., $375; Main (8) 2-dr., 
$215; Main (6) 2-dr., $205. '51 Cus- 
tom sedan, $150. 

HUDSON—’52 Wasp 2-dr., $360*. 

IMPERIAL—’55 Hardtop, $2,025* (ps). 
"53 sedan, $615° (ps). 

LINCOLN—’53 Cosmopolitan Hardtop, 
$660*. '52 sedan, $310*. 

MERCURY — ‘56 Montclair Hardtop, 
$1,600* (ps). °55 Monterey Hardtop, 
$1,310, $1,300*, $1,110; sedan, $1,- 
150. °53 Monterey Hardtop, $630*, 
$610*; 2-dr., $615; sedan, $460*. °52 
sedan, $325. °51 sedan, $185. 

NASH—’53 Statesman sedan, $210*. 

OLDSMOBILE—’'56 (88) Hardtop, $2,- 


190° (ps); 2-dr., $1,435*. °55 (88) 
Super Hardtop, $1,600* (ps); sedan 
Hardtop, $1,600*, $1,525*, $1,505*. 


"54 (88) sedan, $1,400* (ps); Hard- 
top, $1,260* (ps); 2-dr., $1,110*, $1,- 
065°, $960°. 

PACKARD—’56 Clipper sedan, $1,265*. 
"55 ‘400°’ Hardtop, $1,575* (ps). ‘54 
Clipper 2-dr., $600*. '52 2-dr., $205*. 

PLYMOUTH—’57 Plaza (6) 2-dr., $1,- 
425. °56 Belvedere (8) Hardtop, $1,- 
515* (ps); Belvedere (6) 2-dr., $1,- 
000°. °55 Belvedere (6) Hardtop, 
$1,115; Plaza station wagon, $1,050. 
"54 Plaza station wagon, $615; 2- 
dr., $460; Belvedere 2-dr., $535; 
sedan, 2 at $525; Savoy sedan, $440. 

PONTIAC—'56 Star Chief sedan, §$2,- 
030° (ps); Hardtop, $1,775*; Chief- 
tain Hardtop, $1,330*. '55 Chieftain 
Hardtop, $1,190*; sedan, $900; Star 
Chief sedan, $1,160*. °54 Star Chief 
sedan, $675*; 2-dr., $615*. "52 sedan, 
$350. 

RAMBLER—’53 sedan, $405*. 

STUDEBAKER—’'54 Champion station 
wagon, $600. '52 Hardtop, $140*. 


at $874, according to AUTOMOTIVE 


Five models on the index in- 
creased in price, with only three 
showing declines. 

. . = 
AMONG those with gains, ‘56s 
were up $18 to $1,527; ’51s were 
up $8 to $230; '55s were up $6 to 
$1,202; ‘57s were up $5 to $2,180; 
and ’53s were up $3 to $525. 

On the other hand, 54s were 
down $6 to $824; ’52s were down 
$6 to $328, and ’50s were down $7 
to $178. 

In every case, however, average 
prices were above lowpoints estab- 
lished earlier in the year. 


Magner Honored 6th Time 

CLEVELAND. — David B. Mag- 
ner, president of Bedford Ford Co., 
Bedford, O., has received his sixth 
“four-letter award” in his 11 years 
as a Ford dealer. Leo Corr is gen- 
eral manager of the dealership. 


Wagstaff Goes Western— 


Ford Reports 


Anti-Smog Gains 


SAE Told of Device 
To Filter Exhausts 


SEATTLE. — Progress toward 
finding a chemical to take the 
smog-producing hydrocarbons out 
of auto exhaust was reported at the 
West Coast meeting of the Socicty 
of Automotive Engineers here by a 
Ford Motor Co. scientist. 

Ford also reported it had de- 
veloped a device to measure hy- 

drocarbon emission and another 
speaker said the auto industry 
had spent $3% million in the last 
2% years studying exhaust gases. 

The talks were part of a day-long 
program on the exhaust and smog 
problem. 

Eugene F. Hill, manager of the 
chemistry department of Ford’s 
scientific laboratory, told of studies 

of vanadium pentoxide which he 
said is capable of removing 80 per- 
cent of offensive hydrocarbons. 

Since the chemical is a uranium 
by-product, Hill said its uses seems 
economically attractive. He said it 
looked now like a steel container 
filled with 16 pounds of the chemi- 

cal and located near the engine 
could do a good job at a reasonable 
price. 

The exhaust measuring device is 
called a “hydrocarbon integrator.” 

R. T. VanDerveer, a Ford en- 
gineer, said the device automatic- 
ally, instantaneously and ac- 
curately measures hydrocarbon 
emission under any driving con- 
ditions. 

He added that the device could 
provide instantly the information it 
would take a team of higly skilled 
engineers months to compute in 
any exhaust test. 

John M. Campbell, chairman of 
the vehicle combustion products 
subcommittee of the Automobile 
Manufacturers Assn. and General 
Motors scientific director, discussed 
the total exhaust research program. 

With improvements in combus- 
tion efficiency, he said, carbon 
monoxide emission has been re- 
duced approximately 50 percent. 

“Increases in compression ratio 
and attendant improvements in 
gasoline manufacture,” he added, 
“have enabled us to make two gal- 
lons of gasoline produce as much 
power as was formerly produced 
with three gallons.” 

The trend toward automatic 
transmissions has further reduced 
objectionable exhaust emissions. 

The problem — Los Angeles 
smog — that has prompted this 

all-out investigation of exhaust 
products, Campbell declared, is 
new and unique. 

“It is now believed,” Campbell 
stated, “that minute amounts of 
hydrocarbons and oxides in nitro- 
gen—in concentrations of one or 
two parts per million—and both de- 
rived from the automobile as well 


ee 


e 


as other sources, undergo a photo- | 


chemical reaction in bright sun- 
light to produce significant quan- 
(Continued on Page 57, Col. 1) 


George Perkins, left, and his son, Will, right, who operate Perkins Motor Co. 
(DeSoto-Plymouth) in Colorado Springs, officially welcome J. B. Wagstaff, DeSoto sales 


vice-president, to that city's annual rodeo 


celebration. Father and son took part in 


At the wholesale level last week, ! presenting Wagstaff with a western hat in the Perkins’ showroom. 














‘NOW IN AMERICA 


‘| TEMPO’S GERMAN VEHICLES WITH 


‘| BRITISH AUSTIN A-50 ENGINES REY 


12 SEATER MAN-SIZED 

STATION WAGON 
e FULL REAR DOOR «+ 4 DOORS FOR EASY 
ACCESS « FULL HEIGHT 64” —TALLER THAN 
YOU + CONVERTED IN MINUTES TO 3, 6 OR 9 
PASSENGER VEHICLE 





SUPER PANEL TRUCK 


: e SIDE DOOR AND FULL REAR DOOR FOR EASY 
4 LOADING ¢ 262 CU. FT. UNDIVIDED CARGO AREA 


DOUBLE CAB 
PICK-UP TRUCK 


e FASTER DELIVERIES MORE ECONOM- 
ICALLY * SIX MEN ON THE JOB IMMEDIATELY 


le 
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LOW LOADER 
PICK-UP TRUCK 


¢ ONLY 21” FROM GROUND TO TRUCKBED 
¢ BOXSIZE UP TO 138” x 63” (approx. 62 sq. ft.) 
e WHEELBASE 118” OR 126” 


CAB AND CHASSIS 


¢ THE ONE FRONTWHEEL DRIVE CAB AND 
CHASSIS AVAILABLE IN THE U.S.A. *« ADAPT- 
ABLE TO ALL YOUR NEEDS « 118”, 126” AND 
130” WHEELBASES AVAILABLE 





 FRONTWHEEL DRIVE—INDIVIDUAL WHEEL SUSPENSION—FULL SYNCHROMESH TRANSMISSION— 

TUBULAR STEEL CHASSIS WITH HEAVY CROSSMEMBERS—FULL 180° DRIVER VISION—COMPLETE 

DIAL INSTRUMENTATION—FAMOUS 52 BHP AUSTIN A-50, 4 CYLINDER 4 CYCLE ENGINE 
ZN 

ie 


EXCLUSIVE U.S. DISTRIBUTOR 
FADEX COMMERCIAL CORPORATION 
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487 PARK AVENUE, NEW YORK 22, N. Y. Tel.: PLaza 1-7200 
REY 
WEST COAST DEALERS CONTACT 
Manufactured by Vidal & Sohn FADEX COMMERCIAL CORPORATION 
TEMPO-WERK GMBH (TEMPO WORKS) WESTERN DISTRICT OFFICE, 519 W. 15 STREET, LONG BEACH, CAL. 
Hamburg, West Germany Tel.: HEMLOCK 6-3224 


As Appeared in Automotive News, July-August 1957 
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Firestone's Synthetic Giant— 
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A workman prepares to lift a 24.00 by 25 tire, made of all-synthetic Coral rubber, 
from the mold. Firestone said it was the largest synthetic tire the company had ever 
made. It and three other similar tires were turned over to the Army for testing in 
the nation’s continuing search for an acceptable substitute for natural rubber in the 


largest-sized tires. 


All-Synthetic Tire Developed 
For Heavy-Duty Army Use 


WASHINGTON. — The Army has 
disclosed the development of an 
all-synthetic heavy-duty truck tire, 
with indications of savings in the 
defense program and independence 
from natural rubber imports for 
the U. 8S. 

It was reported that the new 
tires do not deteriorate in storage 
as present types do, sometimes in 
60 to 90 days. 

Officials of the Army said these 
are the first tires made wholly 
from a mass-produced synthetic 
rubber which have passed the 
Army’s tests. 


The tires are made of butyl, a) 


synthetic rubber created from oil 
refinery gases. They were perfected 
after more than three years of re- 
search by Pennsylvania Tire Co., 
Mansfield, O. and Esso Research 
and Engineering Co. of New York. 


All mass-produced vehicle tires, 
military and commercial, are now 
being made with a combination of 
GRS (General Purpose) synthetic 
rubber and natural rubber, or 100 
percent natural rubber. 

Army Ordnance engineers said 
the tires, which use no natural rub- 
ber, “represent the closest approach 
yet to making this country entirely 
free of dependence on natural rub- 
ber for the defense of this country 


Deal with Ford 
Charged in Patent 
Suit Against Borg 


CHICAGO.—A $483,000 damage 
suit filed in Federal Court here 
charges that Borg-Warner Corp. 
entered into secret agreements with 
Ford Motor Co. to deprive inven- 
tors of patent royalties on auto- 
matic transmissions. 

Ford was not named as a de- 
fendant. The plaintiffs, all of Los 
Angeles, are General Auto Parts 
Corp., Electroflo Corp., Olive and 
Edwin C. Staude and Edward A. 
Rockwell. 

They allege that’ under a 1944 
agreement with a Borg-Warner 
subsidiary, B-W agreed to pay a 
royalty of 50 cents for each of the 
first 250,000 automatic transmis- 
sions produced and 25 cents each 
thereafter. The suit says the trans- 
missions contained some of the 
plaintiffs’ inventions and improve- 
ments. 

In 1950, according to the suit, 
B-W made an agreement with Ford 
under which each would produce 
half of Ford’s automatic transmis- 
sions. B-W allegedly furnished 
Ford with plans to build the units. 

The plaintiffs contend B-W has 
refused to pay royalties on trans- 
missions manufactured by Ford. 

The suit alleges that although 
B-W has told the plaintiffs it is 
trying to collect royalties from 
Ford, the corporation has agree- 
ments with Ford which provide for 
mutual protection in the event of 
patent infringement suits. 








since they are made from a syn- 
thetic rubber available in com- 
mercial quantities.” 

The new tire is the size 9.00x20— 
the most widely used type in the 
Army. Its development resulted 
from a combined effort by the 
Government and industry. The 
research work was carried out 
under Army Ordnance controls. 


Actual tire development was con- 
ducted by Mansfield Tire & Rubber 
Co., parent company of Pennsyl- 
vania Tire, under Ordnance con- 
tract. 


The butyl is compounded with 
improved modifying agents which 
are said to increase resiliency re-| 
sulting in lower heat generation, In| 
recent years, the latter has Es 
a serious problem with both pas- 
senger and truck tires because of} 
increased highway speeds and load- 
ings. | 

Ordnance Corps tests, under! 


cross-country and highway condi- | 
tions, have shown the new butyl) 
tires to be at least equivalent or 
superior to military tires presently 


being manufactured, the Army said. 
Apart from its ability to virtu- 
ally eliminate one of tire rubber’s 
worst enemies—ozone cracking 
and deterioration—butyl is said 
to strongly resist chipping, par- 
ticularly in the tread area, In the 
words of scientists, “the new butyl 
just won’t chip or crack, due to its 
closely knit molecular structure.” 

The development of these 9.00x20 
tires encouraged Ordnance and in- 
dustry to try to produce even 
larger size all-butyl military tires, 
some of which are presently being 
made of 100 percent natural rub- 
ber. 

A program is currently under 
way to develop all-butyl tires in 
the 14.00x20 and in the 24.00x25 
earthmover types. 


lowe Dealers 
To Study Profits 
At Area Meetings 


DES MOINES. — Eleven one-day 
district meetings dealing with 
profits and dealer problems have 
been scheduled for September and 
October by the Iowa Automobile 
Dealers Assn. 


Topics to be discussed include 
NADA’s proposal on service respon- 
sibility, the new dealer finance law, 
taxes, title and license laws, in- 
surance agents’ licensing law and 
false-advertising law. 


A special three-man team of ex- 
perts will discuss “Dealer Manage- 
ment for Profit.” 


Meetings are scheduled as fol- 
lows: Sept. 3, Lake Okoboji; Sept. 
5, Sioux City; Sept. 9, Clear Lake; 
Sept. 11, Fort Dodge; Sept. 12, At- 
lantic; Sept. 18, Dubuque; Sept. 19, 
Cedar Rapids; Sept. 30, Davenport; 
Oct. 2, Ottumwa; Oct. 3 Des 
Moines, and Oct. 7, Waterloo. 


Sutter Says Talks Continue... 


NADA Letter Calls 
For ‘United Front’ 


(Continued from Page 1) 





been receiving the past few days, it 
is obvious that confusion exists in 
the minds of some members con- 
cerning the efforts of NADA to find 
solutions to many of the problems 
confronting dealers today. 

Some appear to have doubt as 
to the effectiveness of your na- 
tional organization to cope with 
these problems. 

These doubts and confusion must 
stem from a lack of knowledge and 
understanding of NADA’s activi- 
ties over the past several months 
as well as the action program 
adopted by our board of directors 
at its recent meeting in June un- 
der which we are now working. 

* * ~ 
a THIS point let me emphasize 
that your board of directors, 
your officers and your staff in 
Washington are fully aware of the 
seriousness of your problems. 

We have been working con- 

stantly in your behalf. We have 


been using every means at our dis- | 


posal to find solutions which will 
be legally acceptable and workable 
in your interest and the interest of 
the public we serve. 

Several times during the past 
few months NADA has, sought 
approval of the U. 8S. part- 
ment of Justice of plans which 
we believe would have been in 
the public interest and which, in 
substance, would have placed a 
dollar value on necessary service 
provided by a dealer on a new 
automobile sold by a dealer other 
than himself. 

The department refused to give 
us the necessary clearance. In ad- 
dition, many conferences have been 


| held with officials of the manufac- 


turers in an effort to find ways and 
means of meeting dealers’ prob- 


lems. 
” > = 


DAY, the manufacturers are 

studying NADA'’s latest pro- 
posals, and comments already re- 
ceived from them indicate a desire 
to work with us in correcting pres- 
ent conditions. 

If the decision, ultimately, is 
that the manufacturers cannot 
take necessary action because of 
legal prohibitions, or if it should 
develop that NADA must pro- 
ceed without their assistance, we 
are prepared to move forward 
in whatever areas necessary in 
order to get the job done. 

The limited space available in 
this communication does not per- 
mit me to outline in detail the 
courses of action, we have pursued 
in the past and have in mind for 
the immediate future. However, you 
should know all of the important 
details, and we are giving them to 
you in the next issue of our quar- 
terly publication, Progress, which 
is now in preparation. 

This particular issue of Progress 
will contain a factual account of 
NADA's efforts to find solutions to 
your immediate problems as well 
as more long-range plans which 
we hope will restore public confi- 
dence in our industry. 

> > = 


GPeCeFICALLY, Progress will in- 
clude the following: 

1. A detailed statement of the 
action program adopted by the 
board of directors in June. 

2. What has been done to date to 
carry out the board’s directive. Here 
will be reproduced the exchange 
of correspondence with the fac- 
tories. 

3. An analysis of all of the re- 
plies from the manufacturers on 





NSPA Prints Explanation 
- Of U. S. Wage-Hour Law 


CHICAGO. —A clarification of 
the Federal wage and hour law, 
as it applies to automotive whole- 
salers, has been printed by the 
National Standard Parts Assn. 
and distributed to wholesaler 
members. 

The material came from the 
Labor Department’s wage and 
hour division which, in turn, ob- 
tained 2,000 copies of the data 
and sent them to the division’s 
regional offices. 





the specific proposals submitted by 
NADA. 

4. Where do we go from here? 
Our appraisal of the next steps 
we must take in line with the 
June board of directors’ action 
program. 

In closing, I would like to say 
this: Any successes we have en- 
joyed in the past—and there have 
been many—have been due to the 
enthusiastic and wholehearted sup-| 
port of the individual members.|Governor Briefed— 

Only by presenting a united front | 

can we expect favorable results in| enry F. Coffeen (Oldsmobile), right, 
our present efforts, and I know | Oklahoma City, director of the Authorized 
that NADA can count on you. Dealer Survival Assn. and chairman of 

I urge you to read the forthcom- resolution committee, explains to Okla- 
ing issue of Progress. After you| homa Gov. Raymond Gary, left, the mean- 
acamcin a po ee ae ea on ing of the ADSA membership certificate 

» 1X you nave any thoug which says, “Dedicated to serving the 
or suggestions, I shall be happy to | owner after the sale." Gov. Gary com- 


hear from you. : f 
Sincerely, | mented that it was “high time somebody 
looked after the owner after the sale.” 


ADSA Appeals to Makers 
For Relief Plan Soon 


(Continued from Page 1) 











which in no way penalizes any|up! Certainly, you will admit that 
dealer. ; it is impossible for each of you to 
“We subscribe wholeheartedly to| have the “hot one” every year. We 
the system of free enterprise and|say, if you will adopt our plan, 
the right of a dealer to sell his mer-| while you may not have the “hot 
chandise to whom and where and/| one” every year, it will be possible 
at what price he chooses. We do| for you to have a “hot dealer,” who, 
emphasize, however, that the dealer| with a “hot sales force’ can and 
has very definite obligations to you, | will go out and sell the “cold one.” 
his factories, to represent you prop- “We heartily agree that you have 
erly in the community where you! an obligation to your stockholders 
have appointed him as a dealer. (to earn for them adequate divi- 
“We do not desire to place a | dends on the shares they own in the 
penalty on the initiative of any | Corporations you manage. 
dealer, but we firmly believe that “But we feel that you must 
the payment of an incentive bonus | realize that you have an even 
as a reward to him for services greater responsibility to the mil- 
performed in providing adequate | lions of owners who placed con- 
service to your owners in his area | fidence in your companies when 
of responsibility will be to your | they purchased your product, by 
best interest. making sure that they receive 
“We know that you must realize| Proper and lasting service 
that you are losing millions of sales | throughout its life. 
annually because day by day more| _ he small cost, if any, for your 
dealers and their faithful salesmen | *40Ption of our Plan will be re- 
are finding it unprofitable to de-|‘Urned many times to your com- 
velop sales through the historical | P@mies in owner satisfaction. This 
medium of hard work and personal | Product loyalty will assure con- 











solicitation. 


“In fact, confusion created by 
present-day merchandising evils are | 
causing them to turn to gimmick, | 
misleading and false advertising to 

| bring traffic into their salesrooms. 
Certainly you must know that sales | 
created by this method are limited | 
in their scope—many of them being | 
|}made by substandard dealers who} 
| feel no responsibility of seeing that 
| the vehicle is properly serviced be- 
| fore the sale or that adequate serv- 
|ice is provided thereafter. 
> + > 
. HEREFORE, Mr. Manufac- 
turer, you must realize that you 
are having to depend on the “hot 
one” each year if your sales stay 
> = = 
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Dedicated 
to 
Serving the Owner 


After the Male 











ADSA Certificate— 


This is the ADSA official membership 
certificate which is being signed by H. 
Mead Norton, chairman, board of trustees, 
and R. T. Scott, treasurer. The first certifi- 
cate was issued personally by Norton to 
Henry F. Coffeen. 


tinued preference for your mer- 
chandise, resulting in millions of 
dollars in increased sales. 

“The ADSA, originators of the 
plan, has no paid officers, all work 
being done is contributed by your 
dealers. No one is assuming to be a 
self-styled spokesman for the dealer 
body of this nation, but we feel that 
when your good, sincere authorized 


| dealers request your help in con- 


trolling the evils which are destroy- 
ing your self-respecting authorized 
dealer system, that you will act and 
save, before it is too late, the only 
“system” yet devised which will 
protect your greatest Assets, your 
owners. 

“We believe you will not shirk 
your duty as our ‘parents’ but will 
move quickly in a spirit of co- 
operation so that peace and reason- 
able prosperity might reign again 
among your Sealers.” 

* * 


HE new association also has a 

slogan, “Dedicated to Serving 
the Owner After the Sale,” and a 
membership certificate form which 
can be displayed by dealer mem- 
bers. 

A resolution endorsing the mem- 
bership certificate and the new 
slogan stipulates that their use be 
limited to dealers having adequate 
and complete stocks of parts and 
Service facilities so they may be 
able to furnish prompt and efficient 
service to the owners of the makes 


-they represent in their community. 


Main purpose of today’s meeting 
is to establish the mechanics of 
organization of state chapters. 

Bert Horner, managing director 
of the association, said 25 dealer 
organization in all parts of the 
country had requested additional 
information. He said membership 
was far ahead of expectations and 
that ADSA now has members repre- 
senting every make from 20 states. 



















Why 338 Astute 
Automobile Men H 





Become Rambler Dealers 
Since January Ist! 
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RAMBLER BUSINESS IS GOOD! Ss: 
high . Gre g 


Experienced automobile men know 95% above tasp yo” AlTime 
year. 


. ° ” Ramby 
that the growing trend is to compact io age Or pnt 


. are f, 
cars. Sales figures prove it. That’s Y QVerage, Gr above 
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why Rambler, with the most liberal lathe ae eater ven 
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franchise in the industry, is attract- 
ing dealers in record numbers... "** 4 the on 


room 'Y car to <oMpetition r 
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* It's true! You can sell a Rambler Deluxe 4-Door Sedan, 
at the full suggested factory delivered price, equipped 
with Directional Signals, Reclining Seats, Twin Travel 

_— Beds and White Sidewall Tires—including finance 

charges at 6% on a 30-month contract, one-third 

RAMBLER CROSS COUNTRY STATION WAGON— c F down, for $52.00 a month. This, of course, does not 

1 of every five 6-cylinder station wagons sold today is a Rambler. include freight, insurance or state and local taxes. 





Now... More Than Ever... For Complete Information — Without eye Ttiin 
It Pays To Be An MAIL THIS COUPON TODAY! 
AMERICAN MOTORS DEALER! 










Director of Dealer Development 
American Motors Corporation 
Detroit 32, Michigan 






Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
inquiry will be held in strictest confidence. ' 


We Have the Market... 
We Have the Product... 


COU Te ee 








NAME - = 


ADDRESS.__ 
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Curtice Reply Introduced in Suit... 





By Martin Trepp 
Staff Correspondent 

SEATTLE. —A letter of appeal 
written by M. O. Anderson on May 
17, 1954, to Alfred P. Sloan jr., then 
chairman of General Motors, has 
been introduced as evidence in 
Anderson’s $4 million damage suit 
against GM, now on trail in U, S. 
District Court here. 

The letter was written nearly a 
year after Anderson and three 
other Pacific Northwest Buick dis- 
tributors were told that their dis- 
tributorship franchises would be 
terminated and they would be 
offered only retail dealerships. 
Anderson sought Sloan’s aid in 
restoring his Seattle Buick dis- 
tributorship. 

“My friends have urged me to 
file suit,” Anderson wrote, “After 
30 years with General Motors, I 


cannot believe the legal action is | 


my only alternative, and I should 
like to avoid it. 

“|. . I am hopeful,” the letter 
continued, “that someone from 





your office will . .. assist in bring- 
ing about a mutually satisfactory 
solution to this problem.” 

Anderson asserted that “respon- 
sible executives of General Motors” 
had assured him that the job he was 
doing in Seattle was “so satisfactory 
to Buick that the annual renewal 
(of the distributorship) was a mere 


DeVilbiss to Buy 


Newcomb-Detroit 


TOLEDO.—DeVilbiss Co. an- 
nounces an agreement to purchase 
the Newcomb-Detroit Co., a pioneer 
in the design, manufacture and in- 
stallation of custom-built, industrial 
finishing equipment. 

Howard P. DeVilbiss, president of | 
the local company, said Newcomb- 
Detroit will remain a corporate en-| 
tity and be operated as a subsidiary 
of DeVilbiss. 

The transaction will be accom- 
plished by an exchange of stock. 





|for a 15-year mortgage 


formality and that he had nothing 
to fear on that score.” 

Reply to Anderson’s letter was 
made by Harlow W, Curtice, GM 
president, who referred to previous 
correspondence which Curtice con- 
tended indicated that Buick was 
not satisfied with Anderson’s per- 
formance. 

“Furthermore,” Curtice wrote 
on June 10, 1954, “regardless of 
performance, no responsible ex- 
ecutive of General Motors would 
refer to the recontracting of a 
General Motors distributor as a 
mere formality.” 

The Curtice letter was also in- 
troduced into evidence. 

Taking the stand himself, Ander- 
son told the Federal Court jury 
that a GM official had assured him 
he didn't have a “thing to worry 
about” in negotiating a $500,00 loan 
for his business in 1951. 

Anderson said he was arranging 


in that) 


Night Sight in Albany— 


Unique lighting and wide expanses 
dealership in Albany a spectacular sight 
display models. 


ance company officials wanted as- 
surances of the permanency of his 
distributorship. For that reason he 
sought a conference with J. B. 
Nash, Buick assistant general sales 
manager at that time, and the late 
George H. Ruhe, Pacific Coast re- 


|gional sales manager, to sound 
i\them out on the projected loan. 


The conference, Anderson said, | 


amount, of which he would have| was held in San Francisco on 


to guarantee $150,000, and 


insur- | 


Nov. 9, 1951, and Nash told him, 


Corvice Customers Stick’ too ! 


"7000 mE ON 

pam <//; 
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KENDALL PRODUCTS PLUS PROMOTION... 
' A PACKAGE PROGRAM FOR GREATER PROFITS 


Dealers everywhere have had profitable evidence of its effective- 
ness. Kendall’s unique combination of products and promotion 
does keep car purchasers returning regularly for service. You 
feature Kendall's full line of outstanding Lubricants and Greases. 
You follow through by putting Kendall car dealer merchandising 
aids into action. You win the confidence, loyalty and regular 
service business of more new and used car customers. Your local 
Kendall distributor will give you the details on this package 


program for greater profits. 


All Kendall Lubricants are refined by exclusive processes from 


100% Bradford Pennsylvania Crude Oil — world’s richest. 





KENDALL REFINING COMPANY - BRADFORD, PENNA. 
LUBRICATION SPECIALISTS SINCE 1881 





of glass make Don Allen Chevrolet's new 
oat night. The floor will accommodate 14 





“I think you’re smart to get your 
capital in this forward position.” 
Anderson testified that the loan 
| was completed to improve his 
firm’s working capital and that he 
|made other improvements, includ- 
ing construction of a new building, 
based on assurances that his dis- 
| tributorship would be a continuing 
one. 

Another letter introduced as 
evidence by Anderson’s attorneys 
|was one dated Oct. 23, 1953, and 
|signed by W. F. Hufstader, GM 
distribution vice-president, Written 
ito Paul S. Friedlander, Seattle 
jeweler and GM _ stockholder, the 
letter indicated that the elimina- 
tion of the Pacific Northwest Buick 
distributorships was part of a 
policy decided on before World War 
II. 

Anderson said he learned of this 
policy after the termination of his 
distributorship on June 30, 1953. 


Ga. Dealers Hear 


Crowley, Bayne, 
Sutter Today 


SAVANNAH, Ga. — Patrick J. 
Crowley, Joseph E. Bayne and 
Frederick M. Sutter will address 
the Georgia Automobile Dealers 
Assn. today (Aug. 19) as the group 
winds up its 2ist annual conven- 
tion at the General Oglethorpe 
Hotel here. 

Crowley is assistant to GM's 
executive vice-president for dealer 
relations, and Bayne is a member 
of Ford Motor Co.’s Dealer Policy 
Board. 

Sutter, NADA president and a 
Dodge-Plymouth dealer in Colum- 
bus, Ind., will discuss the latest 
activities of the national dealer 
organization. 

R, C. Dunlap jr.. GADA presi- 
dent, will preside at today’s busi- 
ness sessions, and the delegates 
will be welcomed by Robert W. 
Tarratus, president, Savannah Au- 
tomobile Dealers Assn. 

The convention committee is 
headed by Wesley O. Slate jr., At- 
lanta. Other members are Clem A. 
Bahde, Atlanta, and J. C. Lewis jr. 
Merritt Dixon, Henry Eskedor, 
Stewart Carter and Frank Durden, 
all of Savannah. 


Owns ‘48 Edsel 


N. C. Woman Is Pleased 


With ‘Old’ Model 

GREENSBORO N. C—H. Y. 
Ingram, a newly appointed Edsel 
dealer here, had a few uneasy mo- 
ments recently when he opened his 
mail. 

The letter from a Gibsonville 
(N. C.) nurse began, “I have owned 
an Edsel for the past nine years...” 

Ingram was considerably relieved 
when he finished the letter, text of 
which follows: 

Dear Sirs: 

I have owned an Edsel for the 
past nine years, and I was wonder- 
ing how much tradein value he 
would have. He is a little thin on 
top, but he is still in perfect run- 
ning condition. 

All joking aside, 
your Edsels will be half as nice, 
dependable and wonderful as mine! 

Sincerely yours, 
Mrs. Edsel Morgan. 





Voice of Safety 

SAN ANTONIO.—Smith Motor 
Sales (Chevrolet) has given the 
police department a patrol car 
equipped with three-way radio 
and flasher light. Called the “voice 
of safety,” it enables police to 
warn motorists by a public ad- 
dress system instead of stopping 
them in fast-moving expressway 
traffic. 
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10 JOIN THE PARTY -OR BREAK IT UP! 


“It's good. oor. = to you.” 
(Buick) K 
“Fine progra 
(Buick- Chev.) N. Mex. 


“A very good idea. | = for it 100%." 
(Buick) S. Dak 
"Very definitely interested." 
(Buick) Mo. 
“Our family has been in the automobile business since 
1903. Never have seen conditions so bad. Something has 
got to be done.’ 
(Buick) lowa. 
“Corporate name most appropriate. Covers our needs."’ 
(Buick) Mich. 
“Must do something quick.” 
(Buick) Minn. 
“Rush more information. Need it.” 
(Buick-Cad.) Ore. 
“We're with you. Go get ‘em." 
(Chev.) Vt. 
“Top drawer. We like it." 
(Chev.) Mass. 
"Your plan sounds absolutely sound and worthwhile." 


(Chev.) Wyo 

“Your plan seems to be the only way.” 
(Chev.) Kans. 

“Looks to me like it's this, or else." 
(Chev.) Neb. 


"| believe you have something that's worth pursuing to a 
conclusion.’ 
(Chrysler) N. J. 
“This is a step in the right direction." 
(Chrysler) Calif. 
“More power to you.” 
_ Wash. 
“Sounds O 
(De ‘Sofo) So. C. 
"The quicker—the better’ 
(D oo Siyemooth) N. Carolina 
"Good Wor 
cies Plymouth) N. J. 
“Very ltorecied —pronene quick action is possible." 
(DeSoto-Ply.) Md 
“Will help organize Mississippi." 


(Dodge) Miss. 

"| have talked to several dealers. This is it. 
(Dodge) Tex. 

“Looks like a lot of good can come out of Okla.” 
( ge) Kans. 


"!l agree with the Plan. Hope it is put into effect before 
it is too late.’ 
(Ford) Conn. 


“Very good Plan. Have needed it for years." 
(Ford) Ga. 


“Looks good to me. Tell me more." 
(Fo: 


r ex. 
“If you are on the level, bless you." 
(Ford) Ala. 
“This is indeed a step in the right direction.” 
L-M) Kans. 


"Something must be done by dealers themselves. This 
could be it.’ 
(L-M) .Mo. 
"Cross selling is killing us, hurting the customer, and the 
product. It must be stopped now, someway." 
(L-M) Calif. 
“Something is definitely needed! This it it." 
(L-M) Colo. 
“Surely the time has come for action!" 
(Past President of NADA) 
“Congratulations on your good work.” 
(Olds.) Ark 
a idea.” 
Olds.) Col. 
“Looks rood to me." 
s.) N. Y. 
“Lor’ ee you. Trying to sell. Your idea may save me 
yet. after 28 years in this cutthroat business." 
(Olds.) Ohio. 
“Something has to be done immediately or there is no 
alternative as to whether or not we stay in business.” 


(Pont.) Moft. 
“Your Plan is what we franchise Dealers need today!" 
(Pont.) La. 
“Sounds goed, About time." 
(Pont.) mi. 
“We need this.’ 
(Pont.) Wis. 


“Association merits support of NADA." 

(Past President of NADA) 
“Plan is terrific. Something must be done to return 
sanity to the business." 

(Past President of NADA) 
“What ‘you all’ are fighting got so bad | had to give 
up Nash any 14 years and take on foreign cars.’ 

a. 

“Wheat in the mill. Keep up the good work." 

(Former official of NADA) 
“Sounds oot. 
(Nash-Hudson) Okla. 


LET'S UNITE—J OIN US TODAY! 


TYPES OF MEMBERSHIP DUES 


CHARTER MEMBERSHIP— (Closed) 


ADVANCE MEMBERSHIP— Full payment of dues with Membership Application. 


ASSOCIATE MEMBERSHIP—Minimum payment of $10.00 with Membership Application. 


Balance to be paid 


monthly. All funds received to be used for Dealer Educational Program. There are no 


salaries or overhead. 


Make All Checks Payable and Address all Communications to 


AUTHORIZED DEALER SURVIVAL ASSN. , 





Post Office Box 281 


Oklahoma City 1, Okiahoma 





LOOK WHAT AUTHORIZED DEALERS 
THE NATION 


ACROSS 
ARE SAYING ABOUT ADSA 





LEGAL . SIMPLE * FAIR * LEGAL « SIMPLE 
° ~ 
OWNER ASSURANCE SERVICE PLAN ¢ 
a p ag 
< 1 Manufacturer to designate area of sales and service 
re responsibility to each authorized dealer. * 
2 Authorized dealer assume the responsibility of providing - 
° adequate capital, premises, personnel, parts stock, tools z 
and machinery to assure owners of all cars or trucks of = 
3 the make he represents proper and satisfactory service. ™ 
= 3 Manufacturer agrees to pay dealer an overriding bonus we 
e of 5% of the factory list price for all new cars and/or 
trucks sold by dealer to residents of, and that will be in > 
~ general use in the area manufacturer has specifically ~ 
a. designated to the dealer as his responsibility for the 
= development of sales and providing service. > 
4 Overriding bonus to be paid at regular intervals upon = 
e the dealer furnishing affidavit listing the names and = 
e addresses of persons or firms to whom new cars and/or > 
<q trucks were sold by him within the area designated to him - 
° as his responsibility by the manufacturer. ° 
= 
LEGAL * SIMPLE 2 FAIR ° LEGAL * SIMPLE 


AUTHORIZED DEALER SURVIVAL ASSOCIATION, Inc. 

P. O. Box 281 Oklahoma City 1, Okla. 

| am interested. Please send me more information 

| wish to subscribe to an ADVANCE MEMBERSHIP. My check is enclosed in the amount of 
$100 $150 $200 [7] $250 [7 Other $__ ial 


| wish to subscribe to an ASSOCIATE MEMBERSHIP in the amount of $_ .. My 
check is enclosed in the amount of $ —_., balance to be paid in monthly payments 


 ¢.... —, for a period of nine (9%) months. It is understood that when the Owner's | 

Assurance | Service Plan, or a similar one is effected by the factories and our victory is achieved, 

that any unused funds will be refunded to members on a pro rata basis. | 
4d 


Name_ 


aa NR 


Address 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
7 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, appl to the building and maintenance of an 

\ the precepts of individual freedom, which made the U. S. A. 
1 tnd gave ie citteess more of the better things of life then anywhere 
news else in the world. 
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Capsule Comments 


The new-car market share of General Motors lines 
to a five-year low of 45.10 percent in the first half of 1957. 
But not bad, in anybody’s language. 


Volkswagen has unveiled its 1958 model — with modest 
changes in styling. 

But Hitler would still be able to recognize it. 
. - . 

C. E. Wilson, former president of GM, is retiring after a 
turbulent tenure as secretary of defense. 

As his wife said: “He spoke the truth in a town where 
politics is the native tongue.” 
. * * 

A new Wisconsin law bans false advertising, chain sales 
and bushing. 

But you can’t legislate a good reputation. 
7 * a 

Efforts reportedly are being made to reorganize the bank- 
rupt Tucker Corp. around Aircooled Motors, which was once 
owned by Tucker. 

Daman the Torpedo and full speed ahead! 
. a = 

Safety expert tells House probers that instead of dummies, 
researchers should use hogs and chimpanzees “because some 
people are more like one and some like the other.” 

And for certain Sunday drivers—a certain other animal. 
e * . 

Survey of 54 dealerships by an independent operations 
analyst shows results ranging from $48,000 profit to $38,- 
000 loss in first half. 

Checked YOUR overhead lately? 








Coming 
Events 


Dealer Conventions 


Aug. 18-19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of .Automobile 
Dealer Assns, of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

cee, Inc., Samoset Hotel, Rockland, 
e. 


Sept. 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, N. Y. 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9? — New Hampshire Automobile 
~~ Assn., Lake Tarleton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-16—Kentucky Automobile Dealers 
a Sheraton Seelbach Hotel, Louis- 

viiie, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 


apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 19-2I—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

Oct. 1-3—New Jersey Automotive Trade 
oy Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

Oct. 20-21—Oklahoma Auto Dealers Assn., 


Tulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn. Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Seach. 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—Iinternational Automobile 
Show, Turin, Italy. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Soston Auto Show, Bos- 
ton. 

Dec, 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 
nati. : 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 4s. Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Apr. 5-13—International Auto Show, New 
York Coliseum, New York, 

: = 


General 

Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 

Oct. 6&1i1—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago. 

Oct. 14-16—Truck Body and Equipment 
Assn, 10th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 


30 Years Ago... 





Automotive Cartoon 


Of the Week 


HONEST PETE 
WE SELL EVERY 


MAKE CAR 


LV 
SHERMAN 


"It belonged to an elderly couple who only 
raced if on Sundays.” 








Letterbox 


Survival at Stake 


I have been reading with much 
interest your article about Don 
McCullagh in the Aug. 5 issue, with 
reference to cross-selling, Mr. 
McCullagh’s views make just about 
as much sense as those of all other 
upstarts and hotshots. 

Whether there can be a remedy 
to this cross-selling or not, of 
course, remains to be seen. Cer- 
tainly the whole automobile dealer 
group should be interested in stop- 
ping this cut-price business that is 
going on in our industry today. 

I believe the factories are also 
interested in seeing our businesses 
put in the proper business-ethics 
column. I believe there is no 
question about it, if this business 
is to survive and the dealers are 
to survive, we must do something. 

If the dealers from Oklahoma 
City, known as the Authorized 


‘| Dealers’ Survival Assn., have the 


correct answer, I am not sure, but 
certainly it is worth giving some 
consideration, and we must concur 
with them for at least trying to 


The Big Stories 


American automobile manufacturers are getting a larger proportion 


of British business this year than last, 


despite the 33% percent import 


duty. While American sales in the first six months were double those 
of 1925, British car sales were down 10,000 and sales of trucks down 


5,000. 


In his first official statement regarding the new Ford car, Edsel B. 
Ford points to the fact that in a recent test one of the new cars was 


driven at a rate of 56.1 m.p.h. 


Packard Motor Car Co., for the fiscal year ending Aug. 31, will 
show earnings of better than $12,000,000 after charges, 

Total value of car exports during the first half of this year increased 
25.6 percent, and reached $117,143,562, as against $92,279,339 recorded 
in same period of 1926, the Department of Commerce announced. 


—From the files of Automotive News. 





‘Upstarts and Hotshots... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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better their business as well as the 
whole industry, as we cannot go on 
in this business, price-cutting, cut- 
ting one another’s throats and 
doing all of the unethical things 
that are being done today by 
dealers, as it just will not work. 


Where Mr. McCullagh’s statement 
does not make sense is the fact 
there can be only so many cars 
sold, and if all dealers used Mr. 
McCullagh’s method, somebody 
would have to go out of business. 
Certainly he is not doing anything 
smart or anything that other 
dealers did not know about long 
years ago, but have later found out 
is bad business. 

I have been in this business a 
good many years. I know that the 
automobile business was built up to 
where it is today on a policy where- 
by a dealer must receive from 20 
to 27 percent discount on the re- 
tailing of automobiles. Cost of doing 
business today is much, much 
greater, multiplied by several times, 
and yet we are trying to do busi- 
ness Such as Mr. McCullagh advo- 
cates, on from 4 to 6 percent gross, 
and we have numerous dealers in 
Los Angeles who do not even make 
that. 

They are selling automobiles for 
less than they cost them, and 
hoping to pick up a profit on 
financing and service charges, I 
think that is true all over the 
country, and we must admit 
that is bad business. 

Again I say, I don’t know whether 
Oklahoma dealers have the answer 
or not, but I will go along with 
them and give them a chance to 
try to work out a better plan than 
we have had heretofore in this in- 
dustry, and I further believe if 
men like Mr. McCullagh would 
respect their fellow dealers and 
respect the business which we are 
in, it would be a much more re- 

(Continued on Page 55, Col. 2) 





SURE, POWER STEERING 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


MAKES THE JOB EASIER. 
BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 
POWER STEERING MAKES 
GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive aneel thas blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained no - 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the Seon of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix SevessOne South Bend IND. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we have prepared 
an interesting folder on the subject. 

Write for your copy today. We think 


you'll be convinced. *REG. U.S. PAT. OFF. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Outside Idea Developers Wanted 
beeen is considerable demand these days for experienced 


engineers who will do special desi 


suppliers, according to Charles 


work for automotive 
E. McCormick, who prefers to 


be known as an “idea developer” rather than an “inventor.” 
Although he has only 10 or 12 patents, McCormick has 


been engaged in product de-¢ 
sign work for the auto 


makers, suppliers and for 
himself for more than 30 years. 


He explained: “I like to develop 
or improve other people’s ideas or 
present products. Just a bare idea 
doesn’t mean very much until it’s 
worked out, An engineer designs 
something to solve a problem— 
and he does this day after day. 


“The best ideas come from the 
sales department or from non- 
engineers. Generally, they don’t 
know how to build it, or even if it 
can be built. That’s where we come 
in.” 

* > > 


‘Inventor’ Derided 


ISCUSSING his dislike for the 

title “inventor,” McCormick 
said that most engineers think of 
an inventor as a fellow who spends 
his life working in his basement on 
a ‘one in a million’ chance. It’s 
an awful hard way to make a liv- 
ing. 
“On the other hand, there is real 
opportunity for an idea developer 
these days who will work with the 
suppliers, not the car manufac- 
turers.” 

He added that the auto makers 
are very interested in having 
their suppliers bring in new 
items, but that the factory en- 
gineers usually resent outside en- 
gineers who come in to tell them 
how to do things. 

“An outside idea developer works 
in cooperation with the supplier's 
own engineers,” McCormick con- 
tinued. “He works on a retainer fee 
and is usually engaged by more 
than one company, making sure 
that their products are not in com- 
petition. 

“He should have one or two 
good accounts to start out and then 
try to branch out as he goes along.” 

> a7 . 


AN IDEA developer, he continued, 
also should know how and 
where to buy outside parts and how 
to set up manufacturing facilities. 

One of McCormick’s first auto- 
motive jobs was in Ford Motor 
Co.’s office of cost reduction analy- 
sis in 1925-28, where he learned 
a@ great deal about the cost factor 
in product design. 

An engineering graduate of the 
University of Kentucky, he later 
worked for Ford’s chief body en- 
gineer, Nash Motors, U. S. Rub- 
ber Co., Standard Tube Co. and 
was coordinating engineer on the 
works manager’s staff of Cadillac 
division for several years. 

* While on and between these 
jobs, McCormick has designed car 
seats, seat tracks, car interior 
items, removable upholstery, a seat 
adjusting mechanism, auto springs, 
electric window lifts, and a con- 
tinental spare wheel kit. He has 
patents or has applied for patents 
on most of these items. 
= * + 


Better Seats Urged 


cCORMICK said “there’s a lot 

of room for a better and more 
healthful auto ride. When the en- 
gineers don’t talk about something, 
it means that they’re not too satis- 
fied. They have very little to say 
about seats today.” 

For the past year and a half, 
he has devoted his time to the 
development and sale of a Pana- 
visor, an inside sliding sunshield 
for cars. 

“As the car glass area increases 
each year,” he asserted, “the heat 
and glare problem increases, The 
little visor is not the answer be- 
cause it’s not transparent; tinted 
glass isn’t suitable because if it’s 
dark enough to be helpful in the 





daytime, it’s too dark at night, and 
the outside visors are all washed 
up because they spoil the cars’ ap- 
pearance.” 

McCormick and his backer, Fran- 
cis A. McGuire, a Detroit Buick 
dealer, have recently started pro- 
duction of the Panavisor, They are 
currently completing an order for 





Cadillac which will use it as a 
dealer-installed option. 


25-Year Campaign Waged 
For Fish Carburetor 


ONTINUING a 25-year cam- 

paign, a task force from Fish 
Carburetor Corp. again paid a 
three-day visit to Detroit in an 
effort to sell the Fish carburetor 
to the auto industry. 

Fish claims that his product 
is superior to other carburetors, 
in that it gives 20 percent better 
mileage, has 17 basic parts com- 
pared to more than 200 parts in 
other carburetors, is only half as 
expensive and weighs only 3% 
pounds. 

Although the Fish carburetor 
isn’t based on any radical prin- 
ciple, it’s most unique feature is 
a dashboard dial that controls the 
richness of the gas mixture. 

The carburetor is adjusted for a 
lean mixture for highway driving. 
A more rich mixture is used if city 
driving is anticipated. 

After receiving several factory 
turndowns in the 1930s and 1940s, 


(See TURNINGS, Page 13, Col. 5) 








Comparing Fish, Ford Carburetors— 


A ‘57 Ford carburetor (right) alongside a Fish carburetor, which Fish Carburetor 
Corp. officials claim will do everything the Ford carburetor will do. Although most 
John Robert Fish formed a coop-| industry carburetor specialists deny this claim, Fish is continuing a 25-year battle 
to have its product recognized. 
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MONROE LOAD-LEVELERS 





PREVENT THESE TROUBLES 





is reduced and lights glare into eyes of 
oncoming motorists. 





Rear passengers are awkwardly seated and 
ride uncomfortably. From this position they 


find it difficult to get out of the car. 


=z 


Heavily loaded car sways and swings as it 
rounds curves, throws passengers from side 
to side. Car stability is seriously impaired. 








or 
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116 More Names... 
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Deines; Winter Haven Motor Sales,| Grange, J. S. and R. G. Perlman; 
Inc., Winter Haven, William B.| Fisher Edsel, Morris, David Fisher. 


Edsel Total Hits 400 


An additional 116 dealers were 
named last week by Edsel division. 

The number listed so far stands 
at 400, just one-third of the 1,200 
dealers the division listed as its 
minimum number of outlets for its 
first year’s operations. The division 
plans to have 1,200 to 1,500 dealers 
for the 1958 model. 

Latest named dealers are: 

ALABAMA 
Nichols Edsel Sales Co., Birming- 


Canadian Car Exports 
Up Sharply in 1957 
OTTAWA. — Canadian passenger 
cars shipped to foreign markets 
increased to $11,510,000 in the first 
five months this year from $8,150,- 
000 in like period last year, but 
trucks fell to $2,212,000 from $2,365,- 
000, Canadian Government reports. 
Exports of auto parts dropped 
sharply to $5,884,000 in this period 
from $10,169,000 last year. 





ham, F. V. Nichols; ABC Edsel 
Sales, Mobile, W. E. Timmerman; 
Gray Edsel Sales, Inc., Jasper, Jack 
Gray, president, Al Gray, general 
manager. 

Mitchell Edsel Sales, Cullman, 
Dan C. and Don W. Mitchell; Mc- 
Rae Motors, Decatur, G. C. and T. 
R. McRae; Littrell Motor Co., 
Huntsville, Hershal J. and Marvin 
P. Littrell. 

ARKANSAS 

Chamblin Sales Co., 
W. D. Chamblin. 

CALIFORNIA 

Johnson Edsel Co., Santa Bar- 
bara, Elmer and Gerald Johnson, 
(former Nash dealership); Beamer 
Motor Co., Sacramento, S. R. and 
Sidney Beamer; Turner Edsel 
Sales, Roseville, Clark Turner. 

CONNECTICUT 

Murphy Edsel Sales, Inc., Derby, 

Donald L. Murphy. 
FLORIDA 
Bruce Motors, Ocala, Bruce 


Blytheville, 


Kass. 
GEORGIA 
Bell Motor Co., Inc., Gainesville, 
J. B. Bell, 
IDAHO 
Goode Motor, Ruper, Earl and 
Buster Goode. 
ILLINOIS 


Trotter Edsel Co., Inc., Wood 
River, P. A. Trotter, (former Buick 


dealer); Frawley Edsel Co., East 
St. Louis, James Frawley; Mar- 
chesi Edsel Co., Freeport, Gene 


Marchesi, president, Anthony Piz- 
zaloto, general manager, (will con- 
tinue as Lincoln-Mercury dealers). 

Weber-Apt, Inc., Highland Park, 
B. L. Weber, president, Walter O. 
Apt, general manager; Borgen- 
Simmons Edsel Sales, Hinsdale, 
Myron G. Borgen and Stephen O. 
Simmons; Close Motor Sales, Kan- 
kakee, C. F. Close. 


Stratford Motor Sales Co, La 


Detroit Office Opened 
SUMMIT, N. J. — Plastic In- 
lays, Inc., has opened a sales of- 
fice at 2591 W. Grand Bivd., De- 
troit. It will be under the personal 
supervision of George B. Nettle- 
ton, general sales manager. 


INDIANA 

Willett-Loring Edsel Sales, Inc., 
Valparaiso, Dwaine L. Willett, 
president, John W. Loring secre- 
tary-treasurer; DeVoe Motor Sales, 
Muncie, Paul DeVoe. 

IOWA 

Watkins Motors, Clinton, Morse 
Watkins; Sharp Edsel Sales, Keo- 
kuk, Leon Sharp; Northwest Iowa 
Motors, Inc., Spencer, E. Frank 
Hart, (also Ford and Lincoln- 
Mercury dealerships); Art Lowe, 
Inc., Newton, Art Lowe. 

Mammen Motors, Storm Lake, H. 
G. Mammen, owner, Willard G. 
Brown, general manager; Houlihan 
Motors, Carroll, James M. Houli- 
han, (will continue as Lincoln- 
Mercury dealer); Morewood Mo- 
tors, Red Oak, A. W. Fulton, (for- 
mer Ford dealer). 

Small Motors, Waterloo, Bob L. 
and George D. Small; Coons Mo- 
tors Co., Sioux City, Kenneth 
Coons; Henaman Motor Co., 
Estherville, Elmer E. Henaman, 
president, William P. Henaman, 
general manager. 

KANSAS 

Robertson Motor Co., Ottawa, 

Ralph W. Robertson; Symons Ed- 











WVEW MONROE 
LOAD-LEVELERS 


They increase road clearance. They 
give a smooth, level ride with head- 
lamps always beamed safely on the 
road. When the car is unloaded, they 
automatically compensate for the light- 


Look at the design of today’s cars and 
you'll immediately see the need for the 
new Monroe Load-Levelers. Cars are 
longer, lower, roomier. They have 
plenty of space, but they’re not de- 
signed to safely and comfortably carry 
the heavy load of rear seat passengers 
and a trunk full of luggage. Scraping 
and bumping on inclined driveways 


are the annoying results. 


The entirely new Monroe Load- 
Levelers absorb the stress of heavy 
loading . . . prevent sag, sway and dip. 


yut of this SCnipo 


ened: load. 


Monroe Auto Equipment Company 


Monroe, Michigan 


CALIBRATED RIDE CONTROL WITH ANY LOAD 


Anyone who owns a trailer, station 
wagon or panel truck . . . salesmen who 
load their cars with sales literature and 
equipment . .. sportsmen . . . vacation- 
ers... they all need Monroe Load- 
Levelers—and there isn’t another prod- 
uct like them! Get full details today! 








Leveler 
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sel Sales, Inc., Liberal, T. V. Sy- 
mons jr., president, Robert H. Sy- 
mons, general manager, (has 
Mercury dealership); Schrey Mo- 
tors, Leavenworth, Karl W. Schrey; 
Bennett Motors, Inc., Norton, John 
A. Bennett, (will continue as Ford- 
Mercury-Lincoln dealer). 
KENTUCKY 
Shelby Motor Sales, Shelbyville, 
Jack Smiser and Louis Carter, 
partners, Joe Davis, general man- 
ager; Wallace-Clark Edsel Sales, 
Paducah, Syble V. Wallace, presi- 
dent, Jack N. Clark, general man- 
ager. 





MARYLAND 
Guy Steuart Motors, Silver 
Spring, Guy Steuart II; Covington 
Edsel, Inc., Bethesda, Art Coving- 
ton; Boulden Edsel Sales, Elkton, 
Warren W. Boulden, president, 
Robert H. Boulden, general man- 
ager, (Ford dealer). 
MICHIGAN 
Malcolm Milks, Inc., Lansing, 
Malcoln L. Milks, (former Plym- 
outh dealer); Minnick Edsel, Bad 
Axe, Kelly Minnick, (Lincoln-Mer- 





Correction 


Appointment of Ron Norris and 
Sam Lambkin as Edsel dealers in 
Ypsilanti, Mich., does not affect 
operation of the Obermeyer Olds, 
Inc., President M. D. Obermeyer 
told Automotive News last week. 

Norris and Lambkin formerly 
were associated with Obermeyer in 
the Olds dealership, but the Edsel 
press release erroneously listed 
them as “former Oldsmobile deal- 
ers.” This designation appeared in 
Automotive News’ Aug. 5 issue on 
page 50. 





cury dealer); Blacklock Edsel, Inc., 
Farmington, Thomas A. Blacklock; 
Town & Country Edsel, Coldwater, 
Al Crandall, (has Pontiac-Cadillac 
dealership in Hillsdale). 
MINNESOTA 
Sonju Motor Co., Two Harbors, 
Alfred Sonju, president, Alder 
Johnson, general manager, (will 
continue as Ford-Mercury dealer- 
ship); Northway Edsei Sales, Du- 
luth, Willis A. Hutchinson; Ran- 
(Continued on Page 55, Col. 1) 











Turnings 
: (Continued from Page 12) 
erative to help finance, produce 
and sell his carburetor. 

> > > 
OME 6,200 “cooperators” con- 
tributed about $1 million on 
the basis of Fish’s visions and his 
promise to furnish each cooperator 
with a Fish carburetor. 

When Fish was unable to deliver 
sufficient carburetors to his stock- 
holders, the U. S. Post Office 
brought fraud charges against him 
for allegedly making misleading 
promises to his backers. This suit 
was later dropped for lack of evi- 
| dence. 

Fish’s fight to have his car- 
buretor recognized has also led 
him into reportedly successful 
campaigns to sell his product to 
the Army, the motor boat in- 
dustry and auto racers. But it is 
still without any wide acceptance. 
Clifford E. Savaria, service man- 

ager for Fish Carburetor Corp. 

said: “The auto factories said they 
wouldn’t use our carburetor until 
it had been tested throughout the 
world, until we had worldwide serv- 
ice facilities and until we had 
large enough facilities to meet their 
potentially huge demands. Well, 
we're trying to fulfill those re- 
quirements.” 

> * . 


Accurate Metering Claimed 


OHN D. WHITMORE, a vice- 

president of Fish Carburetor, 
said “our carburetor is the best one 
available because it most accurately 
meters the ideal fuel-to-air ratio 
in all ranges of throttle. It fully 
atomizes all the gas. 

“It is suitable for any car—from 
the Volkswagen to the Lincoln— 
by merely changing the carburetor 
base. About 15,000 Fish units are 
now in operation in all parts of 
the country. 

“Its outstanding characteristics 
are its economy, efficiency and 
simplicity. I really don’t know 
why it has never caught on in 
this industry.” 

Although the Fish carburetor has 
been under development continually 
since 1933, Whitemore said there 
had been three major models in 
production at various times—the M- 
1, the M-2 and the BDB (billion- 
dollar baby). 
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How Nation's Salesmen Meet. . 





Practical Problems of Selling 


ps sales experience comes 
from a Kentucky sales man- 
ager who desires to remain 
anonymous and demonstrates 
once again that it pays to be 
persistent. Here’s how he tells it: 
The prospect was a couple 
known to me because I had sold 
him both a truck and a car in 
the past. He was a small farmer 
and his wife was 
a schoolteacher. 
Sales While they could 
use a new car, 
they had good 
transportation. 

I urged both of them to buy 
one of our new cars this year 
and the wife was definitely in- 
terested. I got them into the 
showroom and she fell in love 
with one of our higher-priced 
models with automatic trans- 
mission, and it seemed that the 
sale was just as good as made. 
That night we had a terrific 
rain. I called my prospect and I 

learned that a lot of his planted 


Case 
Histories 
















crops had been washed away and 
he might not make a crop at all. 

However, I knew their circum- 
stances rather well and knew 
that they could still easily afford 
the new car and also that they 
had their hearts set on a long 
trip during the summer for a 
vacation. 

In the meantime, I learned that 
several other dealers had them 
listed as prospects and were 
working on them. In fact, the 


Dealer’s Corvette 
Wins Hill Climb 








CORTLAND, N. ¥—Ames Chev-| 


rolet here entered the winning car 
in Class B of the Mt. Equinox, Ver- 
mont, hill climb. 

Driven by Dean McCarthy, the 


fuel-injected Corvette bested 60) 
entrants in the production-sports- 


car class. 
Ames has won prizes with other 
Corvettes in past events. 


Now you can parade engine troubles right be- 
fore your eyes — and understand them just as 


easily — with the new Snap-on Anat-()- 


SCOPE. 


This electronic engine analyzer or oscilloscope has 
an extremely easy-to-understand trace pattern — 


1. Dwell or cam angle 5 
2. Breaker point operation 6. 
3. Distributor wear 7 
4. Condenser action 8 
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. Primary circuit leakage 
Primary circuit resistance 

. Spark plug action 

. Secondary circuit resistance 


prospect told me that one of 
them had called him that morn- 
ing before me. 
* oe cd 

ELL, within the next week I 

got them into the showroom 
again and she was still en- 
thusiastic about the car but the 
husband was lukewarm and was 
working for a cheaper car. Once 
again we had the details about 
completed when they left for 
home without a closing. 

I waited a few days, rather ex- 
pecting that they would make 
the first move and come in be- 
fore I called them. This time I 
learned that the wife was ill and 
had been taken to a hospital. 

Although it looked like the 
end of the line I figured I 
would try out the persistence 
tactic about which so many in 
the business were yammering 
and see if it really worked. 

I went out and talked to the 
husband and expressed my sym- 
pathy and during the conversa- 


tion at that time I learned that 
the other dealers had apparently 
dropped out of the race. So I told 
him that we had plenty of new 
cars and that I was just putting 
that car away until she was able 
to come home and they could 
again open up the deal. 

He told me that it wouldn’t be 
any use because he was going to 
hold out for a cheaper car with 
straight transmission. Inciden- 
tally, I was told that her illness 
was not too serious and that she 
would be home in a week. 

I dropped by several times but 
they were not too interested, and 
to make a long story short I got 
them into the showroom again 
just under 10 weeks from the 
time we started the deal. If they 
were going to take a trip for a 
vacation, it had to be soon. 

She was still pleased with the 
new car and he still held out for 
a cheaper one. They told me that 
I was the only car salesman who 
had kept after them and that 
they appreciated the attention. 

~ * * 
COULDN’T understand the 
opposition of the husband to 

automatic transmission when I 
had sold him one on a cheaper 


MT-610 
ANAL-(1)-ScoPE 


PATENT NOS. 2.450.164: 2.487.070: 2.487.071 





with exclusive, easy-to-read trace pattern 


one any mechanic can understand and use with 


brief instruction. The ANAL-(()- 


Score has more 


experience behind it than any other make — ex- 
perience dating back to World War II equipment. 
It provides instantaneous, complete analysis of: 


10. Ignition reserve 
11. Valve action 


© TRsOtmann OF 


SPOR TOOL 
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8082-H 28th Avenue e 


9. Secondary circuit insulation 








. Kenosha, Siieuche 


car and I knew that he liked its 
operation. 

This was the car he was 
trading in and it was good and 
clean. I had offered him an extra 
good price because its condition 
and automatic transmission made 
it readily saleable. I asked him 
what his objection was and he 
said it was because he had to pay 
a big price for it and got nothing 
for it when he traded it in. 

I soon convinced him that I 
had offered a good deal more 
for his car with the automatic 
transmission than without it and 
that I would do the same when 
he traded in the new car in ques- 
tion. 

We were over that hurdle and 
now got the deal up to where we 
were $50 apart when again they 
left for home without closing the 
deal. I hoped that history 
wouldn’t repeat itself and waited 
until noon the next day for them 
to make a move. 

Then I called him. He laughed 
and said he’d go up $25 and I told 
them to come in and make out 
the papers. The papers, it turned 
out, proved to be a check on a 
cash deal. 

The husband was just as 
tickled with full power and au- 
tomatic transmission as the 
wife was. I had them both drive 
it during the past 10 weeks and 
they both liked it. 

And when they closed the deal 
over his apparent objections to a 

luxury model, the husband had 
his joke, He said: “My wife and 
I compromised and she got it.” 

I learned that the only time 
to quit a prospect is when he 
buys a new car from some other 
dealer. 


Long Announces 
4 Promotions 


In Management 


DETROIT.—F our appointments 
realigning management responsibil- 
ities have been announced by T. J. 
Ault, president, Long Mfg. division, 
Borg-Warner Corp. 

Daniel W. Lysett, formerly sales 
manager, has been promoted to 





D. W. Lysett W. L. Pringle 
sales director. Lysett joined Long 
in 1942 after serving with Packard 
and General Motors as design en- 
gineer. 

William L. Pringle, formerly 
sales manager, has been appointed 
engineering director. His new posi- 
tion will include direction of the 
company’s new product develop- 
ment program, Previously he was 
assistant chief engineer at Timken- 
Detroit Axle Co. 

Employed by Long since 1927, W. 
E. Rowe has been named manufac- 





W. E. 


Rowe W. F. 8S. Dowlding 
turing director for all Long plants. 
His most recent assignment was 
as manufacturing manager. 

W. F. S. Dowlding, tooling con- 
sultant, has been elevated to tech- 
nical assistant to the president. 
Dowlding has served Long for the 
past 23 years in engineering capac- 
ities. 


S-P Dealer in Tennessee 


Gives Ambulance to Police 


OLD HICKORY, Tenn.—Charles 
R. Payne, Studebaker - Packard 
dealer here, has given a Stude- 
baker Ambulet (station wagon 
equipped as an ambulance) to the 
utility district for police use. 

The district has also purchased 
a Studebaker truck for its fire de- 
partment. 
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AUTOMOTIVE WASHINGTON 


‘Iron Peddlers’ Deny 
Bringing on Inflation 


By William Ullman 


Washington Correspondent 
oo was a deceptive atmosphere of small-town folksi- 
ness as hearings on administered prices resumed before 
the Senate Antitrust subcommittee. The first industry wit- 
ness, U. S. Steel Chairman Roger W. Blough, identified him- 
self and the top-ranking executives who accompanied him 


as a bunch of “simple iron 
peddlers.” The peddlers faced 


Chairman Estes Kefauver, 
Tennessee Democrat, an old hand 
at the simplicity routine. The sen- 
ator likes to masquerade as a coon- 
hunting backwoodsman. 

But Kefauver and Blough had 
more in common than love for 
simplicity. They were once class- 
mates at Yale 
University in the 
untamed. wilder- 
ness of New 
Haven, Conn. 

Their common 
bonds notwith- 
standing, however, 
the two men dif- 
fered sharply on 
economic theory. 
Possibly they took 
different courses 
at Yale. Blough 
emphatically denied every charge 
that price increases in the steel in- 
dustry have had any appreciable 
effect on living costs. 


The $6-a-ton price boost in 
July, he said, added only $11.58 
to the cost of a $2,630 automobile, 
$5.20 to a $2,700 tractor, and just 
two cents to a $20 electric 
toaster. The increase raised the 
average family’s budget by no 
more ‘than four one-hundredths 
of one percent, he ex plained. 
Blough didn’t think Big Steel 
deserved to take the rap for in- 
fiation for such a piddling boost. 


But more important, Blough 
wasn’t sure that anything U. S. 
Steel did could alter the inflation 
picture much, one way or the other. 
In 1948, he said, his firm cut steel 
prices and found that the cost of 
living continued to go up. When 
steel prices then were increased, 
the cost of living went down. In 
its effect on inflation, Blough con- 
cluded that U. S. Steel might as 
“well have tried to stop an express 
train with a peashooter.” 

He attacked Kefauver’s opening 
statement on several points. Figures 
quoted by the senator grossly ex- 
aggerated the impact of the steel 
price boost on consumer goods, he 
said. He also challenged the notion 
that steel is a bellwether industry. 

“The belief still seems to persist,” 
Blough said, “that there is some- 
thing special and different about 
steel—that a rise in the price of 
steel can somehow touch off a new 
round of inflation.” 

That idea, he snapped, “is sheer 
economic superstition.” 

= . = 


Auto Costs up $130 Million 

HRUGGING that off, Kefauver 

recited still more charges. Trade 
papers, he said, reported the $6- 
a-ton increase will raise costs in 
the auto industry by from $130 
million to $140 million. Costs for 
one of the larger appliance makers 
will go up $215 million and the 
Pentagon will have to spend $35 
million more for procurement. And 
that isn’t peanuts, the senator in- 
dicated. : 

But Blough insisted that no one 
firm, no one industry and no one 
union can halt the march of in- 
flation alone. U. S. Steel, he said, 
Was caught up in inflation like 
everyone else, and it hurt. Neither 
his company nor the steel industry 
as a whole, commented Blough, has 
been able to pass each higher cost 
along to the consumer. 

“Rising prices,” he told the sub- 
committee, “do not cause inflation. 
They are the result of inflation.” 
He said he agreed with a friend 
who told him, “Price increases 
cause inflation like wet streets 
cause rain.” 

Then Blough threw a couple of 
roundhouse rights. Comparing the 
price of 1957 steel with 1940 steel, 
he said, is a good deal like trying 
to compare the price of a 1940 





William Uliman 











radio set with a 1957 color TV 
set. 

“Perhaps the price of steel has 
gone down as an actual matter of 
value per pound,” he pointed out. 

Blough insisted that there is 
plenty of competition in the steel 
industry and that profits are far 
from excessive, As for “adminis- 
tered prices,” he said he didn’t 
know what they were, and sug- 
gested that the subcommittee refer 
to prices as prices. He also sug- 
gested that the subcommittee skip 
the whole business. 

“It occurs to me that you con- 








scientious and overworked gentle- 
men who are running this country 
have troubles enough of your own 
as it is, without taking on all of 
ours,” he said. 

The simple, small-town atmos- 
phere had pretty well evaporated by 


the end of Blough’s testimony. 
+ * * 


Treasury Aide in Hot Seat 

N THE hot seat before the Senate 

Finance Committee, Undersecre- 
tary of the Treasury Randolph 
Burgess foresaw “an even bet” that 
interest rates will drop in the next 
year or so. 

Why? Because 4 percent “is a 
pretty high rate for the Govern- 
ment,” and because “when every- 
thing is pointing one way, that’s 
the time to start looking for de- 
velopments in the other direction.” 

But it was too early to start 
looking. Within two days after 
Burgess’ prediction, two things 
had happened. The lending rate 
to prime commercial borrowers 
was raised in New York from 4 
percent to 4%. 

Then the Federal Reserve Board 
announced a hike in the rediscount 
rates of four Federal Reserve 
Banks, those in Philadelphia, Chi- 


The new rate is 3% percent, highest 
since 1933. 
= + * 


Road Work on Schedule 
7 expanded Federal highway 
program is right on schedule, 
according to Federal Highway Ad- 
ministrator Bertram D. Tallamy. 
In his first annual report to the 
Secretary of Commerce, Tallamy 
said the best yardstick for measur- 
ing progress so far is the dollar 
amount of Federal obligations. But 
even in the first year, he said, there 
are some tangible results. 
Contracts have been awarded for 
561 projects involving construction 
of 1,532 miles of modern roads in 
the National System of Interstate 
and Defense Highways. Contracts 
also have been awarded for work 
on 24,000 miles of primary and 
secondary systems. 
On the basis of present trust 
fund estimates, Tallamy said it 
will probably take 16 years—not 
13—to complete the building pro- 
gram. But he saw “nothing in 
the foreseeable future that poses 
a real threat to the program.” 
The engineering shortage, he 
pointed out, is critical, but the 
Bureau of Public Roads is using 


cago, Minneapolis and Kansas City.| electronic computers and aerial 


photography to get more engineer- 
ing out of every engineer. 

“For example,” Tallamy reported, 
“about a year ago it took a college- 
trained engineer about 30 weeks to 
compute earth removal for 100 
miles of highway. Today he can 
do the job in a week using the 
electronic computer.” 

+ * = 


Business Tax Quiz Slated 


ENATOR JOHN SPARKMAN, 
Alabama Democrat, will conduct 
nationwide hearings this fall on tax 

problems of small businessmen. 
Aim of the hearings, to be held 
from Boston to Los Angeles, will be 
to hear opinions of small business- 
men on “an all-inclusive small- 
business tax bill.” 
* * aa 


FTC Offers Instructions 


—— for filing a com- 
plaint to the Federal Trade 
Commission are outlined in a new 
Small Marketers Aid, “Small Busi- 
ness and the FTC, No. 24,” avail- 
able free from any Small Business 
Administration office. 

The new aid also tells how the 
FTC protects small firms against 
unfair competition by administer- 
ing the FTC Act, the Clayton 
Act and six other related statutes. 

Among the rights which FTC 
(See ULLMAN, Page 55, Col. 3) 





CASTROL 


attracts the sweetest 


Whether she jockeys a new 4-speed sports job, 
or she’s nursing the family buggy through its last 10,000 


customers! 


miles—tell her about Castrol. You'll find she’s 


quick to see the value of superior lubrication, and what 


it means in road performance and engine life. 


She’ll soon want to pay for premium quality in TBA, too, 
and she’ll come back to you regularly—for Castrol! 


We’re telling them ASK FOR CASTROL 


in signs, posters, mailing pieces, radio advertising— 
to build high-quality, high-profit business for you! 





Ask your CASTROL distributor or write 
for the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6,N.Y. 


...A Division of the Wakefield Group... 


The Masterpiece in Oils 










C. J. ‘Tommy’ Thompson (front and center)—automobile dealer with 
a realistic approach to business management. The management “team”’ 
is largely responsible for the success of Thompson-Haldeman, Inc., Pittsburgh. In 
the short time since its founding in 1951, Thompson-Haldeman has become a 
Chrysler-Plymouth landmark in Pittsburgh. Thompson, a veteran of thirty years in 


“In six years, we've 
merged good products 
and a management 
team effort into a 
multi-million dollar 
operation, says 


C. J. Thompson 
THOMPSON-HALDEMAN, INC. 


Pittsburgh, Pa. 
CHRYSLER +- PLYMOUTH 


DEALER PROFILES 





the automobile business, heads up a healthy, aggressive organization, supplements 
liberal compensation with monthly cash-prize contests. An acknowledged leader in 
automotive circles, “Tommy’ Thompson is president of the Allegheny County 
Chrysler Dealers’ Association and an active member of the Pittsburgh Automobile 
Dealers Association. 


“This automobile business is no one-or-two man show. It needs good 

men heading every department . . . and it needs their best think- 

ing all the time. Our general sales manager, used car manager, service 

manager, parts manager, comptroller and credit manager make up 

our operations committee. Each of these men has complete responsi- 

bility for the operation of his department and as a member of the 
operations committee, he helps run the dealership. 


“The operations committee meets every ten days, reviews the results 
of the previous ten-day period and helps plan the overall objectives 
for the next ten day period. Each member helps establish a definite 
goal, or quota, for his department, answers to the group for failure 
to achieve it. 


“With this kind of business management, we’ve shown increasing 
profits every year. Through used car ‘specialists’ we retail most of 
the cars taken in trade. We’ve showroom facilities for displaying 
twenty new cars and a separate ‘salon’ for the exclusive Imperial. We 
advertise regularly in the local press and local radio and television 
outlets carry our spot announcements on a consistent basis. 


“While our growth has been rapid, it’s been no “Topsy’—each step in 
our expansion has been carefully planned. Chrysler Corporation has 
provided real assistance and wise counsel. I’m convinced our growth 
pattern will continue—we’ve got the personnel, the facilities, the 
best automotive products in the world, and the experience and the 
aggressiveness it takes to move cars, satisfy customers.” 











> THE FORWARD LOOK MEANS BUSINESS! ( 





we 


Shaw ae 


[ “Salesmanship puts the 
customer tn his first 
new car. Good service 
sells him the others, 
SAYS... inorgs H tli 


BICE MOTORS 


Porterville, California, 
DE SOTO +» PLYMOUTH 


6 ere at Bice Motors, we take pride in the loyalty of 
H our customers. We work hard to retain it too. Our 
new pace-setting cars make the customers happy they 

bought a Plymouth or De Soto—the quality and prompt- 

ness of our service makes them happy they bought from 
Bice. In fact, we’ve got a saying around here, it goes 
‘salesmanship puts the customer in his first new car, good 
service sells him the others’. 


“Happy and hard-working salesmen are the rule at Bice. 
We pay a fixed commission on every new car—as a result 
every salesman works hard on every deal. Furthermore, 
we retail used cars just like we do new cars—from two 
lots—one for older cars, another for late models. Our 
used car men work hard at turning up prospects, using 
the same techniques as we do in new car prospecting. 


“Business forecasting, we’ve found, is a big factor in 
intelligent management. In New Car Sales, for example, 
™ we forecast sales month-by-month and work against that 
figure. The Service Department, too, carefully estimates 
its monthly income and expense, pacing its operation 
accordingly. When a used car is taken in, a work order is 
written up showing car appraisal, reconditioning cost and 
probable re-sale price. We stay within those figures. 





E George Skilton—businessman and maker of salesmen—has been a 
“A good deal of our success, we feel, is due to factory successful De Soto dealer in Porterville, California, since 1945. Since that time he 


training programs in sales and service and the spirit of has doubled both his floor space and personnel. His dealership, Bice Motors, has 


. ll th l the li Th | been designated a ‘“‘De Soto Quality Dealer”. Skilton is a firm believer in sales 
cooperation all ¢ - way along © ine. e peop e at training for both new and used car salesmen and prefers to train men with a non- 
Chrysler Corporation want good market penetration, but automotive sales background. According to Skilton, a good dealer doesn’t confine 
in all our twelve years as a dealer, we’ve never been himself to business, but tries to make himself valuable to his community. Prac- 


cars . . ° ticing what he preaches, Skilton has served on the Chamber of Commerce, City 
forced to take against our better judgment. We like ieundae Cunnaiedias and was recently elected a councilman of Porterville, Calif. 
selling De Sotos and Plymouths.” 


Y PLYMOUTH ¢ DODGE ¢ DESOTO 
CHR SLER CORPORATION. CHRYSLER ¢- IMPERIAL © DODGE TRUCKS 
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7 are travel days—and you 


live longer and work better 
when you cut loose from city-pent 
months and get next to nature. 

Here’s the way a fellow named 
Sam Foss summed it up: 

The woods were made for 
the hunter of dreams, 
The brooks, for the fishers 

of song. 

Until recently, only upper-income- 
bracket city dwellers could hunt 
dreams in America’s forests, val- 
leys and mountains. 

had never seen a tree 


persons in 
our really big conglomerations of 

cliff-dwelling cities, a cow was a 

can with a hole punched in it. 

Well, for all of us there are 
beauty and rebuilding of ourselves 
in the rapidly expanding National 
Parkway System that make it pos- 
sible for anyone with a car to visit 
our 181 national parks, monuments 
and reservations. 

And, believe me, our drivers of 
America’s close-to-60-million cars 
are taking advantage of it. In the 
last 10 years twice as many per- 
sons have visited our national 
parks as in the previous decade. 

> > + 


Faraway Places 


F YOU'D like to see Alaska, or 

Hawaii or the Northwest, well- 
planned parkways can take you 
into the heart of them. Or streams 
of the High Sierras, or mirages and 
the ever-changing colors of Death 
Valley .. . parkways can take you 
there, too. Perhaps you'd prefer the 
rugged coast of Maine, the tree- 
clad slopes of the Appalachians— 
the tidal creeks of the Virginia 
Capes or the everglades of Florida. 

In our National Park Service— 
part of the Department of the 


Firestone of Canada Plans 


Expansion in Edmonton 


EDMONTON, Alta—W. H. Fun- 
ston, Hamilton, president of Fire- 
stone Tire & Rubber Co. of Canada, 
Ltd., has announced a $250,000 ex- 
pansion program at the company’s 
branch facilities in Edmonton, which 
will provide an additional 25,000 
square feet of floor space. 

He said the building project is 
part of the company’s current 
multi - million - dollar expansion in 
C...iada, which includes several new 
buildings in the west. 





THE FIRST 


“NEW LOOK’”’ 
PENNANTS 
in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
monufactured under one roof. Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 
me 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 


G47 24th Ave., N. W. Seattie 7, Wash. 
Phone: Hemlock 8176 











Assembled in 30 Miautes _7 
For indoor — outdoor display § 
Send for 

free folder. \ 
AMER-STAGE \\ 
805 East 134 St. 
Bronx 54, NM. Y. 








Interior -——our careful ee 
architects preserve beauty that 
relaxes drivers by bending a 
mountain road around a centu- 
ries-old tree in a national park 
when it is framed by miles of val- 
ley and mountain vista. 


When the park service staff plans 
a right of way involving historical 
or archaeological sites, they call in 
historians or archaeologists to ad- 
vise them. 


Our park service planners see 
beauty also in our vast wheat and 
cotton fields, in waving sugar cane 
and cattle grazing in pastures. So 
they lay out routes to frame farm- 
lands as well as a tree. Golden 
wheat, wrote Lafcadio Hearn, 
sways in the sun like swarms of 
golden butterflies. 

The Mississippi River Parkway 
Project — often called the Great 
River Road—will reach nearly 3,000 
miles from connections with the 
Trans-Canada Highway in Ontario 
and Manitoba through 10 states to 
the Gulf of Mexico. It will incor- 
porate most of the principles of 
national parkway development. 

- o > 


Staggering Problems 
I’ve driven through this 


W natural scenery, magnificently | can. 


preserved by planners, other things 
impressed me, too: You can’t start 
a business and not continue to run 
it. And behind the scenes of our 
parkways, the problems of protec- 
tion and maintenance are stagger- 
ing. An army of rangers, adminis- 
trators and work crews remove 
slides and fallen rock, clean ditches 
and culverts—and replace eroded 
material. 


They police camp grounds, 
lodges, and service stations. They 
prevent fires and the destruction 
of plant life. 

They fight insect infestation— 
and even take time to warn motor- 
ists that the bears they see lumber- 
ing about should not be petted until 
after they’ve been made into a rug. 

P. S. Among my most treasured 
and vivid memories are the sounds 
and smells of early morning in a 
wilderness camp .. . the appetizing 


fragrance of coffee and bacon, the) - -- 


hollow ring of an axe, the sweet 
smoke curling from a crackling, 
sputtering campfire. And over all 
the clean pungence of pine needles 
stirred by a light dawn wind. 
Again, the automobile is adding 
richness to the life of every Ameri- 





tut. 


Fiat's 600 Mualtipla— 


Introduced on the American market this summer, the Fiat 600 Multipla can be 
used as a family school-shopping car, a station wagon, a commercial car or a touring 
cor. On a wheelbase of 79 inches, the Italian-built car has a turning circle of 28 
feet. Its front seats fold down to provide for use as a cargo carrier when desired 
or for sleeping. The Multipla is said to cruise at 55 m.p.h. and delivers 35 to 40 
miles per gallon of gas. 





THE WORLD'S SAFES] 


After 8 years with another line, the Galles Motor 
Company, Albuquerque, New Mexico, changed 
to a Seiberling franchise. This leading Cadillac- 
Oldsmobile agency is using every possible avenue 
to increase tire sales. They have a separate 6-man 
tire department which uses hard hitting sales 
tactics. Everybody sells tires at Galles. For 
instance, new-car salesmen are paid an extra 
commission, to encourage them to sell change- 
overs to Seiberling Sealed-Aire tires. 


“Our salesmen find it easy.” says Herb Galles. 
“After closing a new-car deal, all they do is pick 
up a tire section which shows Seiberling’s 
“Bulk-Head” construction. They demonstrate 
how this exclusive feature gives car owners 
greatest protection against dangerous punctures 

. - how it keeps tires permanently in balance. 
They also point out how the all-nylon con- 
struction provides extra strength. Then, they 
clinch the deal by pointing out the big advan- 
tages of the Seiberling warranty, the most liberal 
in the industry.” 


All this makes sense to customers. They're 
looking for the extra protection, the extra quality, 
the extra value offered by the Seiberling Sealed- 
Aire. For customers . . . for dealers . . . the world’s 
safest tire pays off ! 


THE GALLES MoTOR CoMPANY of Albuquerque, New Mexico. One of the 
leading Cadillac-Oldsmobile agencies in the country, the Galles Motor 
Company switched to a Seiberling franchise in March, 1956. 
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On the Financial Front. . . 





Permanent Prosperity 


Is Viewed As Possible 


“Can Prosperity Be Permanent?” 
is the name of the book and a 
qualified yes is the answer it gives. 


But some of the reasoning used 
to reach the answer is sure to 
draw questions from certain 
quarters. The book is the work of 
Geyer Advertising, Inc., New 
York, Detroit and Dayton. 

The writers base their vision of 
continued prosperity on two main 
assumptions: 

1. That inflation will be halted. 

2. That “five key factors” in the 
economy will put enough spendable 
income into consumer’s hands to 
pay for all of the consumer goods 
that cannot be purchased by those 
who produce consumer goods. 

The book notes the toll that in- 
in recent years 
and states flatly: “Inflation and 
security are not compatible.” 

No detailed solution for halting 





inflation is offered, although all 
estimates for the future are 
based on the assumption that it 
will be halted. 

The reasoning behind the “five 
key factors” idea goes like this: 

Persons employed in producing 
and handling consumer goods can- 
not possibly use all they produce. 
Therefore, some of the labor force 
and part of the gross national 
product must be devoted to activi- 
ties that do not produce consumer 
goods. 

If these “five key factors” increase 
consistently and continue to amount 
to about 18 percent of the gross 
national product, then prosperity 


|}can be maintained and the gross 


national product can be increased 

from about $400 billion yearly to 

$600 billion in the next 10 years, 

according to Geyer projections. 
The “five key factors” are: 





Pd 


VETERAN New-Car SALES MANAGER, HUGH JEFFRIES, explains exclusive 
Seiberling safety features. Most Galles new-car customers show a natural interest 
in tire safety and quality . . . are quickly sold on the advantages of a change- 


over to Seiberling Sealed-Aire tires. 


FOR “BUSINESS WITH PROFIT’ IT'S 


SEIBERLING 


1. Private expenditure by business 
for new construction, chiefly new 
plants and additions. 


2. Durable equipment for pro- 
ducers. 

3. Change in business inven- 
tories. 


4. An excess of exports over im- 
ports. 


5. Cash deficits for the Federal 
Government. 

The first three might be expected 
to tend to increase in a growing 
economy with an ever-larger popu- 
lation. The book says that tax laws 
will have to be rewritten to allow 
more rapid depreciation so that 
business can provide the funds to 
pay for increased outlays for new 
plants and equipment. 

A continued excess of exports 
over imports, with no provision 
for foreign countries to pay for 
these exports, means that the 
U. S. will be giving away these 
exports. This boils down to con- 
tinued foreign aid—a program 
which has met with increasing 
Congressional opposition in recent 
years. 

The fifth point, increased Federal 
deficits, could upset the entire pro- 
jection. Deficits can be inflationary 
and the entire projection is based 











ONLY THE SEIBERLING 
SEALED-AIRE has exclusive 
“Bulk-Head” construction 
that keeps sealing-gum per- 
manently in place for lifetime 
puncture protection and life- 
time balance. Centrifugal 
force or excessive tire heat 
cannot cause sealing-gum to 
flow out of position, as it 
can in other so-called punc- 
ture-sealing tires. 
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“Since this is an imported 
model, might I suggest thai you 
buy two so you'll have spare parts 
in case something breaks.” 





on the idea that inflation will be 


halted. 


At any rate, should increases in 
these “five key factors” be com- 
bined with price stability, here’s 
what Geyer estimates it can do for 
the economy by 1965: 

Business will be able to spend 
$424.6 billion of its own funds for 
new plants and equipment and 
have saved $130.3 billion over the 








MR. DEALER: We can work out with 
you, too, what it takes to make the 
world’s safest tire pay off for you and 
your customers. And, you'll see how 
easy it is to get what it takes. Why not 
arrange a time and place where we 
can talk it over? Write or phone: 


L. M. SEIBERLING 


Phone: Sherwood 5-1111 






Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 
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years for additional new plants and 
equipment. 

Private net debt for both busi- 
nesses and individuals has been 
running near the total for gross 
national] product for each year. 
Debt would be held at this rela- 
tive level and would increase 
along with gross national product 
to about $600 billion in 1965. 

Governmental debt would in- 
crease only modestly, reaching $291 
billion in 1965. 


Business inventories would rise 
by $13.7 billion during the period. 
The “five key factors” would 
produce $895.5 billion by 1965 and 
that amount could be spent on 
consumer goods. 
* > * 


ACF Industries Reports 
Revenue Up 20 Percent 


ACF Industries, Inc., reports 
revenue from sales and services of 
$294,592,000 for the fiscal year 
ended Apr. 30, a 20 percent gain 
over the 1956 fiscal year. 

Net earnings after taxes, includ- 
ing results of the company’s wholly 
owned SHPX group of companies, 
totaled $9,818,000, a gain of 143 
percent over the preceding year. 
This was equal to $6.95 per share. 


In the preceding year, combined 
net earnings were $8,593,000, or 
| $6.08 a share. 

| * > = 


Revere Copper 


Net income of Revere Copper and 
Brass, Inc., for the six months 
ended June 30, was $4,558,092, equal 
to $1.74 per share. This compares 
with $5,047,291 for the first six 
|months of 1956, a decrease of 9.7 
percent. The comparable earnings 
per share for the first six months 
| of 1956 were $1.93. 


* > > 





| 
|\Sheller Earnings Top 
\First Half of °56 
Sales and earnings of Sheller 


Mfg. Corp. for both the three- 
| month and six-month periods ended 
June 30, 1957 exceeded those for 
the corresponding periods of the 
preceding year, President Tom 
| Bradley announced. 

Consolidated net sales for the six 
imonths ended June 30, 1957, 
| totalled $22,375,385 as compared 
with $21,810,760 for the correspond- 
ing period of 1956. Profit before 
taxes amounted to $2,412,163 as 
against 1956 first half pre-tax earn- 
ings of $1,711,110. 

> 


> > 


McLouth Steel Corp. 


McLouth Steel Corp., Detroit, 
first-half report, 1957 vs. 1956: 
| Earnings, $4,728,539 and $4,308,881; 
| (sales not given). 


Wondering how new-car and truck pro- 
| duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


available with 


2 CYCLE 2 H.P. GAS MOTOR 








Now — you have a choice of electric 
or gasoline power in these 2 famous 
little cars — for sure-fire big car 
retail sales promotion. 


Write today 
for specifications and liberal car 





dealer discounts. 


PowER CAR CO. ijwue tous” 





| Vleet YOUP best customers 


Whether it is cross country, or just across town, Holiday 
families, it seems, will go to great lengths in the pur- 
suit of pleasure—and, more often than not, they go by 
car. Here’s what we mean: 


Last year they drove the astronomical total of 12.4 
billion miles, buying 900 million gallons of gas, 42 mil- 
lion quarts of oil and 12 million tires along the way. 
Not to mention a potential 9 million spark plugs, 2: 
million oil filters and 600,000 batteries as well! 


How come this delightful situation? Money, partly. 
With incomes nearly triple the national average, Holi- 
day families can afford to go more, do more, buy more 
than any comparable group on earth. What's more, 
they're an extraordinarily mobile-minded group of peo- 
ple who really enjoy slipping behind the wheel and 
leaving the cares behind. Far behind. 

More than 50 of the nation’s most distinguished 
automotive advertisers are currently taking advantage 
of this high-powered market in Holiday. How about you? 


HOLIDAY readers are the leaders of the new active leisure ! 
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By Martin L. Whitmyer 
Staff Writer 

Bostdén Dodge dealers have au- 
thorized expenditure of $21,074 for 
asummer “drive-it-home today” 
sale. 

Advertising will consist of weekly 
1,000 line displays in each of the 
three Boston dailies, as well as 
saturation spot schedules on four 
local radio stations. The dealers will 
spend $14,000 on the newspaper 
schedule, $7,000 for radio spots. 

* * + 


Timken Goes on TV 


Timken Roller Bearing Co., man- 
ufacturer of tapered roller bearings, 
launches its first network television 
program Monday, Sept. 23, at 9:30 
p.m. (EDT) on the National Broad- 
casting network. 

The program, a documentary 
entitled “Eleven Against the Ice” 
is the story of the building of the 
Antarctica Turnpike and the hard- 
ships encountered in its building. 

The second hour television spec- 
tacular sponsored by Timken is 


Affecting Factories and Dealers ... 


Auto Advertising 








scheduled for 10 p.m. (EST) Thurs- 
day, Nov. 21, when “The Innocent 
Years” will be aired by NBC. “The 
Innocent Years” documents the 
Teddy Roosevelt and pre-World 
War I era in American history. 

* * * 


TV Sales Keep Rising 


Network television sales are at 
an alltime high and, in the fall, will 
exceed by wide margins any level 
ever attained in the industry, ac- 
cording to Oliver Treyz, vice-presi- 
dent of ABC Television Network. 

“This is most remarkable when, 
as Media Records show, newspaper 
advertising linage is down about 7 
percent from last year, said Treyz. 

In contrast, said Treyz, Publish- 
ers Information Bureau records re- 
veal that for the first six months 
of 1957, the evening network gross 
of NBC was up 3 percent; CBS, 11 
percent, and ABC, 20 percent. 


* * * 


BSF&D Ups Johnston 





Brooke, Smith, French & Dor- 


rance, Inc., national advertising 
agency, announces the appoint- 
ment of George Johnston to direc- 
tor of media. 

Johnston joined BSF&D in 1934, 
was made a vice- 
president in 1945, 
and has served 
the agency as ac- 
count executive, 
account super- 
visor and man- 
ager of media. 
Johnston’s auto- 
motive experience 
includes account 
supervision on 
Hudsonfor 
BSF&D. 

In his new capacity, Johnston 
will have full responsibility for all 
media planning and departmental 
operations of the Detroit division 
of BSF&D and will act as consult- 
ant for the agency’s New York 
division. 





George Johnston 


* * * 


Handbook for Motorists 


An encyclopedia about automo-'| 
biling and automobiles, edited by) 
Charles Barnard, managing editor 
of True, is currently being given | 
free to purchasers of $1 Gem Fiat} 
Top Razor sets. 

“The Automobile Handbook” was 


written and edited especially for| cago Tribune’s sales development | 





American Safety Razor Corp., man- 
ufacturers of Gem razors and 
blades. 

The book shows the average 
| driver many new ways to get the 
|}most out of driving, and contains 
| hundreds of practical suggestions 
|for saving money in all phases of 
| car operation. 

Other sections of the handbook 
|}include world automobile racing 
records and information about all 


kinds of automobile sports events. 
* * * 


H-R Opens Detroit Office 


A Detroit office for H-R Rep- 
resentatives, Inc., and H-R Tele- 
vision, Inc., has been opened under 
the management of Andrew M. 
Gent, formerly 
Detroit radio and 
TV representative 
for Capper Publi- 


division while studying advertising 
and marketing at Northwestern 
University. 

+ * = 


‘Chevy’ Show Stars Oct. 3 


Pat Boone, singing sensation un- 
der exclusive long-term contract 
with ABC-TV, will make his debut 
as star of his own weekly “live” 
half-hour series, “The Pat Boone 
Chevy Showroom,” Thursday, Oct. 
3. It will be seen from 9 to 9:30 
p.m. 

“The Pat Boone Chevy Show- 
| room,” will have a musical-variety 
|format featuring Boone as enter- 
tainer and host to g est stars. The 
agency handling the program for 
| Chevrolet is Campbell-Ewald. 


| * * * 


| Cady Heads ANA Meeting 


Donald Cady, vice-president in 


cations. The of-| charge of advertising and mer- 
fice is located at| Chandising for Nestle Co., Inc., has 
1065 Penobscot| been appointed chairman of the 


Bldg., Detroit, 
Gent has cov- 
ered Detroit for 
the past nine 
years while sell- 
ing radio and 
television in the 
Michigan-Ohio territory. He began 
his edvertising career in The Chi- 





A. M. Gent 





nowKING BEE 


PRESENTS 
THE 


DISPLAYED 


ApyustaB_eE Heap — Screw in back of head 
tightens-from friction (for hand control) 
to a TIGHT Lock, which car laundries can- 


ApJusTaBLe Arm—Special socket wrench 
(furnished) locks arm into position, fur- 
nishing theftproof feature, as arm covers 
forward attachment screw and cannot be 


not disturb. 


<q 


rah : 
lool 


A BIG-PROFIT 


IMPULSE 
ITEM! 









pleasing 





moved without special socket wrench not 


carried by pilferers. 


Enp View showing angularity of arm for 
minute adjustment acquired by Morse ta- 
per type friction — eliminating unsatisfac- 
tory gears or ratchets employed on other 


REPLACEABLE Heap—Removable if damaged 
by contact with other objects. Head sealed by 
special adhesive. Cannot be removed 
with very substantial pliers that will fit 
knurl. Not necessary to purchase both arm 


murrors. 
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and mirror. 


1. The IMPULSE BUYER... 
Ultra-modern styling — instantly 


. . . but you'll get BOTH KINDS of BUYERS 


with this new 


to the eye. the 


\ 


we 






item! 


2. The CAREFUL BUYER... 
Engineered and manvfactured by 
BEE—the greatest name in mirrors — for 


KING 


man who recognizes quality. 


OFFER YOUR CUSTOMERS THE MIRROR FOR 


TOMORROW'S CARS .. .« TODAY! 


Now a beautiful, ultra-modern fender mirror—designed to harmonize with the latest cars—and 


with advance news of next year's models! 


Designed by Burton Benjamin; engineered and precision-made by KING BEE—the greatest name 
in mirrors—a combination that can't be beat on the counter or on the carl 


ONE MODEL fits any installation for all cars! 
It always pays to stock a “KING BEE” product, because it ALWAYS SELLS! 


READ THIS IMPORTANT SALES INFORMATION: 


sales... 





except 
onto 


Note the advanced features (A, B, C and D)—Vital features essential to your mirror 
OFFERS THESE ADVANTAGES! 


ING BEE MANUFACTURED BY 


AMERICAN AUTOMATIC DEVICES CO. 


530 SOUTH THROOP STREET CHICAGO 7, ILLINOIS 





| program committee for the 48th 
| annual meeting of the Assn. of Na- 
| tional Advertisers, Oct. 28-30 at the 
Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

The annual election of the chair- 
| man and the vice-chairman, as well 
| as the election of other members to 
|the ANA board of directors will 
be held at the meeting. As in past 
| years part of the meeting will be 
| attended by invited agency and ad- 
| vertising media guests. 
| John R. Barlow, of Chrysler Corp., 
|is a member of the program com- 
| mittee. 
i = = > 


|\Lee Appoints Hines 
Frank X. Hines has been named 
as advertising 


manager of Lee 
Rubber & Tire 


Corp. Consho- 
hocken, Pa. 
Hines, who has 


been with Lee for 
six years, was 
acting advertis- 
ing manager at 
the time of his 
present advance- 
ment. 

Prior to joining 


F. X. Hines 
Lee he was a member of the ad- 
vertising staff of Baldwin-Lima- 
Hamilton Corp., Eddystone, Pa. 


2 L. A. Agencies Merge 

Two Los Angeles advertising 
agencies have combined forces for 
the future with formation of Beck- 
man, Koblitz, Inc. 

Principals are Milton J. Beck- 
man, owner of Beckman, Hamilton 
& Associates, and’ Edward L. Kob- 
litz, founder of the Edwards agency. 

Beckman-Koblitz will headquar- 
quarter at 915 N. La Cienega Bivd., 
Los Angeles. 

> . > 
KM&C Ups Gillilan 

William J. Gillilan has been pro- 
moted to marketing director of 
Ketchum, Mac- 
Leod & Grove, 
Inc., Pittsburgh 
and New York 
advertising and 
public relations 
agency. Gillilan 
has beenan 
agency vice-pres- 
ident since 1954. 

In addition to 
offering market- 
ing counsel and 
direction for ad- 
vertising clients, Ketchum, Mac- 
Leod & Grove also operates a mar- 
ket and opinion research depart- 
ment which provides statistical and 
survey information. The agency’s 
merchandising department serves 
clients through counsel and direc- 
tion on point-of-purchase sales. 

= = > 


Homestead Picks Agency 

Homestead Valve Mfg. Co., Cora- 
opolis, Pa., has appointed VanSant, 
Dugdale & Co., Inc., Baltimore, to 
handle its advertising. 

The company produces steam 
cleaning equipment for automotive, 
farm and industrial use, and indus- 
trial valves for controlling the flow 
of liquids. 

” * + 


Data on Philadelphia Area 


“The Delaware Valley Market,” 
a 96-page market data book for the 
Philadelphia retail trading area, 
has been published by the Philadel- 
phia Inquirer. 

The book is available at a price 
of $5 through the General Promo- 
tion Department, 400 N. Broad St., 
Philadelphia, or from Inquirer rep- 
resentatives. 
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‘| ««.AND OLDS SALES SHOW IT! 


it’s the Value Car of the Year! 











bs 
3° Check the Score! You'll discover that Olds is outselling 15 other major makes of American 
m cars. And the reason is clear! Oldsmobile is the value car of the year! Each of Oldsmobile’s 
> three great series—‘88”, Super 88 and Starfire 98—offers extra-value features in styling, 
P Oo i Keo re O is § LE comfort and convenience that pay off in prestige . . . and at resale! There’s a big performance 

pay-off, too, in either of Oldsmobile’s famous power plants—the Rocket T-400 Engine or 
= the new J-2 Rocket* with progressive carburetion. When you check the score, you'll find 
e Olds gives you more! That’s why Oldsmobile is rocketing ahead in popularity! And that’s 
re why it’s better than ever to be with Olds this year! 


*Optional at extra cost, 


THT 


OLDSMOBILE DIVISION - GENERAL MOTORS CORPORATION ¢- LANSING, MICHIGAN 
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Service Management 
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Foreign Cars Pose 
Question on Hoists, 


Tools and Training 


ENERAL MOTORS’ decision to 
allow Buick and Pontiac dealers 
to sell and service German-made 
Opel and English-made Vauxhall 
cars in this country brought the 
foreign-car market into sharper 
focus not only saleswise but from 
the standpoint of providing service 
and service training on all imports. 

One of the questions immedi- 
ately brought up by many dealers 
who have been looking into the 
possibility of taking on a foreign 
car is whether service equipment, 
especially the hoists, now in the 
dealers’ shops would accommo- 
date these smaller cars. 

Few dealers would care to make 
any major investment in expensive 
equipment just to service a limited 
number of cars that might be sold 
in their area. 

This question is particularly im- 
portant to dealers who look to the 
taking on of a foreign-car contract 
as a way to build show-room traffic 
—not as a second “major” car line. 

> > 

A CHECK among the manufac- 

turers of hoists, electrical check 
equipment and other more expen- 
sive but essential shop equipment 
finds that practically every service 
executive agrees that present equip- 
ment will, or can be made to, serv- 
ice any of the popular foreign cars 
with the exception of Opel. 

The only reason why Opel is 
not included is that currently 
neither the Buick factory nor the 
local General Motors Overseas 





which will be sold in 
U. S. reportedly will be an en- 
y new model. While the 1958 
may be practically the same 
in dimensions and characteristics 
as 1957 model, until the boys 
over here get the latest official 
data they must proceed with cau- 
tion. 

Of course, for an American 
dealer's shop to service properly 
most European cars, the dealer will 
have to invest in a minimum es- 
sential tool package because of 
metric measurements used by for- 
eign makers. 

While many open-end wrenches 
and other tools can be made to 
Work on foreign cars, there are 
times when metric wrenches, sock- 
ets and measuring rods are re- 
quired. 

o * - 

Ww adapters currently avail- 
able for hoists, no trouble is 
contemplated in raising most of the 
foreign cars sold in this country. 
An exception is the “roll-on” type 
of hoist where the narrow tread 
of some makes may cause difficulty. 
Even here, however, Joyce Cridland 
Co. is in the process of bringing 
out a newly designed superstructure 
which will be able to handle cars 
with a tread as smal] as the Metro- 
politan, which has a 44%-inch tread. 
some of the shorter cars— 

those with a wheelbase of less 


engaging the vehicle with the 
standard adapters that are fur- 
nished, however, the problem is 
only that of having to equip the 
hoist with the adapters. 

Weaver twin-post lifts have a 
minimum standard of 88 inches al- 


though they can be made to ac- 
commodate a minimum wheelbase 
of 76 inches. 

Every car manufacturer in this 
country taking on, or advocating 
that their dealers take on, foreign- 
car distribution will have, or now 
have, adequate mechanic training 
facilities both in the field and in 

(Continued on woge 30, Col. 1) 
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Morris Can Drive On— 
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A number of foreign cors now being sold in the U. S. have too narrow a tread to 
permit them to be lifted on standord “drive-on” hoists without the use of adapters. 
Some cannot be lifted on frame-contact hoists without also using adapters. A few 
are too short in wheelbase to be lifted by the standard twin-post hoist with a 
minimum 88-inch setting. Most hoist makers can supply adapters so that current 
hoists con be used for lubrication. Here, an English Morris fits nicely on a standard 


“drive-on™ hoist. 


Teamwork in the Backshop . 





Vauxhall Rolls On Easily— 


A 


The English-builf Vauxhall Victor is one of the foreign cars that should have no 
“lift” trouble even though its tread is narrower than that on American cars. Here 
the Vauxhall rolls easily on a standard service-station hoist. The Vauxhall will be 
sold in this country by Pontiac dealers, beginning this fall. 








Ideas for Service Managers 


Eprror’s Note: Number two of 
@ series of letters to help service 
managers inspire teamwork. Can 
be used orally at staff meetings, 
by letter sent to the employe’s 
home or to post on a bulletin 
board. 

> 


By John O. Munn 

Dear Fellow Worker: 
What is the most inter- 
esting thing in the world? 
Too often we all forget, in 
our contacts 


_ 3 with custom- 
= that the 
Series Crs, 


most interest- 
ing thing to anybody is— 
himself. It just comes na- 
turally. One doesn’t have to 
be a four-flusher to be in- 
terested in himself — the 
“big noise” just is simply 
making vocal the feeling 
everyone carries in his 
heart. 

How pleasant it is to 
do business in a place 
where they all seem to 
be sincerely interested in 
the customer’s needs or 
problems — not just 
standing by with a bored, 
“well, make up your 
mind” sort of attitude. 
There isn’t any formula or 


script for making the cus- 
tomer feel that you really 
are personally anxious to 
help him. Nobody can tell 
you what to say or how to 
act—it depends on the cus- 
tomer and the conditions. 


But one can’t go wrong if 
he really does feel an in- 
terest in the customer with 
whom he is dealing. 

So, let’s bear in mind 
the always valid fact that 
our customer — not any- 
one of us — is the per- 
son who keeps this busi- 
ness going, keeps us 
eating arly and is 
the only one who can 
guarantee our future se- 
curity. 

I think we ought to be 
sincerely interested in him 
and spontaneously show it 
because we feel that way. 
Everybody likes it, so let’s 
strive to be more courteous 
and friendly. 

Sincerely yours, 
MANAGER. 


NEW PRODUCTS 
Page 40 


Truck Mechanies 
Critically Scarce 


Trade School Meeting 
Airs Pressing Needs 


URRENTLY there is br* one 

mechanic to service each 84 
cars now on the highways of this 
country, Myrle St. Aubin, director, 
service section, General Motors 
Corp., and chairman, service man- 
agers committee, Automobile Manu- 
facturers Assn., told the state direc- 
tors of vocational education and 
state supervisors of trade and in- 
dustrial education in Philadelphia 
during the convention of the Amer- 
ican Vocational Assn. 

Further emphasizing the great 
need for more young men to be 
trained for automotive service 
jobs, St. Aubin added that the 
truck transportation end of the 
industry was in even worse 
shape. Currently there is only 
one qualified mechanic for every 
100 trucks now in service, he 
said. 


Right now, he said, there are ap- 
proximately 775,000 mechanics serv- 
icing the 65 million vehicles regis- 
tered in the U. S. 

If the industry fulfills the proph- 
ecy of putting 100 million vehicles 
on the highways by 1975 it means 
that there will be needed at least 
40,000 additional mechanics each 
year for the next 18 years to take 
care of the additional vehicles, re- 
placements for present mechanics 
who will leave the trade due to 
death, retirement, promotion and 
for other causes, he said. 

The automotive industry has been 
living with the problem of a short- 
age of qualified mechanics for a 
number of years and the training 
and recruiting of a growing num- 
ber of men for this phase of indus- 
try has had industry attention dur- 
ing all of that time. 

Industry is faced with the bare 
fact that far too many young men 
are ignoring the field of auto me- 
chanics although such jobs offer 
promotional opportunities, wages 
and working conditions that are 
far better than found in many 
other lines of work. 

Along with this decrease in the 
number of qualified mechanics to 
service properly the industry is the 
factor, added St. Aubin, of a 
marked decline in the number of 
“do-it - yourself” motorists since 
1940. Then about 16 percent of the 
owners took care of their own serv- 
ice. Today the proportion has 
dropped to 9 percent. 

a 7 os 


lave years ago members of 
the American Vocational Assn. 
consulted with the automotive in- 
dustry on how to improve mechan- 
ics’ instruction in the vocational 
(Continued on Page 28, Col. 3) 







IS morning as I drove in from 
my summer place, I passed 
three auto dealerships with pickets 
of the Teamsters Union walking to 
and fro in front of the showroom— 
not back and forth across the 
service entrance. Yet these placard 
bearers were picketing for the me- 
chanics who had become entangled 
with the dealer management over 
some problem of work. 

Last night I reread for the 
third time the indictment of our 
industry that appeared in a 
financial publication under the 
headline, “Shake, Rattle & Roll.” 

And this morning as I opened my 
mail, I found a clipping of an ad- 
vertisement, inserted in his local 
paper by a Flint dealer friend. He 
blames many of the current ills of 
automobile retailing on the fac- 
tories’ inability to make out-of-line 
dealers toe the mark because of 
Government laws and restrictions. 

It got me thinking about what is 
actually wrong with the biggest 
industry in this great land of ours. 

And I think I came up with an 
answer that is so simple it seems 
to have passed notice. 

ca > os 


Pride Is a Casualty 


ir OUR great drive to make more 
and more money, which brings 
on more and bigger headaches— 
and who says he doesn’t want that 
type of headache?—we have lost 
something that was commonplace 
and an inspiration to every young- 
ster when I was a boy. That is 
pride of workmanship. 

I can add, we also have lost 
pride of management. 

I can understand that today’s 
complicated business climate 
makes it tough for any employer 
to reward good workmanship 
adequately, especially in the aver- 
age dealer’s service shop. 

Most good mechanics, at least the 
ones I know, still take pride in 
good workmanship, in a job well 
and efficiently done. They really 
like to turn out a job that won’t 
cause the owner dissatisfaction or 
cause him to bring the car back to 
have the work done over. 

I know dealers who have no cus- 
tomer problem, whose make-ready 
and customer service is so good 
that it not only holds customers 
for them but brings them back to 
buy again and again. 

* + * 


Why Antagonize Mechanics? 
Now comes the great $64,000 

question that I can’t find the 
answer to and that is: Under the 
percentage-of-flat-rate method of 
Paying mechanics, why are so 
many dealers envious of the “take- 
home” pay of their good mechanics 
and why do they constantly do 
things that keep the mechanics in 
an uproar and shove them into the 
laps of the union? 

Under the flat-rate system of 
paying mechanics, the more the 
mechanic makes the more the shop 
makes. 

During World War II, Pol Ray- 
nal not only held every one of 
his mechanics that Uncle Sam 
did not take, but he had a wait- 
ing list of top-ranking mechan- 
ies who wanted to work for him 
because he was always trying out 
ideas to service opera- 

(Continued on Page 34, Col. 3) 
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The only electric wrench 
with BUILT-IN adjustable torque! 






@ Perfect balance, 
no operator shock, 
cut fatigue to 

ny bare minimum 


al @ Non-slip finish on 
ie handle and 
c- adjusting cap 


Sensational new | PET "POWER CORE " 


makes every other 








impact wrench obsolete! 


of @ Constantly 

is. | cool-running 

= with jet air- 
Ps stream cooling 


The Pet Impact Wrench — with Power Core — hits 


HERE ARE THE FACTS... 


; maximum torque in 6 seconds; has a torque range 
There’s no complex, delicate balance of close toler- 


of 105 to 275 ft. Ibs.; delivers 1600 to 1800 impacts 


ance thrust and ball-bearings, springs and cams, to 
per minute; never overloads or stalls. 


put the Pet Impact Wrench out of commission. 
The Pet | t Wrench — with P —i 
Instead, there’s the simple, giant-strong Power-Core. ee ae - wer See 


impl d st | i i se 
The Power Core is Pet's exclusive energy accumu- CY Oe Sengy Se & Ge youn a Cae 


performance. 





lator... the most revolutionary advance in impact 


sotamsies dines the tath eis tee And no other impact wrench costs less than the 


new Pet Impact Wrench...with the revolutionary 
The Pet Impact Wrench — with Power Core — has 
new Power Core! 


been submitted to the equivalent of five years of 


normal use, and finished the test as good as new! Authorized service stations in principal cities. 


Sells for only +8 930 


REVERSE WITH A 
FINGER FLICK! 





TESTS SHOW 
LONGER LIFE! 


y i DOES THE WORK OF VARY THE TORQUE 
or 2 ORDINARY WRENCHES! WITH THE 
to ADJUSTING CAP! 


CALIBRATED NOSE 
FOR CORRECT TORQUE! 


NO OPERATOR SHOCK! 


\‘s- » s : a’ 








¥%" to V2" BOLT 
CAPACITY 


Power Core’s adjustable 
torque protects the little 
bolts, overpowers the 
big ones! 


COMPLETE 


Heavy Duty 
=. 
% and 1% HP. 


Heevy Dery Ye" Hoc Dri Neary Duty Yi" lactic Dri 





Ys and % HP. Grinders almost 


impessible to burn ovt. 


v/ 


No stripped or twisted 
bolts; just vary the 
torque according to what 
you're working on! 


LINE OF POWER TOOLS FOR AUTOMOTIVE USE 


Models for 
every need. 


Calibrations let you 
make your torque ad- 
justments accurately and 
quickly! 

Exclusive PET feature. 


for every use. 


Conveniently located 
slide switch lets you 
change direction quickly, 
easily. Full power re- 
verse; can be reversed 
only while trigger switch 
is off! 


for every use. 


PORTABLE ELECTRIC TOOLS, INC. 320 West 83rd Street * Chicago 20, Illinois 





Unique design of Power 
Core takes shock of im- 
pact usually transmitted 
to operator; reduces fa- 
tigue to absolute mini- 


mait to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 


Because shock is ab- 
sorbed by power core, 
every part stays in top 
shape to give whole tool 
longer life! 





AN-8/19 


320 West 83rd Street, Chicago 20, Illinois 


Please send me complete information on 
the revolutionary new PET Impact Wrench. 


NAME 
POSITION 
FIRM_ 
ADDRESS. 
CITY. 


STATE 
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On Hoists, Tools, Mechanics... 


Foreign Cars Pose Shop Question 


(Continued from Page 24) 


move progressively across the 


centrally located permanent] country as distribution is widened. 


schools. 

They also are watching the size of 
the essential tool package with an 
eagle eye. For instance, an execu- 
tive of the Pontiac service depart- 
ment recently said that they had 
been able to cut the “essential” 
number of wrenches from around 
40 to 14 and were not yet convinced 
that they had reached the absolute 
minimum. 

The “essential” tool packages, as 
currently outlined, will run run 
from $30 minimum to around $100. 
In each case, according to the fac- 
tory service executives, the normal 
European tool package has been 
scaled down to only those tools that 
are absolutely essential. 

= aa + 
Bo Pontiac and Buick plan ex- 
tensive schools for mechanics 
in the areas where Opel and Vaux- 
hall will be first introduced. It is 
understood that these schools will 


Neither expects that it will be 
necessary to go beyond “refresher 
courses” since most European 
cars have syncromesh transmis- 
sions, ignition that is not com- 
plicated and no power accessories 
to require intensive instruction. 
Ford Motor Co., which is cur- 
rently expanding dealerships in this 
country for the English Ford, will 
train dealer mechanics in two dif- 


Audio Equipment Named 


Detroit Du Mont Distributor 


DETROIT.—Audio Equipment Co. 
has been given exclusive rights for 
the sale, installation and servicing 
of Du Mont closed-circuit television 
systems in the six-county area 
around Detroit. 

The industrial television systems 
come in two lines, one with a single, 
self-contained camera and the other 
with a two-piece unit. 


Precision B 


ferent phases: Regional service 
schools and individual dealer’s serv- 
ice clinics. 

The first phase of regional serv- 
ice schools will be held in New 
York, Boston, Detroit, Jacksonville, 
Los Angeles and San Francisco. 
The second phase, or dealer train- 
ing, will be extended into each 
individual dealership with road 
caravans. Full product knowledge 
as well as simplified diagnosing and 
trouble-shooting will be featured. 

* + a 

i. the supervision of Eng- 

lish service engineers, these 
seminars will be fully staffed with 
competent service training per- 
sonnel from England and the U. S. 
Complete engines, transmissions, 
rear axles, service tools and ve- 


hicles will accompany the caravans. | 


Proficiency certificates will be is- 


sued to all qualifying students at} 


the end of each five-day seminar. 
Permanent schools for the 
training of mechanics on the 
Mercedes-Benz being sold through 


gs... PLUS 





You get a service that goes 


beyond the bearing box 


When you open the red-and-black F-M bearing 
box, one cycle ends and another begins. You’re 
the last man in the distribution chain that made 
this bearing available, in the exact size or 
undersize, the minute your customer needed it. 


Your skill, plus the quality and precision built 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, 


DETROIT 13, 


MICHIGAN 
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“He kept a list of things he 
wanted checked—” 


Studebaker-Packard dealers were 
opened July 8 in New York, 
Chicago, Los Angeles and South 
Bend. The latter school will also 
train factory service personnel. 

Mercedes-Benz parts depots are| 
in operation in New York, Chicago | 


and Los Angeles, All other 21 zone 
parts depots are equipped with 
information on parts and will assist 
any dealer or owner in obtaining 
replacements, according to David 
S. McNally, general parts and ac- 
cessory manager for Studebaker- 
Packard. Eventually, it is planned, 
Mercedes-Benz parts distribution 
will be available in every major 
area from S-P depots. 

On the service front, Roy B. 
Bender, general service manager of 
S-P, said there will be two addi- 
tional mobile schools operating in 
the South, one from the Atlanta 
and the other from the Dallas zone 
headquarters. 

He expects that the 500 dealers 
to handle Mercedes-Benz cars will 
be franchised by the end of Oc- 
tober. Other schools and expanded 
parts facilities will be provided to 
keep pace with the growing num- 
ber of Mercedes-Benz dealers. 

= - * 

—_ Morris, MG-A, MG Magnette, 

Austin and Austin-Healey can 
all be serviced on all standard 
drive-on hoists, according to A, E. 
Birt, president of Hambro Automo- 
tive Corp., U. S. representative for 
the BMC line. 

Two central parts depots have 

been opened by BMC and Hambro 


| in New York and San Francisco. 
| The 12 U. S, distributors are also 


required to maintain substantial 
local inventories to supplement 
parts stocks of 500 BMC dealers. 
Parts inventories are based on 
regional demands maintained ac- 
cording to a scientific parts-stock- 
control ordering system. Rush 
orders received by Hambro’s parts 
depots in New York or San Fran- 
cisco are shipped air-express the 
same day as received. 
It is claimed that these BMC 
cars can be lubricated on most 
frame-contact, free-wheel-type 





into this bearing, starts a long cycle of depend- 
able service to the ultimate user, your customer. 


There may be times when you need help. 
Federal-Mogul provides specific manuals and 


literature . 


INC. 
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. . special bearing tools for your 
benefit. Ask your Federal-Mogul Jobber! 








eke A 


c20 wy 


CINE BEARINGS 


hoists (usually without adapters) 
|}as well as on standard pits. 

The narrow-tread Austin-35, 
| however, must be serviced on a 
| frame-engaging hoist or by using 
a front-end-type hoist. 

While Dunlop is the principal 
supplier of tires for European cars, 


;it is understood that many sizes 


used on these vehicles are available 
|}or will soon be available from 
| several American makers. 

| The same is true with pain t. 
| While these cars are finished in 
|}formulas manufactured abroad, 
; several U. S. makers have colors 
| that will permit spot finishing and 
| which will blend to take care of the 
} sun fade. 


|Lucas Electrical 
Opens U.S. Depot 
For British Cars 


NEW YORK.—Suppliers of re- 
placement parts are moving fast 
| to keep up with increasing British 
| car Sales in this country, according 
|}to the British Automobile Manu- 
facturers Assn. 

As evidence, the association 
points to the opening of the new 
U. S. headquarters of Lucas Elec- 
trical Services, Inc., principal sup- 
plier of electrical equipment for 
all British automobiles. 

The new headquarters is located 
at 501-11 W. 42nd St., opposite the 
| West Side Airlines Terminal. Pres- 
ently a two-story and basement 
structure containing some 15,000 
square feet of storage space, the 
recently completed building is de- 
signed to accommodate further ex- 
pansion of replacement part in- 
ventories. 

Established as a small sales office 
in New York in 1946, Lucas Elec- 
trical Services has expanded its 
operations into a nationwide net- 
work of 15,000 outlets supplied by 
storage depots in both Los Angeles 
and New York. 

Most of Lucas’ products are 
standard equipment on Austins, 
Austin-Healeys, Bentleys, English 
Fords, Hillmans, Jaguars, Morrises, 
MG’s, Rolls-Royces, Rovers, Sun- 
beam Rapiers, Triumphs and Vaux- 
hall Victors. 


Canadians Move 
OTTAWA.—The Ottawa office of 
the Canadian Automotive Whole- 
salers & Manufacturers Assn. has 


moved to larger quarters at 1255 
Wellington St., Ottawa. 













































































THE BEST DEALERS 
SELECT THE BEST 


efficiency ... positive air-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling...clean, functional design com- 


mands customer confidence . . . transforms 
any lube room into a “service showcase.” 


dependability .. . maintenance 
is the lowest ever recorded for similar equip- 
ment... installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Trade Name Registered 


».. Says C. G. HENDERSON 

HENDERSON OLDSMOBILE, ARCADIA, CALIFORNIA 
“‘We are more than just pleased with the fine trouble-free 
service we have received from our Lincoln Lubrication Equip- 
ment. Our Overhead Lubreels are not only neat and business- 
like in appearance, but highly efficient and clean operating, too.’ 


’ 





pomene 3 Engineers and Manufacturers 


Rg AUTOMATIC LUBRICATING EQUIPMENT 
Vy SAINT LOUIS 20, MISSOURI 
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Speak at Vocational Conference— 


Service managers of the automotive industry and prominent vocational school 
educators spoke at the annual American Vocational Assn. Convention in Philadelphia. 
Appearing on the program, from left, were Philip B. Hopkins, service director, Chrys- 
ler Corp.; Andrew B. Althouse, assistant vocational education director, Detroit Board 
of Education, and Merle St. Aubin, service section director, General Motors. Others 
from industry on the program were Charles Lee Burleigh, representing Carl T. Doman, 


Convention Airs Problem .. . 


Mechanics for Trucks 


Are Critically Scarce 


(Continued from Page 24) 


schools of the nation. Out of that 
contact has grown the Automotive 
Industry Vocational Education 
Conference which set into motion 
one of the finest education-industry 
cooperative efforts in the nation. 
The work of the conference to- 


ward the dual goal of (1) increas-| 


ing the number of competent young 
men entering mechanic training in 
the schools and (2) improving the 
quality of mechanic training has 
taken great strides. 

Today two new projects are in 
the planning stage: (1) a program 
to encourage more men to seek 
college degrees for careers as auto 
mechanic teachers and (2) the de- 
velopment of criteria for analyzing 
the individual’s aptitude and 
chances for success as an auto 


the conference and the automo- 
bile manufacturers individually 
are placing a great deal of em- 
phasis on “raising the prestige 
of the people who are working in 
automotive service.” 

“This,” he said, “is a valuable 
by-product of the various in- 
service training programs the in- 
dustry has established.” 

A separate meeting was held at 
the convention for the teachers of 
automotive mechanics in the vari- 
ous vocational and industrial arts 
school. 

Speaking in this meeting for the 
automotive industry were Stanley 


S. Roe, AMA, secretary of the AI-| 


VE Conference; L. A. Mitchell jr., 
manager, production education and 
training, General Motors, and 


Ford division service manager; |. A. Mitchell, manager, product education and | mechanic. 


training, General Motors, and Stanley S. Roe, Automobile Manufacturing Association. 





In addition, St. 


grueling 
Daytona Beach punishment... 
proves great tire performance of 


NEW SUPER RAYON 





Seems too good to be true, but look at the 
tread. Practically good as new! Just a few 
years ago, no tire was capable of taking 
100-miles-per-hour speeds for more than a 
few minutes. This is real proof... today’s 
new Super Rayon cord is super tough, with 
satisfaction built right in. 





Now we get right down to the individual 
rayon cord. It’s almost a miracle ... today’s 
new Super Rayon, after one of the roughest 
practical tests in the world, turns up in the 
pink of condition. No wonder 238 out of 240 
new 1957 cars come with Super Rayon tire 
cord. A great performance! 


* your profits are better + you sell more with less investment in inventory + you provide savings and lasting satisfaction to customers 


Any damage inside? Not a bit—tire is found 
in “excellent” condition. Tires get roasting 
hot at racing speeds—and no tire cord made 
stands up to heat like new Super Rayon. 
Heat resistance means safe, long-lasting sat- 
isfaction on the road—actually, a tread wear 
bonus of 7 to 20%. 





Finally, we’re separating the carcass into 
individual plies to analyze the cord angle. 
No separation or internal damage is found. 
Then, rayon adheres to rubber best, resists 
shrinking or swelling, is best for retreading. 
This is the premium performance of rayon— 
and yet it does not carry a premium price! 


Aubin stated, 








Here’s one of the Firestone Super Rayon 
tires used by Ernie Walls in winning the 
Prestige Class “Flying Mile” in his 1957 
Mark II Lincoln Continental. Tires averaged 
108.86 mph at Daytona Beach, top speed 
119 mph. Rushed to the lab, with 12,000 
miles on them, tires showed no damage. 





Then the tire is sawed in half to look at the 
complete structure. Again it passes with fly- 
ing colors. Super-stable new rayon cord 
doesn’t swell or shrink, helps prevent “flat 
spots,” thumping, “chunk outs,” tread crack- 
ing. Smoothest, most dependable ride is 
on today’s new Super Rayon! 


See why? 9 out of 10 tires 
on the road today are built 


with Super Rayon cord! 


American Viscose Corporation 
350 Fifth Ave., New York 1, N. Y 





chairman, AI-VE conference; 
Burleigh, speaking for Carl T. 








Doman, national service manager, 
Ford division; Phillip B. Hopkins, 
service director, Chrysler Corp 
and for the educators; Alvin / 
Swenson, Ford dealer, member of 
Philadelphia Board of Education, 
and Ernest O. Kohl, superintendent 
of school District No. 7, Philadel- 
phia. 
* * * 
ITCHELL told the educators 
that for years General Motors 
has recognized the importance of 
giving young people who are mak- 
ing up their minds concerning their 
future a true picture of the oppor 
tunities offered in the retail auto- 
mobile business and to that end 
have furnished their dealers with 
data and material to help the 
young men in choosing their career 
Among these guides and aids are 
films that can be shown high 
school, vocational and industrial 
arts school boys, material and in- 
formation for school counselors. 


Over half a million pieces of de- 
scriptive material outlining the 
opportunities in the retail automo- 
tive business have been made avail- 
able to students, teachers, coun- 
selors and school libraries, Mitchell 
said. 

He also told the educators that 
the corporation, through its 
training schools, is keeping GM 
mechanics abreast of all new de- 
velopments. Furthermore, he said, 
in the very atmosphere of the 
training school the mechanic is 
made to feel that he is an im- 
portant cog in the machinery of 
America’s greatest economic as- 
set, over-road transportation. 


Hopkins told the educators that 


|the industry must depend upon 


them to lead, guide and train stu- 
dents with mechanical aptitude 
toward using their talents in the 
automotive industry. He pointed 
out that during the last 10 years 
the advancement in automotive en- 
gineering has been so rapid and 
far reaching that there is no place 
for the screw-driver, wrench-type 
of mechanic. 


Today, the industry is crying for 
ambitious young men not only with 
sound basic training but highly 
developed technical ability, he said. 

He outlined the Chrysler Master 
Technician program which is now 
in its 10th year and through which 
the corporation has trained 225,000 
technicians. 

He also told the vocational teach- 
ers of their training center activity 
which stems from a pilot facility 
in Detroit and now has five others 
either under construction or 
planned for the immediate future. 
These will be located at New York, 
Los Angeles, Atlanta, Chicago and 
Newark, Del. 

> > ” 
RURLSIGH appealed to the edu- 
cators to sell the prestige angle 
of the importance of the technician 
to the industry as carefully as they 
train the student. 


He pointed out that, unless the 
classroom in which the young me- 
chanic studies was kept clean and 
orderly like most dealer shops, the 
student got the wrong impression 
of the working conditions of the 
job. 

He also advised the educators 
| that they should provide plenty 

of wiping rags and impress upon 
the students the necessity of 
keeping their tools and working 
area clean and orderly, to pro- 
vide lockers for the students’ 
clothes and have heat and light 
equal to dealer shops. 


Burleigh emphasized that to at- 
tract the proper type of young men 
into the automotive industry we 
must impress upon the students 
that the automotive industry offers 
working conditions equal to if not 
better than those offered other 
technicians. 

Vocational instructors, Burleigh 
said, should make dealers aware 
that they know of the dealers’ 
problems in obtaining the proper 
type of technicians and that they 
stand ready to help them solve 
their problems. 

Thus, by setting the proper ex- 
ample in their own classrooms and 
by working with dealer bodies, 
they can do much to improve the 
working conditions in many dealer- 
ships and build the prestige of the 
mechanic’s job. 

Kohl pointed out that in Phila- 
delphia they provide the type of 
classrooms suggested and screen 
the boys going into automotive 
classes. Last year, he said, only 50 
percent of the boys who applied 

(Continued on Page 29, Col. 1) 
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His Best Parts Customers .. . 





Jobber Praises Dealers 


By L. H. Houck 

Staff Correspondent 
OWENSBORO, Ky.—“The retail 
car dealer is the best customer the 
independent jobber can have and 
his purchases account for at least 
one-third of our gross which is 
considerable,” said T. E. Gipes, 
owner of Gipes Motor Supply Co., 





Truck Mechanics 
Critically Scarce, 
Convention Told 


(Continued from Page 28) 


for automotive classes were ac- 
cepted. 

As a result, every boy graduated 
had the aptitude and ability to be- 
come an outstanding technician. 
He was in favor of the cooperative 
type of instruction where the boys 
worked one week in a dealership 
and took his place in the school 
room the next week. 

* > + 


WENSON emphatically hit on 

one weak phase of the current 
industry-vocational school program. 
He said that dealers can’t continue 
to bring boys into their shops, spoil 
them and then expect to have these 
boys take their place in shops to 
replace those continually leaving. 

He also took a pot-shot at the 
school boards by stating that 
vocational school teachers should 
be on the same salary schedule 
as the academic teachers in the 
high schools. 

Next year’s convention will be in 
Buffalo, the date to be set later. 
The theme of next year’s confer- 
ence will be “School—Dealer Co- 
operation.” 

+. > > 


Turner Named Director 
Of NSPA School Program 


PHILADELPHIA. — Mel Turner, 
newly-appointed curriculum direc- 
tor of the automotive vocational 
school program of the National 
Standard Parts Assn., told educa- 
tors here that they could help ease 
the “acute shortage of automotive 
mechanics by making courses at- 
tractive to youth through the use 
of modern shop facilities and in- 
struction and by pointing out to 
students the tremendous opportuni- 
ties open to them in the automotive 
service industry. : 


Turner spoke at a luncheon, 


sponsored by NSPA, of close t> a/| 


hundred state directors and super- 





visors of trade and industrial edu- | 
cation held here in conjunction | 


with the convention of the Ameri- 
can Vocational Assn. 


Turner said that “this coming 
school year wil] find approximately 
1,000 schools in all the states with 
automotive training, a gratifying 
increase over figures for seven 
years ago when only 22 states of- 
fered such instruction.” 





a 





Woman's Touch— 


Being a member of the Independent 
Garage Owners of America is one thing. 
But for being the only active woman 
member in the organization, Irene Davis 
rates a special handshake from Ben 
Dieterich, president of IGO's Cleveland 
unit, in the Champion Spark Plug Co.'s 
hospitality suite during the recent IGO 
convention in Toledo. Mrs. Davis owns 
and operates Davis Starter and Generator 
Service, Cleveland. 


one of the largest independent job- 
ber organizations in this area. 

“What I like about the retail 
automobile dealer as a customer 
is that he is a businessman and 
he enjoys good credit,” Gipes con- 
tinued, “and we just wouldn’t 
want to do business without him.” 

Gipes told Automotive News that 

he didn’t. quarrel with the dealers 
who have their own parts to sell 
but said that no dealer can stock 
enough parts and all dealers who 
operate a service department 
worthy of the name also repair 
other make cars. 

Gipes’ salesmen cover parts of 
three states and each one calls on 
every auto dealer in his territory. 
Gipes said he considered his auto 
dealer customers fully as important 
as his fleet business which accounts 
for a lot of volume. 

Gipes said that, instead of quar- 
reling with dealers who stock fac- 
tory parts, his organization makes 
a continuous study of ways and 
means that it can help dealers 
make more profit from their serv- 
ice departments and body and paint 
shops. 

He noted that good mechanics 
are getting scarcer all the time 
and that wages are going up. All 
this serves to spotlight the effici- 
ency of service departments and 
equipment, he said. 

Whenever his salesmen can show 
how a routine operation can be 
done faster and better it means a 
sale because, Gipes said, the retail | 
dealer is a businessman who im- 
mediately realizes the worthwhile 
result. 

Gipes, who has been in the job- 
bing business for many years, said 
that in the early days of the auto 
business the parts business was 
largely neglected by the factories 
as they pushed the sale of their 
cars. 

During recent years there has 
been a lot more effort by factories 
to build up their parts business and 





to require dealers to stock and sell 
parts. With this, Gipes finds no 
reason to complain since it is a 
natural development of the auto- 
mobile business. 

He said it is the function of the 
jobber to carry parts for all makes 
of cars as well as shop equipment 
and tools and that the merchandis~ 
ing of parts by factories has not 
curtailed the sales of jobbers who 
are alert and able to furnish good 


service. 


This results in the wide-awake 
jobber selling Ford parts to Chev- 
rolet dealers and Chevrolet parts 
to Ford dealers and shop and 
paint equipment to all of them. 

Another point is, according to 
Gipes, that an unprofitable item 
for an auto dealer may be a 
profitable item for the jobber be- 
cause of the higher demand from 
dealers and service departments 
of all makes. 

The efficient dealers and factory 
parts departments work toward 
control of excess inventories by 
stocking most-used parts on the 
dealer’s shelves. Consequently all 
dealers look to the jobber who 
cultivates their business to supply 
them with almost any part that 
will get the job out. 

Gipes said that more and more 
dealers are setting up paint and 
body shops to care for their cus- 
tomers and to help make their 
service departments more profitable 
with bigger volume, This represents 
a big market for the jobber in 
equipment and supplies, he said. 


' 

Let's Do It 
Self-Repair Push Ups 
Absorption to 95% 

BRISTOL, Tenn. — Do-it-yourself 
auto repair is a thriving home busi- 
ness in this community of 45,000, 
so H. I. Goode, owner and president 
of Goode Motor Co. (Dodge-Plym- 
outh) decided to put more emphasis 
on retail sale of parts. 

The firm currently achieves a 
service absorption of 95 percent, 
which, according to Service Man- 
ager Parks O’Dell, must be credited 
in considerable measure to the 
across-the-counter sales of Parts 
Manager Jack Carter. 
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UNIT 84-360 


UNIT 56-180 


save time, space, energy and money with 
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Borroughs’ ‘‘Handee Andee”’ 

small parts bins give you every 

advantage you could desire. 

They’re sturdily constructed for 

long hard use..compactly de- 
signed for maximum space saving. And with 
their ‘‘easy-to-see”, ‘‘easy-to-reach”, “easy- 
to-arrange” features, it’s easy as ABC to 
keep small parts in shipshape order all the 
time. ‘“‘Handee Andee” small parts bins are 
available in 3 sizes, and are designed to hold 
2 sizes of bin boxes in any arrangement you 
wish to make. Bin boxes can be removed or 
replaced “quick-as-a-flash”— just slip them 
on or off. They all have individual label 
holders for fast identification, curved bot- 
toms for smooth speedy removal of parts, 
and their forward tilt provides instant visi- 
bility of all contents. 


UNIT 84-360 84” high—36” wide — 12” deep at 
base. Holds 20 rows of separate bin boxes—360 small— 
or 180 large—or any desired combination of both. Heavy 
steel hangeor bars will not sag under maximum load. This 
unit provides greatest bin space with minimum floor space. 


UNIT 32-90 


UNIT 32-90 32” high—36” wide—12” deep at base. 
Holds 5 rows of separate bin boxes—90 small—or 45 large 
—or any desired combination of both. 


UNIT 56-180 56” high— 36” wide — 12” deep at 
base. Holds 10 rows of separate bin boxes—180 small— 
or 90 large—or any desired combination of both. The ideal 
unit for areas where normal headroom is not available, or 
for limited stocks of small parts. 


STANDARD BIN BOX SIZES 
Small box—6” long, 1-13/16” wide, 2-5/8" deep. 
Large box—6” long, 3-11/16" wide, 2-5/8” deep. 


BO Bi be ee U G i ~ MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3014 NORTH BURDICK alli KALAMAZOO, MICHIGAN 
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Plymouth Dealers Name Directors— 

Newly elected directors of the Plymouth Dealer Assn. of San Diego are, from left, 
Cari Burger, La Mesa; George Benter, Ei Cajon; Gene Geil, Oceanside; Dick McCune, 
National City, and Owen Robinson, San Diego. Tom Flanagan, la Mesa, is not 


pictured, 





Ford Honors Smith 
KANSAS CITY.—Ray Smith Ray- 
town, Mo., has been presented with 
a Ford “four-letter award” by 
Wilbur Chase jr., district sales man- 
ager of Ford division. Thirty-five 


guests, members of the dealership 
staff and district sales office per- 
sonnel, attended the presentation at 
the Hillcrest Country Club. 





More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 








Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: If a dealer sells 
an automobile to a purchaser who 
has no license, or certificate of 
title, is the automobile dealer liable 
in damages for injuries caused by 
the purchaser while driving the 
automobile? © 

A few weeks 
ago a higher 
court answered 
this important le- 
gal question in 
the negative. 

For instance, in 
Rush v. Earl 
Smitherman, 294 
S. W. (2d) 873, the 
testimony showed 
facts, as follows: 
One Munoz con- 
tracted to buy a car from Texas 
Motor Co. There was no written 


L.. T. Parker 








contract but it was orally agreed 
that Munoz would make a down- 
payment and pay some money 
every week until the car was paid 
for. 

Later Munoz paid $25 on the 
car, and agreed that he would pay 
another $25 out of his next check. 
No agreement was made about 
the time for delivery of the cer- 
tificate of title by the dealer to 
Munoz and the dealer knew that 
Munoz had no license to drive an 
automobile. 

Soon afterward Munoz had an 


2 Canadian Auto Dealers 


File Bankruptcy Petitions 


OTTAWA.—Two Canadian auto- 
mobile dealerships have made as- 
signments in bankruptcy. 

They are Vachon Automobile Co., 
La Guadeloupe, Que., and Potvin 
Motors Co., Montreal. Gerard Blais 
has been appointed trustee of the 
Potvin estate. 























and bus use.) 














Standard 7-inch type: 
9040-S (6-volt) and 5400-S (12-volt). 
Special For Your Fleet Accounts 


Ruggedized 5440-S has exclusive design 
features to meet toughest service conditions. 
It will get you a lot of fleet business. (Also, 

ial miniature types designed for truck 


FLASHER 
PROMOTION KIT 
Services 100% of Needs! 


Consists of #10 Tang-Sel Heart Assort- 
ment: 5 flashers on a colorful display 
card. Back-Up Stock Stacker: 5 flashers 
to keep display complete. Service 
Guide: handy direction signal servicing 
instructions plus flasher and lamp re- 
placement chart for a// domestic cars. 
See your Tung-Sol supplier! 


























Montreal, P. Q. 


profit! 


hlament. 


®TUNG-SOL 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 


Sales : Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, 
ore IN. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: 


NEW! FOR 4-HEADLIGHT CARS 


The 5%-inch, 4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid r 
what you need to take care of immediate service requirements. 


PROFITS IN LAMPS 


TUNG- 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol’s leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 
volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 





SOL 








cadlamps. Just 





accident and negligently killed a 
person named Rush, whose depend- 
ents sued Texas Motor Co. for 
heavy damages. The higher cour 
held the motor company not liable 
saying: 

“Upon these facts, Munoz made 
a contract to buy the vehicle and 
the seller accepted part payment 
and delivered possession. This was 
a contract to sell. Munoz had com- 
plete control and possession of the 
vehicle, The seller then lost his con- 
trol and possession.” 

* * * 


Licensing Not Involved 
.. respect to the motor com- 
pany allowing Munoz to take 
possession of the automobile when 
knowing that he had no license to 
drive an automobile, as required 
by a state law, the court said: 
“The Certificate of Title Law may 
not be so used. It is a law of prop- 
erty, not of negligence. The failure 
to deliver the certificate does not 
destroy one’s rights and ownership 
in a vehicle in many other situa- 
tions. A contract to sell without 
delivery of the certificate is not 
illegal as between the parties.” 
Generally speaking one who 
negligently caused damage to an 
automobile is liable to its owner 
for an amount of money equal to 
the difference between the retail 
market value immediately before 
and immediately after the dam- 
age occurred. 
A new higher 
varied this old law. 
For illustration, in Whaley v. 
Crutchfield Automobile Co., 294 S. 
W. (2d) 775, the testimony showed 
that an employe was driving an 
automobile dealer’s new automobile 
when the driver, named Whaley, of 
another automobile negligently cut 
to the left in front of the new auto- 
mobile which was considerably 
damaged in the ensuing collision. 


> . > 


Retail Value 
(CRUTCHFIELD proved that the 
retail market value of the car, 
immediately before the collision, 
was $3,211, and the value immedi- 
ately after the collision was $1,001. 
In other words, according to this 
rule Crutchfield Automobile Co. 
would be entitled to recover $2,210 
damages. 


In subsequent litigation, the 
lower court awarded Crutchfield 
Automobile Co. damages based on 
this old rule of law. 

However, the higher court held 
that Whaley was liable to Crutch- 
field Automobile Co. for damages 
equal to the difference between the 
wholesale price of the automobile 
and the market value immediately 
after the damage occurred rather 
than the difference between the re- 
tail market value of the automobile 
and the market value immediately 
after the damage occurred. 


> > * 


Ky. Says Court Must OK 


Boost in City Auto Fee 


FRANKFORT, Ky. — According 
to the attorney general’s office here, 
a proposal of the City of Ashland 
to impose a $20 automobile-license 
fee would be subject to a court test. 


Corporation Counsel A. W. Mann 
said the City, “in dire need of addi- 
tional revenue,” was considering 
raising the present fee of $5, which 
was adopted in 1947. 


He asked an opinion on whether 
the higher fee might be considered 
unreasonable, and noted that it 
must be “sufficient only to defray 
the cost of regulating, supervising 
and controlling automobiles oper- 
ated within the city.” 


court decision 





Brazilians Act to Cut 
Prices on U.S. Autos 


RIO DE JANEIRO, Brazil—A 
bill to provide foreign exchange 
for importing cars costing less 
than $2,300 in the U. S. has been 
approved by the Chamber of 
Deputies. 


Purpose of the measure is to 
reduce the price of new U. S.- 
built cars, which now sell for 
about $15,000 in Brazil. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTO- 
MOTIVE News. 


For Make Servicemen 


AMERICAN MOTORS CORP.— 
Zone parts and service representa- 
tives will be conducting schools at 
dealer level on air-conditioning and 
carburetion, 

FORD DIVISION — From Aug. 
26-Sept. 20, the 35 Ford district 
service schools will conduct courses 
in predelivery, warranty and policy, 
or body maintenance and adjust- 
ments according to local require- 
ments. 

GMC TRUCK & COACH DIVI- 
SION — Diesel — Atlanta, Sept. 9, 
16; Jacksonville, Fla., Aug. 26; Bur- 
bank, Calif., Sept. 2, 9; Golden Val- 
ley, Minn., Sept. 2. Gas Engine 
Overhaul—Garland, Tex., Sept. 2, 
9; Houston, Sept. 16. Hydra-Matic— 
Cleveland, Sept. 9; Golden Valley, 
Minn., Sept. 9. V-8 Tuneup and Car- 
buretion—G olden Valley, Minn., 
Sept. 16. V-8 Tuneup—Detroit, Sept. 
9-10, 11-12; Cleveland, Sept. 4, 5. 

STUDEBAKER - PACKARD 
CORP., South Bend—A series of 
special training schools will be held 
for Mercedes-Benz dealers’ me- 
chanics. Three new, permanent 
schools have been established in 
New York, Chicago, and Los Ange- 
les for the training of Mercedes- 
Benz dealers’ mechanics in those 
areas. Equipped mobile units to be 
used for training Mercedes-Benz 
dealers’ mechanics in the South- 
west and Florida areas. Factory 
service schools at South Bend will 
conduct a series of mechanic-train- 
ing classes on Mercedes-Benz prod- 
ucts for members of field technical 
service men. It is contemplated 
that this program will be a con- 
tinuing one, which will be expanded 
as necessary to provide training 
facilities for all Mercedes - Benz 
dealers’ mechanics. 

For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich. — The Allen Power-Tune 
course and a new tune-up school, 
the Allen PM Tune-Up School, de- 
signed especially for people who 


are interested in learning the fun-| 


damentals of the tune-up business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional informa- 
tion can be obtained by writing di- 


AMMCO ae ING., North 
Chi on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
pation charge. Contact Richard 

. Stevenson, Ammeo Tools, Inc., 
2128 Commonwealth Ave, North 
Chicago, I). 

_ BEAR MFG. CO., Rock Island, 
~Mi—Schoo!l offers training in align- 
ment, balancing and frame straight- 
and is located at 2103 -5th 
Roek Island, Ill. Address all 
to Mildred T. Clark, regis- 
Glasses begin Sept. 16. 


Seuth Bend — Courses are offered 
covering service and sales training 
on Bendix power brakes, Stromberg 
carburetors, basic brake and power 
steering. The length of the course 
covering an individual product is 
normally one week and no tuition 
fee is charged. Additional informa- 
tion may be obtained by contacting 
the nearest Bendix distributor or 
writing to the Bendix training 
director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Next class will be held Sept. 9-13. 
Contact W. R. Brooks, instructor. 

CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion starting each Monday for 
a three-week duration will begin on 
Sept. 9, 16. Contact nearest Carter 
distributor. 

DEVILBISS CO., Tole do—One 
week classes of limited size cover- 
ing theory, maintenance and servic- 
ing of spray painting equipment. 
The subject of spray painting is 





broken down into four categories: 
Industrial, auto refinishing automo- 
tive, jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time: required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, adver- 
tising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
for reservations or further infor- 
mation. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 


Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8:00 to 4:30. All 
phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound, mo- 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 
all types of automotive brakes, The 
course will be conducted by A. 
D’Andrea, chief service instructor 
for Raybestos Div. Write to J. 
Kane for further information. 


STEWART - WARNER CORP., 
Chicago.—Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 
sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels, electric power guns and 
specialized lubrication equipment. 
All living expenses during the 
student’s five-day stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation. Tuition is paid 





Mechanic Designs Car; 
Aims at 400 M.P.H. 


SALT LAKE CITY. — A Salt 
Lake City auto mechanic is mak- 
ing plans to assault the world’s 
speed record next year—in a 
home-made automobile. 

Anthol Graham, 33, says he be- 
lieves his privately designed car 
—which is being kept under 
wraps for the present — may 
reach 400 miles per hour. The 
current speed record is 394.196. 
The trial will be held next Au- 
gust, on the Bonneville Salt 
Flats, he said. 





by the Alemite factory distributor. 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tune-up, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information as 
to locations and dates, contact the 
local Sun repre&Bentative or write 
Sun Electric Corp., 6337 Avondale 
Ave., Chicago 31, Ill. 


THERMOID CO., Trenton, N. J. 





31 


—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test garage. 
There is no tuition, but students 
are expected to pay their own living 
expenses. Session takes approxi- 
mately five days. Text book fur- 
nished to students at no charge. 

UNITED MOTORS SERVICE— 
Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco - Remy), 
starting, lighting and ignition sys- 
tems, (2) Carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 
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Lubricates water pump—stops 
and prevents water pump squeal. 
Satisfaction guaranteed! 


CARBURETORS 


Adds pep and power=improves ' 
performance gives a real on-the-road tune-up! 


Alemite CD-2 


Clears up—cleans out power- 
robbing sludge while your cus- 
tomers drive! Dissolves and re- 
moves lacquer-like deposits 
which cause sticky valves and 
valve lifters. Stops rust and 
bearing corrosion. Adds wear- 
resistant quality to oil. Money- 
back guarantee. 


Alemite Cooling 
System Conditioner 


Cleans radiators—and keeps them 
clean — while motorists drive! No 
messy draining and refilling. Re- 






Amazing new Alemite Kleen Treet ends one of the 
biggest causes of modern engine failure . . . goes to 
work instantly to clean up dirty carburetors and 
clear out fuel lines... gives cars an on-the-road tune- 
up within 50 to 100 miles of driving! Kleen Treet 
saves costly carburetor overhauls and breakdowns. 
Sold under Alemite’s Money-Back Guarantee. 
Make fast, steady profits with Kleen Treet—the 
Alemite product that helps your customers’ engines 
these five ways: (1) Cleans carburetors and fuel 
systems. (2) Guards against rust in fuel lines and gas 
tanks. (3) Reduces annoying high-compression ping. 
(4) Keeps fuel pump diaphragms soft and pliable. 


(5) Stops carburetor icing, 


Alemite is reaching millions of readers, 
listeners and viewers — in leading 
local radio and TV! 


SEG. U.S. PAT. OFF 
Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, lilinois 


Call Your Jobber Today! 


ALEMITE 





No. 44 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine. Cars 


UPPER LEFT: J. C. (Larry) Doyle, Gen- 
eral Sales and Marketing Manager, Edsel 
Division, sets the pace for the New York 
meeting with his keynote address. 


UPPER CENTER: R. E. Krafve, Vice 
President and General Manager, Edsel 
Division, addressing the first regional 
meeting of Edsel dealers and management 
in New York, August 3. 


UPPER RIGHT: R. F. G. Copeland, 
Assistant General Sales Manager, Edsel 
Division, discusses the new Edsel approach 
to sales, sales methods and programs. 


CENTER LEFT: A view of some of the 600 
dealers attending the first Edsel regional 
meeting, held in the Main Ballroom of the 


Waldorf-Astoria Hotel in New York. 


CENTER RIGHT: L. E. Gorham, Laurel, 
Maryland; Stanley Dreifus, Alexandria, 
Virginia; Art Covington, Bethesda, Mary- 
land; Guy I. Steuart, Silver Spring, Mary- 
land. 


LOWER LEFT: H. W. Young, Springfield, 
Massachusetts; Arnold Mantilia, New 
Haven, Connecticut; Albert Mantilia, Jr., 
New Haven, Connecticut; W. H. Turner, 
Boston,.Massachusetts. 


LOWER LEFT-CENTER: Truman Fries, 
Bethlehem, Pennsylvania; L. F. Jarrett, 
Jr., Allentown, Pennsylvania; G. M. Roth, 
Philadelphia, Pennsylvania; E. H. Berg- 
lund, Camden, New Jersey. 


LOWER RIGHT-CENTER: E. C. Broecker, 
Buffalo, New York; R. H. Simmons, 
Rochester, New York; J. J. Cummings, 
Schenectady, New York; M. H. Lewis, 
Schenectady, New York; P. T. Henson, 
Syracuse, New York. 


LOWER FAR RIGHT: Charles Kreisler, 
New York City; M. C. Gale, Hempstead, 
New York; H. T. Winer, Bridgeport, 
Connecticut; H. L. Oshry, Yonkers. 





“Once in a Lifetime” 


...an historic automotive occasion! 


THE SETTING New York, Detroit, Chicago, New Orleans, and 
San Francisco. 


THe Occasion .First Regional Meetings of new Edsel dealers 
with Edsel management. 


THe THEME ...Once in a Lifetime! 


Edsel dealers and management are meeting together for the 
first time as partners in one of the most challenging moves 
by a major automobile producer in 19 years . . . the introduc- 


tion of an all-new make of car. 


The pictures on this page record some of the highlights of 
the New York meeting held on August 3—the first of 5 
such regional programs. Similar get-togethers for new 
Edsel salesmen are scheduled for every one of the 24 Edsel 


districts. 


Each of these all-out business meetings represents an 
historic occasion in the automobile business—the “once-in- 
a-lifetime” opportunity to be in on the ground floor of a 
giant new business with a beautifully-styled and engineered, 


all-new car to sell—and plenty of room to sell it in. 


Indeed, for all of us, these meetings are an important mile- 
stone. With the demand for Ford products the greatest in 
our 54-year history, the introduction of a full line of new 
medium-priced cars broadens and strengthens our coverage 
of the market . . . creates new customers for every member 


ofthe Ford Family of Fine Cars. 


To every new Edsel dealer and Edsel salesman—welcome 


to the Ford Family of Fine Cars! 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD e THUNDERBIRD e MERCURY # LINCOLN e CONTINENTAL 
FORD TRUCKS ¢ TRACTORS e¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 











Plymouth Trains Service Engineers— 


These Plymouth field service engineers recently completed a four-week course in | 


mechanical instruction at the Chrysler Training Center in Detroit. The above picture | to him and h 


shows them receiving instructions on the Fury carburetor adjustments. Shown above, | 
from left, are E. E. Jenks jr., Philadelphia; E. A. Waldron, New York; P. T. Kidwell, | 
San Francisco; O. E. McLarty, Kansas City; F. B. Wells, Portland; A. B. Lehman, in- 
structor; B. E. Bailey, los Angeles, and M. O. Geary, Kansas City. | 
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Backshop 





tions so his men could make 
more money. 

And Raynal Brothers, Detroit, 
always has sold cars on the basis 
of service to customers. 

It certainly costs more money to 


fix come-backs than it does to hire 
good mechanics in the first place, 


| to provide them with the tools and| 
| facilities to do good work and to 
| keep them inspired never to let a 


shoddy job go out of the place. 


* * * 


Makers Must Share Blame 


i same goes for make-ready. 
Art Sellgren, of Sellgren Buick, 
Detroit, tells his new-car buyers to 
take the new car and go to Miami 
or Los Angeles and if they incur 
any expense other than oil, gaso- 





BATTERY TESTER-CHARGER LINE 


With exclusive profit-making tests 


Only Allen Tru-Charge Battery Tester-Chargers make these four 
important tests for selling more batteries, generator-regulator 


services and parts. 


1. Rate-Finder eliminates costly over-charging... charges at fastest 


safe rate. Protects battery and charger. 


2. Regulated Voltage Test checks the entire electrical system .. . sells 


generator-regulator services. 


3. Battery Load Test proves in five seconds battery cranking ability. 
4. Battery Condition Test shows whether battery is weak, sulphated or 


normal. 


line or tires, to bring the bills back 
e will pay them. 

And if you think that this type 
of make-ready doesn’t sell cars, 
you’re crazy. Here is another 
dealer who makes his service de- 


e ec ec oe Jack Weed 





(Continued from Page 24) 


partment make customers of 
“foreign” Buick owners. 


Yet, as I look at our problem of | 


loss of product goodwill, loss of 
| dealer goodwill and loss of repeat 


| buyers that has taken place during 


‘Paint Text Offered 


| DETROIT. — Rinshed-Mason Co. 
jhas published a 72-page “Re- 
| finisher’s Guide” which is available 
throungh R-M jobbers or from the 
company at Detroit 10, Mich. 

Outstanding features include the 
selection and use of equipment, sur- 
face preparation, masking and 
sanding, application techniques and 
an explanation of various types of 
painting materials and what these 
materials were designed to accom- 
plish. 

The illustrated booklet also in- 
cludes a 28-page section on trouble- 
shooting. 





By Rinshed-Mason | 


You'll sell more, make more ...with Allen Tru-Charge Battery 
Tester-Chargers...the only line offering all these features for 
more profit in today’s more competitive market. Get the full story 
from your Allen distributor today! Ask him about trade-ins and 
his easy time payment plan! 







ALLEN 
DELUXE “100” 


ALLEN 
UTILITY “30” 






ALLEN 
PORTABLE “80” 


STANDARD ‘60’ 


Electric and Equipment Company 





ALLEN 


~ Kalamazoo, Michigan 
Canadian Branch: Walkerville, Ontario 











the past few years, I’m sure it was 
not necessary. And I don’t think it 
ever would have happened if our 
relations at the service door had 
been taken care of properly. 

Granted, the factories must take 
their share of the blame. 

Quality control, now in the throes 
| of being revived, had nearly gone 
| out the window. 

Sales executives have been 
pushing constantly for more and 
more sales without even cocking 
an eye in the direction of main- 
taining good service, and pur- 
chasing has been under the ham- 
mer to reduce costs with a re- 
sultant lack of essential quality 
here and there. 

But I think too much of our 
trouble stems from the type of 
dealer thinking that expresses it- 
self in calling customers “those 
damn dirty chiselers.” (This is not 
my wording. I am repeating the 
remark of one of this country’s 
oldest and most widely known 
dealers in his line.) 


‘Do Unto Others ... 


ND, of course, the engineers 

have made cars harder to serv- 
ice by the improvements that have 
appealed to the buying public. 

These problems make the cur- 
ing of our universal problem 
sound real complicated, but I 
don’t believe it is. 
| Let’s start at the top of the heap 
| —at top management in both fac- 
tory and dealership—by thinking 
of those who buy from us as cus- 
tomers and treat them as you and 
I like to be treated when we are 
customers. 

It can be done—at least one out 
of every five dealers in America is 
proving it can be done every day 
in the week. 


= * 
Hoisting the °58s 
N THE June bulletin of the divi- 
sion of marketing of the Ameri- 
can Petroleum Institute, there is 
an item that should be welcome 
news to many dealers, especially 
those in the smaller areas who 
have only one frame-contact lift. 
The notice says: “The automo- 
tive parts and design subcommit- 
tee (of API) has reported to the 
service station advisory commit- 
tee that, generally, all 1958 cars 
| will be lifted satisfactorily with 
| frame-contact lifts. 

“Certain model cars will, how- 
ever, require adapters and specific 
instruction must be followed 
closely. While lift makers have 
supplied service station dealers 
with suitable adapters for use with 
difficult cars, the subcommittee re- 
ports that the major problem seems 
to be lack of knowledge on the part 
of dealers (and mechanics) as to 
the proper utilization of these 
adapters to insure safety and to 
avoid twisting the frames of cars 
with the ‘X’-type frame.” 

Dealers who will sell and service 
cars with the “X”-type frame will 
be warned by their factory service 
personnel as to what to look out 
for in raising their own cars with 
frame-contact hoists but other 
dealers should warn their service 
personnel to make certain that 
they do not lift an “X”-frame car 
improperly just because they are 
not used to it. 
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> * * 

Foreign-Car Tips 

REPRESENTATIVE of one of 

the major hoist makers was in 
my office when this bulletin hit my 
desk, and he gave me a bit of in- 
formation that may be of value to 
dealers with these frame-contact 
hoists and who may service one or 
more makes of the short-wheelbase 
foreign cars. 

To get one of these cars on the 
lift, it is necessary only to turn 
the table to right angles of its 
normal lifting position and pick 
up the car with the four ends of 
the two rails. 

To do this on frame-type hoists 
sold east of the Rocky Mountains 
that are equipped with nonrotating 
devices, simply remove the nut that 
holds the device. Then the rails can 
be given the quarter-turn neces- 
sary. 

The car then can be driven over 
the rails so that the two rails lie 
between the tires of the car to be 
lifted, and the ends of the rails 
will contact the frame at four 
points. 


Jolley’s Shop Opens 
SAVANNAH, Ga.—Jolley Motors, 
Inc. (Chrysler-Plymouth), has 
opened its new service building at 
124 E. Boundry St. 


















IT’S THE TOPS-EVENING CIRCULATION 
OF THE NEW YORK JOURNAL-AMERICAN 
EXCEEDED 585,O0Q0OO COPIES DAILY 
DURING APRIL, MAY AND JUNE 

















THAT’S 117,000 or 25% MORE 
THAN THE CIRCULATION OF THE 
WORLD TELEGRAM AND SUN! 





-AND 234,000 or 
\ 67% MORE THAN 
\ THE POST! 


The Journal-American also 
topped the morning Times 
and Herald-Tribune in 
city-and-suburban as well 
as in total circulation. 


More families read the 
Journal-American because 
there’s more in it for 

the entire family to read. 


There’s more in it for 
advertisers, too! 
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Canadian Unit Urges 
Federal Aid for Roads 


By M. L. Schwartz 
Staff Correspondent 
Canadian Construction Assn. 
has called for a national high- 
ways policy for Canada. 

The CAA believes the Govern- 
ment should participate in invest- 
ment in roads of national import- 
ance on a continuing basis, and 
that an organization should be set 
up with representation from the 
provincial governments to coordi- 
nate planning, construction and 
financing of such roads. 


The construction group pointed 
to the nation’s increasing high- 


ity to carry out a larger program. 
It also mentioned the success of 
joint government-industry road 
P in Canada and the U. &., 
the benefits which the Canadian 
Government would derive from im- 


proved roads and suggested bases 
for a comprehensive Federal- 
provincial program. 


* * = 
“T\AILURE to meet current and 
future road needs,” the CCA 
said, “will restrict the scope of our 

national development.” 

The group contends that Can- 
ada’s road system is in critical 
condition, but it insists that the 
men, materials and machinery 
are available to execute a large 
program economically and ef- 
ficiently. 

The Government’s action in pass- 
ing the Trans-Canada Highway 

Act was called most commenable, 
because “the experience gained in 
carrying out the project proves 
that close Federal-Provincial co- 
operation is possible.” 


> : > 


available to the provinces for use 
in improving the nation’s main 
highway network and that an 
auxiliary program be carried out in 
accordance with regional needs. 
The latter would include such 
things as connecting roads, new ac- 
cess roads to undeveloped areas, 
approaches to national parks and 
railway grade separations. 
= = 


Release Stickers 


Speed Repairs 
After Accidents 


How Denver’s “Damaged Car Re- 
lease Sticker” program speeds up 
vehicle repair and saves the cus- 
tomer an additional delay, is high- 
lighted in an article in the July 
issue of Traffic Digest and Review, 
published by the Traffic Institute 
of Northwestern University. 

According to the article, upon in- 
vestigating an accident, officers 
will issue a “Damaged Car Release 
Sticker” on each vehicle involved 
in the accident. Filling in all of the 
information regarding the accident 
and including the officer’s name 
and serial number, it will become 


construction men propose/|the responsibility of the officer to 
that Federal grants be made! place the “sticker” on the inside 


lower right-hand corner of the 
windshield. 

The officer will personally place 
the sticker on the car, and will 


stickers relieves them of.-this re- 
sponsibility since they know the 
accident has been reported as re- 
quired by law. This in turn speeds 


then place on the accident report|up the repair of the vehicle and 


the “Damaged Car Release” num- 


ber that appears in the space| wait 


marked “Damage Sticker.” No ac- 
cident report will be accepted as 
complete without this data. 

“One of the primary reasons for 
use of the ‘Damaged Car Release 
Sticker’ is to lend assistance in the 
apprehension of hit-and-run of- 
fenders,” the article states. 

“From the date this procedure 
became effective, any damaged car 
without a sticker would of course 
be a suspect. This would be true 
whether it was being driven, 
parked at home, or in a public 
garage. The checking officer can 
tell at a glance at the sticker, the 
damage to the car, the location of 
the accident, and what officers in- 
vestigated the accident or took a 
report of it.” 

The article continues, “However, 
there are other important values 
attached to the use of the sticker. 
By law, garage operators are re- 
quired to report any vehicle 
brought to them for repair that 
shows evidence of having been in- 
volved in an accident. 

“A car bearing one of these 








And understandably so! 


lop — since the development of the 
pneumatic tire by John Boyd Dunlop 
— has paced the progress and growth 
of the tire and rubber industry. 
From the start — right u 
resent day — Dunlop scientists have 
ed the way with important advances 


Because Dun- 


to the 


We've got the biggest album 
in the business 


in tire construction. (Our album con- 
firms this fact.) 

This kind of pioneering has made 
Dunlop world-famous in tires and 
rubber, promises continuing leader- 
ship in the future. Look to Dunlop 
—your guarantee of a great tire today 


— an even greater tire tomorrow. 


You’re always a mile ahead with 


DUNLOP 


DUNLOP TIRE AND RUBBER CORPORATION, Buffalo, N. Y. 


saves the citizen a 24 to 48 hour 
in having the vehicle re- 
paired.” 


Safety Council 
Asked to Probe 


Turn Indicators 


Florida’s Dade County Safety 
Director Jackson G. Flowers has 
announced he would urge the Na- 
tional Safety Council to conduct a 
“full-scale probe” on vehicle blink- 
ing turn indicators, which he con- 
tended may be the direct cause of 
thousands of accidents. 

“Our replacement of the old 
hand signals with blinker lights 
may have injected a dangerous 
and so far unrecognized menace 
into our traffic picture,” asserted 
the Miami area safety official. 

He said he would ask the Na- 
tional Safety Council at its Octo- 
ber meeting in Chicago to launch 
a study of the matter. 

Flowers said he recently finished 
an eight-month survey which in- 
dicated the turn indicators on 
many late-model cars “cannot be 
seen blinking during daylight — 
particularly when a bright sun is 
shining.” 

He estimated the indicators may 
have cause as much as 24 percent 
of Florida’s accidents last year. 

Contending that Florida accident 
statistics “document” his case, 
Flowers said that 13,177 accidents 
in the state last year were caused 
by “following another car too 
closely.” During the same year, he 
said, some 1,147 accidents were due 
to failure to signal or improper 
signals. Other types of improper 
turning caused 6,377 accidents, out 
of an overall total of 76,119, he 
added. 

“It is my feeling that if the true 
cause for many of these accidents 
were known, it would be found 
that they were directly related to 
the lack of observation of the turn 
indicators or use of faulty turn in- 
dicators,” said Flowers. 


35 Police ‘Picked 
For Traffic School 


Thirty-five men have been se- 
lected in a nationwide competition 
to attend the 1957-58 traffic police 
administration training program at 
the Traffic Institute of Northwest- 
ern University, Evanston, Ill, Ray 
Ashworth, director, announced. 

Twenty-nine were awarded 
grants-in-aid by the Kemper Foun- 
dation for Traffic Safety, sponsored 
by Lumbermens Mutual Casualty 
Co. and American Motorists Insur- 
ance Co. Six were declared eligible 
to attend as tuition-paying stu- 
dents. 

The 35 chosen for specialized 
training in traffic police adminis- 
tration represent 18 municipal po- 
lice departments, 10 state police 
and highway patrol organizations, 
U. S. Air Force, Newfoundland 
Constabulary and Korean national 
police. 


Trans-Canada 
Road Pushed 


An allout effort will be made to 
complete the $500,000,000 coast-to- 
coast Trans-Canada Highway by 
the end of 1960, covering some 
4,500 miles. 

At the latest count, paving had 
been completed on 2,752 miles of 
the highway, though only 1,559 
miles of that paving was new con- 
struction in accord with the speci- 
fication of 22 to 24 feet width 
standards required for the road. 

+ *~ + 


Penn State to Open 


Fleet Course Sept. 19 


Pennsylvania St ate University’s 
Institute of Public Safety will con- 
duct its 19th annual motor fleet 
supervisor training course Sept. 9- 
13 at University Park, Pa. 

Among the specialists conducting 
the course will be Goley D. Sont- 
heimer, director, Department of 
Safety, American Trucking Assns., 
Inc.; E. J. Emond, director of 
automotive safety, Armour & Co., 
Chicago, and W. T. Gowens, director 
of safety and personnel, Pilot 
a Lines, Inc., Winston-Salem, 
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What's New... 


In Parts and Accessory Distribution 


Wausau Motor Parts 
Moves into New Plant 


WAUSAU, Wis. — After 34 years 
here, Wausau Motor Parts Co. has 
moved to new and larger quarters 
in nearby Schofield, Wis. 

The new plant is located on a 
seven-acre site. The firm which 
manufactures piston rings, is 
headed by George C. Landon, son 
of the company’s founder, W. C. 
Landon. 

= * o 


Black & Decker Opens 
Branch in Hartford 


HARTFORD.—Black & Decker | 


Mfg. Co. announces the opening of 
a new factory service and sales 
branch in Hartford, Conn., located 
at 33 Webster St. The branch will 
serve users in an area extending as 
far as Springfield, Mass., and New 
Haven, Conn. 

The new facility is equipped with 
replacement parts for the more than 
200 different Black & Decker port- 
able electric tools. 

> * > 


Committees Named 
For Los Angeles 


Automotive Show 


LOS ANGELES.—P. Ted Johns- 
ton, Pacific Automotive Show pres- 
ident, has appointed a number of 
Californians interested in the auto- 
mobile business to serve on show 
committees. 

The show will be held Feb. 20-23 
at the Pan Pacific Auditorium 
here. The committee appointments 
are: 

CREDENTIALS COMMITTEE: Gene 
Brown, chairman, Lambert Co., 
Ltd., Los Angeles; L. J. Halderman, 
Timken Roller Bearing Co., Los An- 
geles; C. E. Long, Alhambra Motor 
Parts, Alhambra; John L. Milligan, 
manufacturers’ representative, Los 
Angeles; Sabin P. Sturtevant, Stur- 
tevant Motor Parts, Inc., Van Nuys; 
Les Wyre, Car Parts Co. Los An- 
geles, and James W. Zimmerman, 
manufacturers’ representative, Los 
Angeles. 

SPONSORING WHOLESALERS ComMIT- 
Tee: Rollin McBurney, chairman, 
Boggs & McBurney, West Los An- 
geles; Paul S. Godber, Trojan Bat- 
tery Co. Los Angeles; A. R. Meth- 
ven, Auto Parts Co., Pomona; Jack 
W. Morse, 
Inc., Burbank, and Alan F. Parrish, 
manufacturers’ representative, Los 
Angeles. 

Foor Comm™rttge: Art Cole, chair- 
man, Art Cole Automotive Parts, 
Huntington Park; Sperry Brown, 
Ammeo Tools, Inc., Los Angeles; 
Joe W. Johnson, Fullerton Motor 
Parts, Inc., Fullerton; Percy T. 
Lyon, Barlow Motor Supply Co., 
Hollywood, and Bert Walker, Lemp- 
co Automotive, Inc., Beverly Hills. 

Pusuiciry AND Pusiic RELATIONS: 
Howard B. Weaver, chairman, 
Featherstone’s, Inc., Los Angeles; 
D. S. Allbright, Allbright’s, River- 
side; M. H. Austin, Weaver Mfg. 
Co., Los Angeles; F. J. Curtis, 
Curtis & Christensen, Inc. Long 
Beach; Norman B. Parker, H. M. 
Parker & Son, Glendale; Elmer L. 
Repp, McQuay-Norris Mfg. Co., Los 
Angeles, and L. C. Shriver, manu- 
facturers’ representative, Los An- 
geles. 

Booster anp AAR Activities: Wil- 
liam B. Shaw, chairman, manufac- 
turers’ representative, Los Angeles; 
Sheldon C. Hoyt, banquet manufac- 
turers’ representative, Los Angeles; 
Ward R. McClelland, housing, 
Weaver Mfg. Co., Los Angeles; 
Harry C. Younger, AAR, manufac- 
turers’ representative, Pasadena; 
Fred Benno, manufacturers’ repre- 
sentative, Los Angeles; George C. 
Clinger, manufacturers’ representa- 
tive, Arcadia; W. Gerald Driscoll, 
Fitzgerald Mfg. Co., Los Angeles; 
J. A. Lucas, Lucas Transmission 
Co., Los Angeles, and Fred W. See- 
man, manufacturers’ representative, 


Los Angeles. 
7 * e 


‘Air Filter Facts’ 
RAHWAY, N. J. Purolator 
Products is making available a spe- 
cial slide and sound film in color 
called “Air Filter Facts,” dealing 


Burbank Auto Parts, | 





with the air filters now standard | 
equipment on all cars manufac- | 
tured by Ford Motor Co. and 
Chrysler Corp. 

= 


* oJ 


Leroy Enterprises Acquires 


Smithy Muffler Companies 


LOS ANGELES. —Edward S. | 
Sievers, president of Leroy Enter- 
prises, Inc., has announced the 
acquisition of Smithy’s Muffler 
Mfg. Corp. and Smithy’s Muffler 
Co., Inc. 

The companies will be operated 
as Smithy’s Mfg. Corp. and 
Smithy’s Muffler Co., Inc. Sievers 
will be president, and Willard W. 
Parker will be vice-president of 
each. 
> = 


Westinghouse Is Offering 


Headlamp Assortment 


BLOOMFIELD, N. J.—A new 
“demand designed assortment” of 





automotive Safe -T- Beam head- 
lamps has been announced by the 
Westinghouse lamp division. 

Charles W. Flood jr., manager 
of the Westinghouse miniature 
lamp department, said the assort- 
ment “gives the smallest retailer 
a starting inventory of the new 
4001 and 4002 Safe-T-Beam head- 
lamps to cash in on the rapidly 
expanding four headlamp system 
replacement market. In addition 
the dealer will obtain a minimum 
quantity of the fast selling stand- 
ard 6 and 12-volt headlamps,” he 
said. 


» * * 


API Issues Definition 


For New Gear Lubricants 


lubricants now being placed on the 
market has been announced by the 
American Petroleum Institute. 
The definition is: “This term 
designates lubricants which have 
adequate load carrying ability and 
other required properties to protect 
hypoid gears in sustained high 
speed and/or high torque service in 
modern high-powered passenger 
cars and trucks. These lubricants 
are also suitable for use in spiral 
bevel gears, many transmissions, 
and worm gears in some types of 
service, Such lubricants are identi- 
fied as meeting ‘API Service GL4.’” 


* * * 


\Fox Products Appoints 
Hullinger in Midwest 


|ment of Harold Hullinger Co. to 





consin, Minnesota and upper Michi- 
gan has been announced by W. J. 


| Hamilton, sales manager, Fox auto- | 


NEW YORK. — Approval of a| ™°tive division. 


new designation, “Multipurpose- 


Type Gear Lubricant (API Service| chargers and battery servicing 


GLA),” to define the new higher- 
performance multipurpose gear 


| Hullinger will handle Fox Power- 


equipment for the automotive mar- 
| ket. 


PHILADELPHIA. — Appoint-! 
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BATTERY DISPLAY STAND—Exide Auto- 


represent Fox Products Co. in | motive Division, Electric Storage Battery 
North Dakota, South Dakota, Wis- | 


Co., P. O. Box 6266, Cleveland 1, O., has 
marketed a display stand featuring shelves 
which are said to be suitable for com- 
| binations of even the largest battery 
sizes. It displays from 12 to 15 batteries, 
| depending upon the types carried in 
| stock. A nine-battery model of the same 
design is also available. Both have a 
card holder for price cards or other data 





used at the point of sale. 





Experience pays off in planning and install- 
ing parts departments. That’s why you'll save 
time, space and money by letting your Lyon 
Automotive Distributor do the job for you. 
He will make a complete floor plan, utilizing 
your space to the best advantage—dismantle 
and refinish present units—erect and install 
present and new equipment—label all bins— 
place identifiable parts in proper sequence 
throughout the entire system. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

890 Monroe Avenue 

Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


a 


FOR A BETTER PARTS DEPARTMENT 


See Your Lyon Automotive Distributor 





Bin Distributor. 


a cetera erecta ALEC COED 
City 


A PARTIAL LIST OF LYON PRODUCT 





Zone_______ State 
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FOR AUTOMOBILE DEALERS 
Mail Coupon for NEW CATALOG 


which illustrates and describes Lyon’s complete line ef avtemetive storage equipment 
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LYON METAL PRODUCTS, INC. 
890 Monroe Avenue, Aurora, Illinois 


(1 Please send me a copy of the new Lyon Catalog 
0 Please send me name of nearest Lyon Automotive 














Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
a liberalizations of laws relating to truck size and 
weight limits were given legislative approval this year 
in at least a dozen states, while similar measures of less 
general application or affecting only certain types of trans- 
portation were enacted in several others. 


States in which measures® P . 
of general significance were | ‘the, tandem axle 


assed included Colorado, reg 000 pn 
owa, Maine, Minnesota, Missouri,| The act provides 
North Carolina, North Dakota,|that the weight 
Ohio, Oklahoma, Oregon, South|on no two suc- 
Dakota and Wisconsin. cessive tandem 

A Minnesota law increased the| axles may exceed 
permissible length of vehicle com-| 60,000 pounds. 
binations from 45 to 50 feet and Effect of the 
| me assure is to al- 
low a gross com- 
bination weight of 
72,000 pounds if 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


Bethune Jones 





on the front axle. The gross limit 
had been a theoretical 66,500 
pounds, depending on application 
of a formula. 

The new act includes a provision 
for a 1,000-pound tolerance for axle 
gross loads to replace a previous 
“administrative” tolerance of 1,000 
pounds per axle. 

A new Colorado law increases 
the maximum height of trucks to 
13% feet on most highways. 

Iowa lawmakers increased the 
length of truck combinations from 


® | 45 to 50 feet. 


A bill enacted in Maine increased 
the maximum gross weight from 


*| 50,000 to 60,000 pounds. It also in- 


creased the maximum length from 


S| 45 to 50 feet and provided that any 


trucks with four or more axles 
must have adequate brakes on all 
axles. 

Another Maine law grants a 10 


sufficient weight can be imposed] percent weight tolerance for trucks 
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carrying pulpwood, firewood, logs 
or bolts. This tolerance will not 
apply, however, on the interstate 
highway system. 
* + * 
Pair of Limits Raised 
petesces.s Legislature in- 
creased the maximum weight 
of truek combinations from 60,010 
to 64,650 pounds, and the length 
from 45 to 50 feet. 

A North Carolina law increased 
the maximum length of vehicle 
combinations from 48 to 50 feet. 

North Dakota solons increased 
the truck weight limit from 64,000 
to 68,000 pounds, with the State 
Highway Department authorized to 
determine the type of equipment 
permitted to carry the top load. 
The North Dakota lawmakers also 
increased the vehicle height limit 
to 13% feet. 

A bill to increase from 12% to 
13% feet the maximum height of 
vehicles passed in Ohio. 

Oklahoma lawmakers approved 
increasing the load limit from 60,- 
000 to 66,000 pounds. It permits 
truckers to carry 6,000 additional 
pounds before they come under 
overweight fees. 

The measure retains a maxi- 
mum of 18,000 pounds per axle 
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Wagner Lockheed Brake Fluid 


3 has all these advantages! 


©@ Chemically balanced —with just the right amount 
of costly type lubricant to assure proper lubrication to 
all parts of the brake system. 

®@ Chemically balanced —with exactly enough mois- 
ture absorbing properties so that metal parts in brake 
system will not rust or corrode. 

® Chemically balanced — with the correct proportion 
of all ingredients required to assure an all-season fluid 
that maintains high operating temperature character- 
istics, yet functions in sub-zero temperatures. 

® Chemically balanced—to maintain chemical char- 
acteristics even after long use. 


Surpasses S.A.E. specifications. 
Top quality... 


Forms no gummy residue. 
Does not evaporate rapidly. 
Used by vehicle manufacturers. 


... has consumer acceptance. 


For details, write for a FREE copy of Service Manual HU-17H. 


Wagner Electric Grporation 


6393 Plymouth Ave., St. Lovis 14, Mo., U.S. A. 
(Branches in principal cities in U. S$. and in Canada) 


no safer brake fluid on the market. 
Does not cause deterioration of rubber cups or hose. 


Nationally advertised in The Saturday Evening Post 


12 oz., quart, gallon, 5, 30 and 54 gallon containers. 


457-3 





LOCKWEED HYDRAULIC BRAKE PARTS ond FLUID + CoMaX BRAKE LINING  NoRol + AIR HORNS + AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS + INDUSTRIAL CRANE BRIDGE BRAKES 





and authorizes truckers to add 
an extra axle to take advantage 
of the new weight limit. 

An Oregon law liberalized 
length limitations for trucks on 
specified highways. It increased the 
maximum length of combination 
from 50 to 60 feet when traveling 
on the Pacific highway, the Sher- 
man highway, the Dalles-California 
highway from its junction with 
the Sherman highway to the Ore- 
gon-California state line, the Willa- 
mette highway, the Columbia River 
highway from Portland east to the 
Washington line, and the Old Ore- 
gon Trail from its junction with 
the Columbia River highway near 
Boardman to the Idaho line near 
Ontario. 

The act also allows the use of 
three-vehicle rigs on State Highway 
86 in Baker County and State 
Highway 242 in Coos County. 

The South Dakota Legislature 
increased the gross weight for com- 
binations from 64,650 to 73,280 
pounds, and the length from 50 to 
56 feet. Combinations of straight 
truck and full trailer are allowed 
on a 60-foot limit. 

The act provides that no group 
of axles may carry a load in excess 
of the value, given in a table, cor- 
responding to the distance in feet 
between the extreme axles of the 
group measuring to the nearest 
foot. 

The law’s gross limit of 73,280 
pounds is allowed in the vehicle 
combination length brackets be- 
tween 45 and 56 feet. This is on 
three-axle tractors towing tandem- 
axle semi-trailers. Allowable gross 
weight increases start at axle 
spacings of about 18 feet and pro- 
gress upward as the spacings grow. 

> * > 

Wisconsin Ups Weights 

WISCONSIN law will have the 

effect of increasing the maxi- 
mum weight of trucks from 68,000 
to 70,000 and 71,000 pounds, de- 
pending upon application of axle 
weight limits which were carried 
over unchanged from the old law. 

Also passed in Wisconsin was a 
bill to allow trucks to carry loads 
of concrete pipe measuring eight 
feet, six inches in width, the same 
width as allowed for loads of logs. 
Vetoed by Gov. Vernon W. Thom- 
son was a bill which would have 
exempted heavy road construction 

(Continued on Page 39, Col. 1) 


Canadians See 
No Car-Price Cut 
Even if Taxes Fall 


OTTAWA. — Dealers have been 
talking hopefully of lower auto 
prices after an anticipated excise 
tax cut, but it appears that higher 
production costs will eat up much 
of tax saving. 

According to a Canadian Govern- 
ment report, the upward trend in 
auto wages is continuing. 

The report said auto wages aver- 
aged $83.75 a week on May 1 this 
year, compared with $82.62 on the 
corresponding date a year earlier. 
The hourly rate had increased to 
$1.97 from $1.85, although hours 
worked per week dropped to an 
average of 40.1 from 423 on the 
year-ago date. 

On May 1, the Canadian auto 
industry employed 37,807 persons, 
of whom 35,181, or 93.1 percent, 
were men. 

The employment total resulted in 
an index figure of 136.6, down from 
148.9 a year earlier. The index is 
based on 1949 as 100. 


Gas, Oil, Etc. 


Chicagoans Figure Cost 
Of Owning Car 

CHICAGO. — How much does it 
cost to own a car? It’s 3.69 cents a 
mile for gas, oil, tires and main- 
tenance, plus $1.60 a day in fixed 
costs, according to statistics com- 
piled by R. E. Runzheimer & Co. 
for the Chicago Motor Club. 

The figures apply to cars driven 
fewer than 18,000 miles a year and 
are based on lighter models. Vari- 
able costs were put at 2.42 cents 
a mile for gas and oil, 0.74 cents 
for maintenance and 0.53 cents for 
tires. 

Fixed costs were listed as $16.48 a 
year for fire and theft insurance; 
$36.92 for property damage and 
liability coverage; $17.60 for license 
and registration, and $514 for de- 
preciation. 
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warned it might result in loss of 


Legislative Roundup 





(Continued from Page 38) 


vehicles from size, weight and 
load limits. 

A new Pennsylvania law au- 
thorizes a maximum width of 102 
inches for motor vehicles carrying 
nondivisible loads when operating 
in daylight on any highway 20 feet 
or more wide except the Pennsyl- 
vania Turnpike and interstate sys- 
tem roads. 

Another Pennsylvania statute 
gives truckers permission to add 
a refrigeration unit to the front 
exterior of a semi-trailer without 
legally changing the overall 
length of the vehicle. 

Vetoed by Gov. George M. Leader 
was a bill which would have per- 
mitted a 10 percent overload for 
dump trucks transporting exca- 
vated materials on highways not 
in the interstate system. 

A New Hampshire law increased 
from 96 to 102 inches the width of 
trucks hauling pulpwood and mill 
wood. 

Wyoming allowed trailer and 
truck combinations hauling forest 

products a length of 68 feet. 

The Arkansas House killed a bill 
to increase the load limit on trucks 
from 56,000 to 64,000 pounds plus 
the weight of the front axle and 
allow a total gross weight of 73,280 
pounds. 


Length Limits Retained 


So by the Massachusetts 
Legislature was a bill to in- 
crease from 45 to 50 feet the maxi- 
mum length of combinations. 

Withdrawn from the Nebraska 
Legislature was a bill to increase 
the maximum length of trucks 
from 50 to 60 feet. 

New Mexico rejected a bill 
backed by Gov. Edwin L. Mechem 
to lower the state’s truck weight 
limits. The bill would have lowered 
single and tandem-axle limits to 
their pre-1955 levels and set gross 
limits equal to those of Arizona. 

Gov. Averell Harriman vetoed a 
New York bill to increase to 13% 
feet the height of automobile trans- 
port vehicles. 

Tennessee rejected a bill to per- 
mit 10 percent tolerances on truck 
weight and length limits. The pro- 
posed length tolerance would have 
allowed trucks to operate up to 4.5 
feet above the present 45-foot maxi- 
mum, The weight tolerance would 
have allowed loads up to 61,578 
pounds, instead of the present 55,- 
980. 

The Texas Legislature turned 
down a bill to raise the truck 
weight limit from 58,420 to 72,000 
pounds. 

A proposal to remove weight re- 


Parts Stockpiles 
Widened by 35% 
At MoPar Plants 


DETROIT.—A 35 percent ex- 
pansion in the number of different 
parts and accessories stocked at 
Chrysler Corp's. five parts plants 
has accelerated delivery of MoPar 
replacement parts and accessories, 
according to MoPar executives. 

The parts warehouses are located 
in Centerline, Mich.; Atlanta; New- 
ark, Del.; Kansas City, Kan. and 
San Leandro, Calif. 

H. Haild Zeder, general manager 
of MoPar’s newly-established Serv- 
ice Parts and Accessories Supply 
division, said each of the five parts 
plants now is stocking approxi- 
mately 33,325 different parts. 

“Our new warehousing policy will 
substantially speed up the delivery 
of parts to customers in all areas,” 
Zeder said. “Also, with all MoPar 
parts plants now carrying a uni- 
form stock of parts, they offer equal 
parts availability for owners 
throughout the country.” 


Shipment of 100 Fords 


Sets New Orleans Mark 


NEW ORLEANS.—Dutch O’Neal 
Motors, Inc., 3934 Tulane Ave., New 
Orleans, received the largest num- 
ber of Fords ever shipped to the 
Crescent City in a single order, ac- 
cording to Jack Murphy, Ford dis- 
trict manager. 

The shipment consisted of 100 
new Fords on 25 transport units. 


strictions on milk trucks was killed 
in the Vermont Legislature after 
the State Highway Department 


Milwaukee Dealer Seeks 
$240,671 in Lease Suit 


MILWAUKEE. — Pat Ryan, 
Inc., has filed a countersuit seek- 
ing $240,761 damages from Monart 
Motors Co. Monart earlier had 
sued Ryan for $22,521 in back 
rent, real estate taxes and al- 
leged damages to a building for- 
merly leased by Ryan. 

The Ryan firm declared that 
it terminated the lease by serving 
written notice on Monart’s presi- 
dent. Ryan charged the premises 
were “untenantable” because of 
defective sewers and lack of ven- 
tilation, and said it lost its auto 
franchise when it had to vacate 
the premises. 








Federal highway aid. 


In the field of truck equipment 


regulation, the Illinois Legislature 
exempted farm trucks and dump 
trucks used in public construction 
work from a law requiring contour 
mud flaps. 

Bills requiring contour guards 
were rejected in Indiana, Michigan, 
New York and Wisconsin. 

= * * 


Turn Signals Required 


NEW Arkansas law makes di- 

rectional lights mandatory for 
vehicles measuring 14 feet from the 
center top of the steering post to 
the rear of the vehicle, or for ve- 
hicles with more than 24 inches 
between the top of the steering 
column and the outside left edge of 
the truck. 

Montana’s Legislature required 
vehicles with three or more axles 
to have brakes on at least two, An- 
other Montana law requires emer- 
gency equipment on trucks of one 
ton or more at all hours, not only 
at night. Also enacted was a bill 
deleting the mechanical arm as a 
signalling device for trucks and 
allowing only the hand signal or 
electrically-operated directional 
signals. 











Service Policy Discussions— 


Service managers of Toledo-area Dodge dealerships met with factory service repre- 
sentatives to discuss departmental policies and procedures. The meeting was the 21st 
of its kind to be held this year by Dodge. Shown here are, from left, first row, R. C. 
Loman, MoPar assistant general sales manager; R. H. Kline, Dodge field service man- 
ager; R. K. Seely, Chrysler Training Center conference coordinator, and S. E. Crane, 
Toledo district service representative. Second row: P. J. Westerholt, Overmyer Mc- 
Cullough, Inc., Sandusky, O.; R. Schneider, Tansky Motors, Jackson, Mich.; W. Huls- 
berg, Leonard Pierce, Inc., Coldwater, Mich., and C McCullough, McCullough Motor 
Sales, Findlay, O. Third row: E. Allison, Kerr Auto Sales, Bryan, O.; A. Koester, Syl- 
vania Auto Sales, Sylvania, O.; C. Fryberg, Overmyer McCullough, Inc., and E. 
Shaffer, McCullough Motor Sales. 
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The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more satisfied customers from each drum... 


You make 


50% to 100% MORE PROFIT 


with . 


okorode 


UNDER-CAR SEALER AND SILENCER 


ee 


50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. &S. PATENT NO. 2,393,774. 


LION OIL 


A Division of Monsanto 


Chemical Company 


*TRADEMARK OF 


MONGANTO CHEMICAL COMPANY 












COMPANY 


EL DORADO, ARKANSAS 













SEND FOR COMPLETE DETAILS NOW! 


LON OIL COMPANY 

A Division of Monsanto Chemical Company 

Dept. AN-H 

El Dorado, Arkansas 

Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


0 a a a 
Street. 
City. 
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DEGREASER—Development of a low-cost 
solvent vapor degreaser has been an- 
nouncved by Tect, Inc., Dumont, N. J. 
Described as the model No. 10 solvent 
vapor degreaser, the machine is con- 
structed of 14 gauge steel with a heavy 
zinc coating and is heated with a 
Chromalox No. 1250 watt element which 
may be connected to an ordinary 115- 
volt outlet. A stainless steel coil is said 
fo maintain the vapors of the Chlorinated 
solvent at the proper level. The unit will 
clean a minimum of 100 pounds of steel 
per hour in the clean vapors of non- 
flammable Vythene, Perchloroethylene or 
Trichloroethylene, it is claimed, The in- 
side diameter is 14% inches and the 
vapor cleaning height 10% inches. 

> * > 





HAND PUMP—Service station operators 
can speed the handling and dispensing 
of such products as kerosene, alcohol, 
antifreeze, lube oils and light greases with 
a double action push-pull hand pump now 
being marketed by Wayne Pump Co., Fort 
Wayne, Ind. Wayne's DD-1 is available 
@s a pump only, as a barrel pump or as 
a pedestal pump. Weighing six pounds, 
this lightweight unit pumps 20 gallons 
per 100 strokes—five strokes of the pump 
fill a gallon can. Pumping action is con- 
tinvous with both the push and pull 
strokes delivering. 





BLOCK MILLING MACHINE —Storm- 
Vulcan, Inc., 2227 Burbank, Dallas, Tex., 
has introduced the model 85B Blockmaster 
block milling machine as a companion to 
its model 85 Headmaster machine. The 
machine is said to eliminate “heat- 
warped" heads or blocks, ground-off 
corners, flatness imaccuracies or comebacks 
due to stock removal uncertainties. The 
milling operation is completely automatic 
and to specifications for perfect engine 


balance, it is claimed. 
ave é 


Amalie Markets Grease 


For New Suspensions 

Amalie division of L. Sonneborn 
Sons, Inc., Franklin, Pa., has mar- 
keted a new product called Amalie 








NEW PRODUCTS 


Black Velvet Ball Joint Suspension 
Grease for both ball joint and tor- 
sion bar suspensions. 

Amalie said the grease was form- 
ulated from a heavy-duty, water- 
resistant chassis lubricant fortified 
with special load-carrying and cor- 


rosion resistant additives. 
* = * 





POWER STEERING GEARS—Ross Geor 


and Tool Co., Lafayette, Ind., has added | 


two semi-integral power steering geors 
to its line of Ross Hydrapower hydraulic 
power steering. Designated as models 
HPS-52 and HPS-70, the two power units 
ore said to cover a wide range of ap- 
plications for automotive, agricultural and 
industrial equipment steering. According 
to the manufacturer, an importont oad- 
vantage of the Ross HPS design is in- 
stallation versatility of the power cylinder, 
permitting easy, spacesaving placement 
without interference with other com- 
ponents. The models employ the same 
type of mounting used with mechanical 
steering gears. - 


ad telah 
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AIR FILTER STICKER—A pressure-sensi- 
tive sticker, designed to fit on the housing 
of dry-type air filters, has been introduced 
by Purolator Products, Inc., Rahway, N. J. 
Each sticker is marked with the part num- 
ber corresponding to the filter used for 
the engine, and a blank space is provided 
for writing in the mileage when the filter 
should be replaced. Purolator will pack 
one sticker with each refill element, so 
that the service station attendant can 
attach it to the housing at the same time 
he makes a replacement. 

2. 8 





HANDLE—A finger-tip handle (patent 
pending) has been announced by Lyon 
Metal Products, Inc., Aurora, Ill. The 
chrome-finished handle is controlled by a 
slight pressure of the thumb and fore- 
finger, yet provides complete control over 
the positive, three-point locking bar used 
on Lyon lockers, it is claimed. The handle 
has a built-in padlock attachment. 








SUPERCHARGER—The Mini-Supercharger 
is said to offer car owners an easy way 
to get more clean power on less gas. The 
unit operates on a proven supercharger 
principle and consists of a _ revolving 
blower-type impeller and auxiliary air 
“breather” valve which mixes an_ in- 
creased volume of air to the fuel charge 
with whirlwind force, it is claimed. This 
atomizes and expands the gas molecules 
so that the improved mixture enters the 
cylinders in a more highly explosive ho- 
mogeneous state—thus giving faster com- 
bustion, more mileage, more power and 
better performance per gallon of gaso- 
line, according to the manufacturer. By 
increasing air-fuel charge efficiency and 
utilizing gasoline that is ordinarily wasted, 
the Mini-Supercharger is said to boost 
gos mileage and power as much as 25 
percent. Zephyr Engineered Products, Mil- 
ford, Pa. 
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TRANSMISSION JACK—A one-ton ca- 
pacity truck transmission jack, designed 
for servicing heavy-duty transmicsions, 
differentials and torque converters, has 
been announced by Walker Mfg. Co. of 
Wisconsin, Racine, Wis. The Walker No. 
49 Uni-Cradle is said to eliminate costly 
delays in positioning. Micro-accurate ftilt- 
ing adjustments allow lifting head to tilt 
10 degrees forward, backward and to 
each side for removal and reinstallation. 
Furnished complete with a Universal Lift- 
ing Head, the unit features a self- 
adjusting cradle which holds the trans- 


mission close to its center of gravity. 
* * * 





EXHAUST EXTENSIONS —Two triple- 
chrome plated, heavy gauge steel exhaust 
extensions, made in sizes to fit all auto- 
mobiles, are being marketed by Snyder 
Mfg. Co., Twenty-second and Ontario Sts., 
Philadelphia, Pa. One model, the “Bum- 
pex,” is eight inches long and can fit 
on tail pipes ranging from 13% inches in 
diameter to 2%, inches. The other Snyder 
model is the “Curvette," designed specifi- 
cally to’ conceal the bare edge of tail 
pipe. The “Curvette” is designed for tail 
pipes from 1% inches in diameter to 
24% inches. 

. 2 
2 New Resins Announced 
By American Cyanamid - 
Two new fast-curing, surface- 


Cyanamid Co, They are Cyzac 1006, 
generally used with a primer, and 
Cyzac 1007, generally used without 
@ primer. 

The company said they provide 
maximum hardness and much 
greater impact and chemical resist- 


ance than co iventional finishes, 
aa *~ +” 





BATTERY CARTON—A storage battery 
carton assembly has been announced by 
Willard Storage Battery Division, 246-286 
E. 131st St., Cleveland 1, O. Designed 
primarily to solve the carrying problem 
presented by 12-volt shapes and post 
locations, the carton, called Porta-Pak, 
also includes stocking and selling advan- 
tages, it is claimed. It consists of three 
parts: A heavy cardboard band around 
the upper half of the battery, with a 
built-in fibre glass carrying strap; a 
corrugated board insert, to carry the 
weight and protect the battery top when 
stacked one on another, and finally an 
outer carton. The top of the outer carton 
is slotted to permit use of the carrying 
strap either with or without the carton. 
The carrying strap assembly remains on 
the battery until after installation in the 
car, 





TOWN CAR K#T—Distinctive in appear- 
ance, the Thunderbird Town Car Kit is 
produced by Sanco, Inc., 125 Ivy St., 
N. E., Atlanta 3, Ga. With this kit, Thun- 
derbird owners can carry the hardtop on 
the rear deck. It is said the unit can be 
moved over the driver's head in less than 
15 seconds in the event of rain. The kit 
consists of two aluminum tie-down straps 
and four heavy, highly polished aluminum 
castings. The castings have an aerody- 
namic no-drag design and the top is 
fastened securely in the rear position 
with the toggle bolts that are standard 


equipment on the car. 
. & ~£ 





SAFETY DOOR LOCK—MoPar Parts 
Division, Chrysler Corp., has introduced a 
safety. door lock, designed to fit all four- 
door 1957 Chrysler Corp. cars. Lock me- 
chanisms, packaged in pairs, are made to 
be installed on the auto's rear doors to 
prevent accidental opening by children, it 
is claimed, They replace the standard door 
lock and provide two-way selective pro- 
tection: Normal locking and child safety- 
guard locking. The mechanism comes 
mounted on a chrome base plate measur- 
ing approximately 134 inches wide by 
2% inches long, which prevents finger 


coating resins for the paint industry| markings on upholstery around the lock 


have been announced by American 


lever. 








BATTERY CHARGER, TESTER—An Exide 
fast charger which incorporates a Silicon 
rectifier has been marketed by Exide 
Automotive Division, Electric Storage Bat- 
tery Co., 42 S. 15th St., Philadelphia 2, 
Pa. A recent development in the field of 
semi-conductors, Silicon rectifiers are a 
radical departure from the types here- 
tofore used in fast chargers. They do not 
lose efficiency with use or age, will last 
longer and yet are relatively small com- 
pared with the older types, it is claimed. 
Two Silicon units measuring approximately 
one inch by one inch, less the pigtail lead, 
are used in a new Exide charger which is 
capable of charging six-volt batteries at 
110 amperes and 12-volt batteries at 70 
amperes. Silicon rectifiers in battery charg- 
ers do not require a fan for cooling. 

* + x 





STORAGE RACK—American Metal Prod- 
ucts Co., 5959 Linsdale, Detroit 4, Mich., 
is in production on a storage rack which 
is adjustable without bolting or unbolting. 
The method used for adjusting is best 
described by its name, “Slide-n-lock." 
The stringers are quickly moved up or 
down a special formed post and lock 
themselves in place. The outstanding fea- 
ture is that over 800 different sizes and 
capacity variations can be made from 
five basic ports, it is claimed. 
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ANTENNAS — The Fidelitrend line of 
auto antennas has been marketed by 
Electrend Products Corp., St. Joseph, Mich. 
Available for cowl and the rear deck 
and dual fender mounts, Fidelitrend now 
furnishes a complete line of guaranteed 
boosters and antennas designed for dis- 
tinctiveness, it is claimed. The patented 
Coiltenna, being the basic power pack, 
is an integral part of Moderne, top; 
Silver Arrow, lower left, Rocket, lower 
right; Trendtenna and Capri models. The 
antennas are approximately 17 inches 
high. 
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In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more families 


every seven days in Greater Philadelphia than any other newspaper 


Huge automobile market in Greater Philadelphia. People 
spend $1,252,573,000 annually to buy cars and keep them run- 
ning. Good place to reach them is in the advertising columns 
of Philadelphia’s home newspaper—The Evening and Sunday 
Bulletin. And in this newspaper you can give your advertising 
the added impact and greater realism of R.O.P. spot and full 
COLOR—evening and Sunday—seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. The 
Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets * New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit * Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"66 "56 °S7 
Nev. Jan, 


"57 
Apr. 


i ee 
May 


3 


"57 


Prices of "56s added and '48s dropped in November, 1955. Prices of 57s added and '49s dropped in November, 1956, 





Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rose $2 to $874, ac- 
cording to Automotive News’ in- 
dex. 

It was the first time the aver- 
age figure had registered a gain 
since the index of July 15. 

Increases amounted to $18 on 
"56s, $8 on "51s, $6 on ’55s, $5 on 
"Sis and $3 on ’53s. Losses were 
listed at $6 on ’54s, $6 on ’52s and 
$7 on ’50s. 

At a group of representative 
auctions last week, the average 
consignment was 200.5 units, com- 
pared with 168.4 units the previ- 
ous week. It was the first time 
in three months that average 







ALABAMA 








JOHNSON AUTO 


AUCTIONS 


‘Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No. Registration Fee~ 








COLORADO 








eqeeee AUTO AUCTION 
LITTLETON, C SOUTH 
DEALERS ONLY 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars pare | for by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 


, 1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at |! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 








LUCAD 


(Leading Used Car Auction Directory) 
++eis the key to a dealer's problem when 











Figures alongside bars represent dollars. 


790°; 4-dr., $1,710* (ps). '55 Super Rivi- 


consignments had to ed 200 | 
PP era, ‘31, 525° (ps), $1,400*; Special 4-dr., 


units. 








$1,370°. ’54 Special Riviera, $1,020; 2- 
The sales ratio was 66.7 per- dr., $830. 53 Super Riviera, $695*. *52 
cent, compared with 70.3 percent aea’‘gdees ita Beaviezt a Super Rivi- 
era, ; iviera, $295*. '50 Rivi- 

the previous week. era, $320°. 
: ‘ : CADILLAC—’'56 (62) sedan de Ville, $3,- 
P Prices marked with an asterisk 750° (ps); coupe de Ville, $3,600° (ps); 
indicate a unit equipped with an | —. $3,375° Gn, 3. (62) coupe, $2,- 
: ah | * (ps); 4-dr., 2 (ps). "54 (62) 
automatic transmission or over- | coupe de ‘Ville, '$2.125° (ps). '53 (62) 
drive, and (ps) indicates power coupe de Ville, $1,385* (ps). ’52 coupe | 
t . de Ville, $890° (ps). "51 4-dr., $750*, 
steering. $590*; Limousine, $460*. '50 4-dr., $250*. | 
2 CHEVROLET — °57 Two-ten (8) station 
wagon, $2,230°. °56 Bel Air (8) Sport| 
ALBANY coupe, $1,550°; Two-ten (6) 4-dr., $1,-| 
(Tim Anspach Dealer’s Auto Auction. 225; 2-dr., $1,160. "55 Bel Air (6) Sport| 
Sale every Monday. Prices are for sale of| coupe, $1,360* (ps), $1,285; Bel Air (8) | 
Aug. 5.) 2-dr., $1,185*; Two-ten (6) station 
(For the fifth consecutive week high | wagon, $1,080; 2-dr., 2 at $975; One-fifty 
prices on nice used cars has continued to (6) 2-dr., $750. '54 Bel Air 4-dr., $890*, 
hold. It is the old, old story, supply and | $885*, $780; Two-ten 2-dr., $820, $550. 
demand. Not enough new cars being "53 Bel Air 2-dr., $730*; conv., $590*; | 
sold, then, too—account of customers’ Two-ten 2-dr., $590, $500, $470. '52 4-dr., | 
overtime being reduced allowing nothing $300; 2-dr., $235, $215. °51 2-dr.. $220°. | 
extra to buy high priced new = ey Sold "49 4-dr., $170. 
160 cars out of 192 CHRYSLER—'56 Windsor conv., $1,900° | 
BUICK—'57 Super Riviera, $2, e20° (ps). (ps). °51 4-dr., $180*. | 
"56 Special Riviera, $1, 820°; conv., $1,- | DeSOTO—’54 Custom 2-dr., $710*. °53 sta- 


CONNECTICUT MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 


NEW ENGLAND'S OLDEST AND BEST 
On M2i—One Half a west of Grandville, | 
ich. 


10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 EVERY TUESDAY—CHECKS INSURED 


UTH At 1:00 P.M. Sharp—Dealers Only 
ss ~So ine. Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 


Warehouse Pt., Conn. Phone: ARdmore 6-4720 











MISSISSIPPI 


ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. | 
Box 8468, Wednesday, 12:30 P. M. 


MICHIGAN 


| 
‘i es 
“MISSOURI | 
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Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 


NEW CAR DEALERS bal their stock here Phone din 1-3845 
ance ir 
a él SALES EACH TUESDAY 
Why not visit us real soon? AND FRIDAY 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 











MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed Phone Dunkirk 3-0150 
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tion wagon, $775* (ps). '52 4-dr., $225*. 


’51 4-dr., $220*, $110°*. 
DODGE—’57 Coronet (8) Hardtop, $2,250*; 
. 


coupe, $2,200*. °53 Coronet 2-dr., $385. 
"52 2-dr., $260; 4-dr., $170°, "51 4-dr., 
$210°*. 


FORD—’57 Fairlane (8) Victoria, $2,350* 
(ps), $2,075*; club sedan, $2,125* (ps); 
4-dr., $2,020*%; Country Squire station 
wagon, $2,270*; Country sedan, $2,210* 
(ps), $2,070; Custom 2-dr., $1,620°. '56 
Fairlane (8) conv., $1,730*; 4-dr., $1,- 
510°, $1,425* (ps); station wagon, $1,- 
510*; Custom (8) 2-dr., $1,060, $940*. 
’55 Fairlane (8) Ranch Wagon, $1,410*; 


conv., $1,410*; Custom (8) Victoria, $1,- 
300°; Main (6) 2-dr., $910. ‘54 Crest 
(8) conv., $990*; Victoria, $980*; Cus- 
tom 2-dr., $600, $560, $520; Main 2-dr., 
$525, $500. °53 station wagon, $495°*; 
4-dr., $470, $440; Custom (8) 2-dr., 
$710; Main (8) 2-dr., $375; Main (6) 
2-dr., $380. "50 2-dr., 2 at $110. "49 2- 
dr., $110. 

HUDSON—’55 Rambler 4-dr., $880, °53 


2 dr.,$250; 4-dr., $235. 
LINCOLN—’52 Capri 4-dr., $360°*. 
MERCURY—’57 Commuter station wagon, 
$2,900* (ps); Montclair 4-dr., $2,330°. 
"53 conv., $625°. 


NASH—’54 Ambassador 4-dr., $700*, °5: 
4-dr., $250. 51 4-dr., $100. 

OLDSMOBILE — '55 (88) Holiday coupe 
$1,700*; conv., $1,550* (ps); (98) 4-dr. 
$1,300*, °54 (98) 4-dr., $1,300* (ps) 
(88) Super 4-dr., $1,250° (ps); (88) 4- 
dr., $1,000*, °52 conv., $610° (ps). °5! 
(98) 2-dr., $220*; (88) Holiday, $200 
4-dr., $110*, °50 4-dr., $130*%. °49 2-dr. 


$100°. 
PACKARD—’55 Clipper 4-dr., $1,250*. °54 
(8) Sport 


4-dr., $760*. 

PLYMOUTH—’57 Belvedere 
coupe, $2,390*° (ps). '55 Savoy (8) 4-dr., 
$860*. °53 Cranbrook 4-dr., $450. 

PONTIAC — ’55 Chieftain 4-dr., $1,110*; 
station wagon, $1,110°. °53 Catalina, 
$600*; station wagon, $550; conv., $500. 
50 conv., $160; coupe, $160°%; 2-dr., 
$110. 

STUDEBAKER—’57 Champion 2-dr., $1,- 
550. °53 Champion 4-dr., $210. "52 2-dr., 
$170. 

WILLYS—’53 Aero coupe, $330. 

MISCELLANEOUS — ’57 Hillman station 
wagon, $1,250; Isetta Sun Roof, $850. 
"56 Volkswagen, $1,600; station wagon, 
$1,400. °55 Ford 3-yard dump truck, 
$1,285; Volkswagen Sun Roof, $1,175; 
Hillman coupe, $930. °52 Jaguar, $890. 
’51 Chevrolet %-ton panel, $140. °49 
Chevrolet %-ton pickup, $135. "47 Ford 
¥%-ton pickup, $250. °46 Chevrolet %-ton 
Pickup, $100. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 2.) 
(Market was strong on all cars in av- 
erage condition or better, The buyers all 
seemed to be passing rough cars. Sold 
215 cars out of 292 consignments.) 
BUICK—’57 RM Riviera, $2,950° (ps). °56 
Century Riviera, $1,860*°; Special Riviera; 
$1,820*, $1,800*, $1,700*. °55 Century 
Riviera. $1,320*. $1,315* (ps); Special 
Riviera, $1,055. '54 Super Riviera, $860*; 
RM 4-dr., $750° (ps); Special 2-dr., 
$710°. 

CADILLAC—’55 (62) 4-dr., $2,210* (ps). 

"54 coupe de Ville, $2, 110* (ps). 


CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
975*; Two-ten (6) 2-dr., $1,485. '56 Bel 
Air (8) 4-dr., $1,365*°; conv., $1,350*; 
Two-ten (8) 4-dr., $1,230, $1,160, $1,- 
140*; Two-ten_ (6) 2-dr., Bs 200, $1,105. 
"55 Bel Air (8) coupe, *: Two-ten 
(8) 4-dr., $910*, $895, $880; Two-ten (6) 
2-dr., $840, $675. °54 Bel Air coupe, 
$845°; 4-dr., $820°; conv, $725° (ps); 
Two-ten 2-dr., $645°, $630) $625*, $610. 

| CHRYSLER—’55 Impérial 4-dr., $1,915* 
(ps). "50 4-dr.. $175. 

DeSOTO—’56 Firedome 4-dr., $1,755* (ps). 
’53 Firedome 4-dr., $500° (ps). '51 4-dr., 


$125. 
DODGE—'56 Coronet coupe, $1,495*; 


1) 


2- 


(Continued on Page 44, , Col. 3 





LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 





MISSOURI 





AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 
Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
Sale every Friday: 10:30 a.m. 
Now .. . Two “— Selling . 
400 or More Cars... "in Half the Time.” 








NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — II O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
| Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—!0:00 A.M. 
Checks and Titles Guaranteed 





Phone Manheim 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


Crossroads 


- where they meet . . . buyers 


and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 


an ad in Automotive News. 
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Who'll Win? 


It’s possible that today’s carburetor designs have 
about run their natural course — what next? 
Pressurized carburetors? Mechanical fuel atomiza- 
tion? Or fuel injection? The considered opinion 
of most automotive engineers seems to favor fuel 
injection. And here the controversy begins. 
Fuel injection by itself is far from a new concept. 
Offie engines at Indianapolis have employed this 
principle for years. But to design and manufacture 
a fuel injection system consistent with the de- 
mands of economy both money-wise and mileage- 
wise for an American passenger car poses a num- 
ber of knotty problems. 
© How rapidly will the changeover to injection 
occur? 
© What are its implications to the motorist? 
© Will fuel injection improve gasoline econ- 
omy? 
© How will injection affect horsepower? 
@ How much will fuel injection equipment 
cost? 
@ Will it be pulsating (timed) injection or 
continuous flow? 
And after these questions are answered, the Ameri- 
can manufacturer still finds the practical problem 
of “how to build a good injection system cheap.” 
As long ago as May 30, 1955, AUTOMOTIVE 
NEWS in its special engineering section carried a 
complete and authoritative article which spelled 
out in detail the problems, prospects and poten- 
tialities of fuel injection for the U. S. passenger 
car market. This is just another example of how 


The fight over fuel 
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injection 


AUTOMOTIVE NEWS has been able, over the 
years, to keep its readers ahead of the fast- 
changing and highly competitive automotive in- 
dustry. 

To bring this news—each week while it still is 
news—to 44,000 paid subscribers* takes 14 experi- 
enced full-time editors and 106 field correspon- 
dents constantly in touch with manufacturers, 
dealers, regional representatives and service men. 
It’s hardly surprising then that in 32 years of 
publishing, AUTOMOTIVE NEWS has come to 
be regarded by automotive men as their newspaper 
of the industry. 

Why not inquire about how AUTOMOTIVE 
NEWS has helped boost the sale of many other 
products, and may be able to do the same ‘or 
yours? Simply get in touch with your nearby 


The most influential publication in the automotive industry. 


The Newspaper 
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Dealers Ready for Spring Merbet --: ; 
[SESE |New Stocks Rise to 729,000 
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Shown is an Electrojector set-up which replaces carburetor 
and controls engine by timed electrical signals. Developed 
by Bendix Aviation Corporation. 


AUTOMOTIVE NEWS representative and ask 
him to call, at your convenience, of course. He 
can show you how to take advantage of AUTO- 
MOTIVE NEWS’ big 2-market coverage . . . 
coverage of both automotive manufacturing execu- 
tives and the buying influences in 28,000 car 
dealerships. 
* 86% of AUTOMOTIVE NEWS’ readers annually re- 
new their subscriptions at the regular $8 rate. No pre- 


miums, cut rates or special inducements are ever 
offered. 
a > > 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


of the Industry 
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Used-Car Auction Prices 





(Continued from Page 42) 


$1,160*. °55 Coronet coupe, $1,195°, 
$500: Royal coupe, $1,135*. 
FORD-—’57 Retractable Hardtop, $2,850* 
(ps); Fairlane (8) 500 Victoria, $2,205*; 
4-dr.. $2,205* (ps), $2,130° (ps), $2,- 
075*; Custom 2-dr., $1,595; Ranch Wag- 
on $1, 785°. '56 Fairlane (8) con?., $1,- 
500*; Victoria, $1,545%; 2-dr., $1,405*, 
$1, 375*, $1, 340°, $1,325*; Main "(6) 2-dr., 
$905. °55 Custom (8) 2-dr., $1, 000*, 
$925*, $915*, 3 at $905, $890°. $8380. 
KAISER—’ 53 4-<ir., $320°. 
LINCOLN—’52 Capri 4-dr., $320°. 
MERCURY—’57 Montclair Hardtop, $2,- 
475*. '56 Montclair coupe, $1,660* (ps); 
Custom station wagon, $1,795; Medalist 
2-dr., $895. '55 Montclair coupe, $1,435°, 
$1,400*; Monterey 4-dr., $1,100*°, ‘53 
2-dr., $405°. 

NAS — '54 Ambassador Country Club, 
$925*; Rambler station wagon, 5. 
OLDSMOBILE — '56 (88) Super Holiday, 
$2,000* (ps), $1,880* (ps); (98) Holiday, 
$1,955* (ps). °55 (98) Holiday, $1,630° 
(ps); (88) Holiday, $1,490°. ‘54 (88) 
Holiday, $1,260*; 4-dr., $1,105* (ps). ‘53 
2-dr., $580°, $560°. "52 Holiday, $495°. 
PLYMOUTH—'57 Savoy (8) 4-dr., $1,730°. 
"56 Plaza (6) station wagon, $1,190; 
Savoy (8) 2-dr., $1,285*, $1,160. "55 Bel- 
vedere (8) conv., $1,055* (ps); coupe, 
$985*; Savoy (8) 4-dr., $870, $860, $845. 
"54 Belvedere coupe, $690°. ‘53 conv., 

$575". 
PONTIAC—’56 Chieftain Catalina, $1,605* 
(ps), $1,570° (ps). 55 Star Chief Cata- 





- 


‘ my 


$1,400°; 
2-dr. 


lina, 
480°; 
$550*. °52 Chieftain +e. $225*. 
dr., $235*, $175*. 

STUDEBAKER—’55 Champion 2-dr., 
’54 Commander station wagon, 
$775*; 2-dr., $745*. '53 2-dr., $400*. 
4-dr., $210*, '51 4-dr., $115°*. 

WILLYS—’53 station wagon, $400. 

MISCELLANEOUS—'55 Volkswagen 2-dr., 
$1,185. °54 Metropolitan, $690. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Fri- 
day. Prices are for sale of Aug. 2.) 





DODGE—’57 Coronet $2,475* 
(ps). '53 4-dr., $530. 

FORD—’'57 Retractable 2-dr., $2,980* (ps); 
Fairlane (8) 4-dr., $2,205*, ’56 Fairlane 
(8) Country sedan, $1,750* (ps); Custom 
(8) 4-dr., $1,225*, $1,150. °55 Custom 
(8) 4-dr., $1,015, $890. ’54 Custom (6) 
2-dr., $560; Main (8) 4-dr., $405. °53 
Victoria, $635*. 52 club coupe, $400. ’51 
Victoria, $250*. °50 conv., $125. 

HUDSON—’S4 Hornet club coupe, $460*. 
"53 4-dr., $250°. ‘'52 4-dr., $225°. °50 
4-dr., $100. 

MERCURY—’56 Monterey 4-dr., $1,730°*. 
"53 4-dr., $650*. °52 4-dr., $390", $335. 
OLDSMOBILE — (88) "a-dr., $1,375°*, 
$1,350* (ps). °54 (98) 4-dr., $1,055* 
(ps). °53 (98) Holiday, $810* (ps). °52 

4-dr., $340°. 

PLYMOUTH—’57 Savoy (8) 2-dr., $2,090*. 
"54 Belvedere (6) 4-dr., $625* (ps), $540. 
’53 Plaza 2-dr., $450; "4a-dr., $425. 

PONTIAC—’55 Star Chief conv., 
(ps). °54 4-dr., $610*. '53 4-dr., 

WILLYS—’'48 Jeep, $420. °47 Jeep, $310. 
"46 Jeep, $250. 

MISCELLANEOUS—’56 Ford %-ton pick- 


(8) conv., 





Model Breakdown 
Of Auction Averages 

















Aug. 1957 July June 
Model To Date 1957 1957 
1957. .. $2,180 $2,213 $2,198 
1956 1,527 1,553 1569 
1,202 1,171 
349 
553 
359 
249 
192 

Overall 
Average $ 874 $ 391 $ 893 








BUICK—’56 Special coupe, $1,750* (ps). up, $885. 54 Ford %-ton pickup, $645.| CHEVROLET—’55 Bel Air Hardtop, $1,- 
’55 Super coupe, $1,400*° (ps). '54 Cen- ’53 Chevrolet %-ton pickup, $570. °51 380°; Two-ten 2-dr., $1,035; station 
tury coupe, $1,075* (ps). °53 Super Chevrolet %-ton pickup, $300. °46 Chev- wagon, $1,000; One-fifty 2-dr., $765. "54 
coupe, $595*. °52 Super 4-dr., $380*, rolet %-ton pickup, $135. Bel Air 2-dr., $860; station wagon, $860; 
$310°. 51 Super coupe, $285*. °50 Spe- Two-ten 2-dr., $595, $500. '53 Bel Air 
cial 4-dr., $125*. BUFFALO 2-dr., $625; Hardtop, $585*; Two-ten 

CADILLAC—’57 (62) conv., 2 at $4,300* 2-dr., $635; 4-dr., $515, $510, $440. °52 
(ps). °56 coupe de Ville, $3,850° (ps). (Thruway Auto Auction, Inc. Sale every 2-dr., $165. °51 4-dr., $210*. 

"55 coupe de Ville, $3,025* (ps), $3,000* | Monday. Prices are for sale of Aug. 5.) DODGE—’53 4-dr., $405. ‘52 Coronet 4- 
(ps). ’54 (62) coupe, $2,125* (ps). °53 (Bolling, bubbling, banging action over- r., $225*, $145. 

coupe de Ville, $1,545* (ps); (62) coupe,| flowed our Monday sale. The mixtare of | FORD—'56 Fairlane (8) Hardtop, $1,510° 
$1,530* (ps). 108 entries and 71 sales is positive proof (ps). °55 Fairlane 4-dr., $1,075; Custom 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,-| of the healthy used-car situation In our 2-dr., $860. °54 station wagon, $960; 2- 
325°, $2,300° (ps). "56 Bel Air (8) 4-| area.) r., $455. ’53 conv., $760; station wagon, 
dr., $1,800*°. ’55 Bel Air (8) 4-dr., $1,- | BUICK—’55 Century station wagon, $1,625*° $640; 2-dr., $350, $325; 4-dr., $350. "52 
295*, $1,045°. °54 Two-ten 2-dr., $675*; (ps). °54 Century 4-dr., $800° (ps); 2- station wagon, $405. °51 conv., $140. 
coupe, $660*. '52 4-dr., $320°. "51 4-dr., dr., $610. "53 RM 4-dr., $600° (ps). "50 | HUDSON—’52 Wasp 4-dr., $130. 
$115. '49 2-dr., $100. Super 2-dr., $110*. MERCURY—’S4 Custom 2-dr., $860*. °53 

CHRYSLER—'56 Windsor 4-dr., $2,100* | CADILLAC—’'51 (62) 4-dr., $670*, $305°. Monterey Hardtop, 2 at $665°, °52 Hard- 
(ps). "52 NY 4-dr.. $405* (ps). "50 (62) Hardtop, $520*. top, $535. 
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Pete Penn helps you 
GET MORE OIL PROFITS 
WITH PENNSYLVANIA 


MOTOR OIL 


You’re a car-maintenance expert when 
you recommend a brand of Pennsyl- 
vania Motor Oil to your oil-change cus- 
tomers. Customers will thank you for 
extra oil mileage and less engine wear. 


Made from the world’s finest crude, 
Pennsylvania Motor Oil is the out- 
standing lubricant for the fast-moving, 
close-fitting parts in today’s high- 


compression engines. Suggest a refill 
with Pennsylvania. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 
MOTOR OIL 












IN 1957... 
96,500,000 MESSAGES 


by Pete Penn in these leading national magazines will 
be selling car-owners on Pennsylvania Motor Oil. Your 
suggestion to “refill with Pennsylvania” will help you 
capitalize on Pennsylvania’s superior reputation, main- 
tained through 34 years of consistent advertising. 


100°. PURE 





NASH—’54 Rambler station wagon, $335. 
"53 2-dr., $205. "52 4-dr., $190, $140°, 
$130; Rambler Hardtop, $200, 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
390° (ps). "54 (38) Super 4-dr., $1,165*. 

PACKARD—’53 2-dr., $235*. 

PLYMOUTH—’53 Cranbrook 2-dr., $430, 
$400; 4-dr., $360. °51 Hardtop, $265. 

PONTIAC—’56 Chieftain 2-dr., $1,200. ’53 
Chieftain conv., $600* (ps). "52 2-dr., 
$180*, $160. 

STUDEBAKER—’53 4-dr., $345*; 


2-dr., 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 6.) 
(Seld 293 cars out of 403 consign- 


ments.) 

BUICK—’'5T Century Riviera, $2,630* (ps); 
4-dr., $2,600* (ps). "56 RM Riviera, 1,- 
995° (ps); Super, $1,950° (ps); Century, 
$1,835* (ps), $1,740* (ps); Special, $1,- 
775* (ps). °55 Super coupe conv., $1,465* 
(ps); Special coupe conv., $1,370* (ps), 
Riviera, $1,245*. *54 RM Riviera, $1,110* 
(ps); Super, $1,070* (ps), $905*, coupe 
conv., $865*; Special Riviera, $1,020* 
(ps), $925* (ps). °53 Super Riviera, 
$765* (ps), $655*, $645°, $625°, $510*, 
ih $495*, $475*. °52 RM Riviera, 


CADILLAC—'ST (62) conv., $4,715* (ps); 
coupe, $4,045* (ps). °56 coupe de Ville, 
$3,345* (ps), $3.265*; (60) Special 4-dr., 
$3,125* (ps). °55 (62) 4-dr., $2,250° 
(ps), $2,140* (ps). "54 (62) conv., $2,- 
335° (ps), 2 at $2,260* (ps). 
4-dr., $955*; (60) Super, $710* (ps). 
(62) 4-dr., $500*. °51 (62) 2-dr., $655* 
(ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
100° (ps); conv., $1,995"; Two-ten (6) 
4-dr., $1,985°, $1,665*; Two-ten (8) 4- 
dr., $1,850°; 2-dr.. $1,790. "56 Bel Air 
(6) 4-dr.. $1,305*;: Two-ten (6) 4-dr., 
$1,265*, $1,250*; 2-dr., $1,200, $1,185. 
"55 Bel Air (8) 2-dr., $1,225, $1,150; 
conv., $1,170*, $1,130*; Two-ten (8) 2- 
dr., $1,050*; Two-ten (6) 2-dr., $1,015*, 
$925. ‘54 Bel Air 4-dr.. $850* (ps); 
conv., $735*; Two-ten 2-dr., $830, $700; 
4-dr., $680, $655; station wagon, $755; 


One-fifty 2-dr.. $690*. "53 Two-ten (8) 
2-dr., $625, $455, $315; 4-dr.. $585*, 
$350*, $300°; Bel Air 4-dr., $575, $555, 
oo One-fifty 2-dr., $210. ‘52 2-dr., 
CURYSLER—'s5 Windsor 2-dr., $1,720* 
(ps); 4-dr., 8. 450*, $1,410*. 
56 Firedome 4-dr., $1,610*. °53 
Firedome 4-dr., $500* (ps). 
DODGE—'55 Royal (8) 2-dr., $1,355*, $1,- 
200°. "53 Coronet 4-dr., $365°. 


FORD—'57 Fairlane (8) "500 Hardtop, $2,- 
790°; 4-dr., $2,185; 2-dr., $1,950* (ps). 
"56 Thunderbird, $2,305* (ps); Fairlane 
(8) Victoria, $1,650, $1,645*; conv., $1,- 
600°; 4-dr., $1,590° (ps), $1,575°. $1,- 
480°; 2-dr., $1,300*; Custom (8) Ranch 
Wagon, $1,385°; 2-dr.. $1,225. $1,135; 
4-dr., $1,175; Custom (6) 2-dr., $970. 
"55 Fairlane (8) Victoria, $1,375*, $1,- 
350. $1,240*°; Country sedan, $1,295, 
$1,070*; conv., $1,270*: 2-dr.. $1,050: 
Custom (6) 2-ar., $930°, $700: Custom 
(8) 2-dr., $920°; 4-dr., $830. "54 Main 
(6) 4-dr., $545; 2-dr., $515; Crest (8) 
4-dr.. $505°. ‘53 Crest (8) Victoria, 
$705*; Main (6) 4-dr., $390. "51 Vic- 
toria, $400°. 

$960*. °53 


HUDSON—'55 Hornet 4-dr., 
Wasp 4-dr., $305*. 

LINCOLN —'56 Premiere coupe, $2,400* 
(ps). "53 Capri 4-dr., $865* (ps). 

MERCURY—'56 Montclair 2-dr., $1,525* 
(ps); Monterey 4-dr., $1,500*. °55 Mon- 
terey 2-dr., $1,295*: 4-dr., $1,085* (ps); 
Custom 4-dr., $950*; 2-dr.. $8S0*. "54 
Monterey conv., $820*; 4-dr., $805*. ‘53 
Custom 4-dr., $700*, $675", $645°; 2- 
dr., $625* (ps), $580°. ‘52 4-dr., $220*. 
"51 4-dr., $240*, $220*, $200*. 

NASH—'55 Cross Country station wagon, 
$1,140*° "53 Statesman 2-dr., $700*; 
Country Club, $620*; 4-dr., $480*. 

OLDSMOBILE — '57 (88) conv., $2,500* 
(ps). °56 (98) Holiday, $2,300* (ps); 
(88) Super 2-dr., $1,995* (ps); (88) 2- 
dr., $1.810* (ps); Holiday, $1,800* (ps). 
*55 (98) Holiday, $1,715* (ps), $1,600* 
(ps); (88) Holiday, $1,500* (ps), $1,435* 
(ps); 4-dr., $1,210*. °54 (98) Holiday, 
$1,420* (ps): conv., $1,335*; 4-dr., $1,- 
225° (ps). "53 (98) Holiday, $900*; (88) 
Holiday. $715; 4-dr., $635* (ps). "51 (88) 
4-dr.. $405*, $200°*. 

PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,- 
480*; Savoy (8) 4-dr., $1,235*; Suburban 
station wagon, $1,095. "55 Belvedere (8) 
conv., $1,170* (ps); 2-dr., $1,115*; 4-dr., 
$985, $845, $800; Savoy (8) 4-dr., $1,- 
000°, $775, $740; Plaza 2-dr., $690, $675. 
"54 4-dr., $870; Suburban station wagon, 
$720. '53 2-dr., $450 

PONTIAC—’'57 Star Chief 2-dr.. $2,200* 


(ps). '56 Star Chief 4-dr., $1,825* (ps). 
’55 Star Chief Catalina, $1,335*: 2-dr., 
$1,235° (ps); Chieftain 2-dr., $1,285*. 
"54 Chieftain 4-dr., $515*. ‘53 Chieftain 
Catalina, $815* (ps), $770*, $675*, 
$570*, $545*; 4-dr., $605*; $510*; 2-dr., 
$350. °51 4-dr., $235*. 
RAMBLER—’56 4-dr.. $1,450*. 


STUDEBAKER—’57 Golden Hawk Hard- 
top. $2,375* (ps). "53 2-dr., $410*; 4-dr., 


$245. 
MISCELLANEOUS—’54 Hillman Minx 4- 
dr., 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday and Thursday. 
Prices are for sale of July 25 and 30.) 
BUICK—’'57 Special Riviera, $2.365*. °56 

Century station wagon, 2.360* (ps); 

Special Riviera, $1,750*. ‘55 Century 

Riviera, $1.495*, $1.450*° (ps). "54 RM 

2-dr., $1,205* (ps); Century Riviera, $1,- 

200° (ps). °53 Special Riviera, $425*. ’52 

RM Riviera, $375* (ps). 51 Super Rivi- 

era. $205*. '50 Riviera, $180*. 
CADILLAC—’57 Eldorado Seville, $5.325* 

(ps). $5,035* (ps); (62) sedan de Ville, 

$4,895* (ps); coupe de Ville, $4,750° 

(ps); coupe, $4,535* (ps). '56 coupe de 

Ville. $3.650* (ps), $3,635* (ps): conv., 

$3.600* (ps); club coupe. $3,200* (ps). 

"55 coupe de Ville, $2,950*° (ps); (62) 

coupe. $2,685* (ps); conv., $2,480* (ps), 

$2,450* (ps): 4-dr., $2,350* (ps). °54 
coupe de Ville, $2,450* (ps), $2,415* 

(ps), $2.095* (ps); 4-dr., $2,000* (ps); 

(60) 4-dr., $2,100* (ps), $2,000* (ps). 

"53 conv., $1,375* (ps), $1,350° (ps), 

$1,225* (ps); 4-dr., $1,100* (ps). "51 

4-dr., $700*; 2-dr., 3$585*. °50 coupe, 

$658*; 4-dr., $430*, "49 4-dr.. $265*. "48 

coupe, $425*; conv., $305. 
CHEVROLET—’57 Bel Air (8) Nomad sta- 

tion wagon, 2 at $2,600* (ps); conv., 
$2.250 (ps); Sport coupe, $2,235*, $2,- 
200°; 4-dr., $2,090*; Bel Air (6) 2-dr., 
$1,750; One-fifty (8) 4-dr., $1,660*. °56 
Corvette Hardtop, $2,780*,' $2,700*, $2,- 
700, $2,690*; Bel Air (8) Sport sedan, 


(Continued on Page 45, Col. 1) 











pl a E ae i a ee Be a Se gas aad eR al +> 4046060 2d we kh eee 


zs 


we 





L10* 


ille, 
250% 


50: 





) 


—- o>. 


a, -. 








Used-Car Auction Prices 





(Continued from Page 44) 






















$1,790*, $1,750*, $1,740*; 4-dr., $1,725*, 
$1, 670°" $1,565; ‘Two-ten (8) Sport coupe, 
$1, 680°: station wagon, 2 at $1,595; 
Delray coupe, $1,535*, $1,525, $1,465: 
4-dr., $1,510*; 2-dr., $1,425*, $1,400, 
$1,265, $1,225. °55 Bel Air (8) station 
wagon, $1,740*, $1,695*; Sport coupe, 
$1,585*, $1,555, $1,520* (ps), $1,430*, 
$1,275; 4-dr., $1,450*, $1,335*; conv., 
$1,415*; 2-dr., $1,405*; Bel Air (6) 2- 


dr., $1,060*; Two-ten (8) coupe, $1,205*. 
’54 Bel Air 4-dr., $910*; One-fifty Utility 
sedan, $725; 4-dr., $580; Two-ten 4-dr., 


$595. °53 Two-ten coupe, $700, $595; 
2-dr., $550* (ps); Bel Air 2-dr., $670; 
4-dr., $500*; One-fifty 2-dr., $450, $410; 
4-dr., $375. '52 4-dr., $320. °51 sedan, 
$480; 4-dr., $350; conv., $315; 2-dr., 
$275*. '50 sedan, $350; 2-dr., $320, $245, 
$225; coupe, $280; 4-dr., $265; $210, 
$195. °49 4-dr., $150. 


CHRYSLER—’57 Imperial LeBaron, $5,- 


000* (ps); Crown, $4,550* (ps), $4,540* 
(ps). °56 NY conv., $2,500* (ps); St. 
Regis Hardtop coupe, $2,295* (ps). ’52 


4-dr., $245*. °49 station wagon, $245*. 

DeSOTO—’'52 4-dr., $375. 

DODGE—’57 Royal (8) Lancer Hardtop, 
$2,435*. '55 Royal (8) Lancer Hardtop, 


2 at $1,290*. °53 Coronet (8) 4-dr., 


$445. 

FORD—’57 Fairlane (8) 500 Skyliner, $2,- 
915*; Victoria, $2,245* (ps), $2,055*; 
Town sedan, $2,150*; Country sedan, 
$1,975; Fairlane 500 (6) Victoria, $1,- 
940*, °56 Thunderbird, $2,800* (ps), $2,- 
675*, $2,435; Fairlane (8) Victoria, $1,- 
780* (ps), $1,740* (ps), $1,725* (ps), 
$1,635* (ps), $1,560*, $1,525*. 55 Thun- 
derbird, $2,350* (ps); Country sedan 
station wagon, $1,690*, $1,530%; Fair- 
lane (8) Crown Victoria, $1,500* (ps), 
$1,355*, $1,350*, $1,335*; club sedan, 
$1,215*, $1,205*, $1,125*; 4-dr., $1,200*; 
Custom (8) 4-dr., $945, $935, $925. ‘54 
Crest (8) Victoria, $1,025*; Country 
Squire, $940* (ps), $935, $800*; conv., 
$770* (ps); Custom (6) 4-dr., $635. "53 
Victoria, $710*, $625*; 4-dr., $585, 
$575*; 2-dr., 5§75*, $525; conv., $505; 
club coupe, $470, $440; Main 2-dr., $365. 
’52 Victoria, $485°, $450*; conv., $440. 
51 2-dr., $325*, $310; 4-dr., $245; Vic- 
toria, $245. "50 2-dr., $275; 4-dr., $230. 
’47 club coupe, $100. 

LINCOLN — '57 Premiere coupe, $3,950* 
(ps). °56 Premiere 4-dr., $3,290* (ps); 
coupe, $2,960* (ps). ‘55 Capri coupe, 
$1,700* (ps). °54 Capri coupe, $1,250* 
(ps), $1,000* (ps); Cosmopolitan coupe, 
$955 

MERCURY—’57 Monterey Hardtop, $2,- 
435*: coupe, $2,320*; Montclair 4-dr., 
$2,390* (ps). '56 Montclair conv., $1,- 
605*. °55 Monterey coupe, $1,380* (ps). 
’54 Monterey 4-dr., $610°. "53 Monterey 
coupe, $810, $800*, $625*; Custom Sport 
coupe, $655°*. 

OLDSMOBILE—’56 (98) Holiday, -$2,400* 
(ps); (88) Super Holiday, $2,070*; (88) 
Holiday coupe, $2,050° (ps). "55 (88) 


Super Holiday, $1,735* (ps), $1,725* 
(ps); (88) Holiday, $1,475* (ps), $1,- 
475*; 4-dr., 1,385*, '54 (88) Super Holi- 
day, $1, 350° (ps). °53 (98) conv., $845* 
(ps); (88) Super Holiday, $685°; (88) 
Holiday, $555*. ‘52 (88) Holiday, $600* 
(ps); 2-dr., $295*; 4-dr., $275*. °51 (88) 
4-dr., $375*. '50 4-dr., $155*, $120. 
PACKARD — '55 Patrician 4-dr., $1,420° 
(ps). '51 sedan, $245; 4-dr., $150*. 


Belvedere (8) station 
wagon, $2,900*. 55 Belvedere (8) 4-dr., 
$1,200*, $1,150*, $1,075; Savoy (6) club 
sedan, $1,015; Plaza (6) station wagon, 


PLYMOUTH — °57 


$980; 4-dr., $525°. °54 Plaza station 
wagon, $645. ‘53 station wagon, $580; 
4-dr., $245. ‘52 4-dr., $200. °51 coupe, 


$150. '49 4-dr., $185. 
PONTIAC—’57 Chieftain Catalina, $2,240*, 


$2,225*. °56 Chieftain station wagon, 
$1,530*. 55 Star Chief Catalina, $1,325*, 
$1,275*; Chieftain Catalina, $1,315*. °54 
Chieftain 4-dr:, $540. °53 2-dr., $430. 
"52 4-dr., $180. °51 2-dr., $275*; 4-dr., 
$140. ‘50 conv., $165. 

RAMBLER—’55 Rambler Cross Country, 
$1,500*, $1,295°. 

STUDEBAKER—’57 Golden Hawk Hard- 


top, $2,385* (ps). "55 Commander coupe, 
$1,015. °54 Commander coupe, $795, '53 
Starliner, $420. 

WILLYS—'48 station wagon, $275. 

MISCELLANEOUS—’57 Jaguar coupe, $2,- 
400; Volkswagen 2-dr., $1,650. °56 Metro- 
politan coupe, $1,120; Mercedes-Benz, 
$2,750; Volkswagen Sunroof, $1,550, $1,- 
410; 2-dr., $1,515; Hillman Husky, $985, 
$745; Powell pickup truck, $485; Ford 
F-100, $1,000. ’55 Chevrolet %-ton pick- 
up, $1,105, $1,000; Ford F-100 pickup 
truck, $865; International %-ton pickup 
truck, $850. °53 Chevrolet %-ton pickup, 
$670, $660; Delivery truck, $250. ‘49 
Ford pickup, $325, $240. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 7.) 
(More buyers than cars. Colonel 
Reisch’s auctioneering school here 
brought in dealers and would-be aution- 


-) 

BUICK — '56 Super 4-dr., $1,860* (ps); 
Riviera, $1,785* (ps). 5S. Super Riviera, 
$1,425* (ps); Century sedan, $1,585* 
(ps). 53 Super Riviera, $575*; RM 4-dr., 
$545*; Special 2-dr., $480. ’51 RM 4-dr., 
$210*. 

CHEVROLET—’56 Two-ten (6) 4-dr., $1,- 
250, 2 at $1,210. °55 Two-ten (8) 4-dr., 


$995*; Two-ten (6) 4-dr., $825. '53 Bel 
Air 4-dr., $710* (ps), $665, $610, $600; 
Two-ten conv., $675; One-fifty 2-dr., 
$415. '52 4-dr., $365. ‘51 4-dr., $275. 

CHRYSLER—’55 Windsor 4-dr., $1,265* 
(ps). °54 NY 4-dr., $1,080* (ps). 

DeSOTO—’55 Firedome (8) 4-dr., $1,375*; 
Sport coupe, $1,330*. 

DODGE—’56 Coronet 4-dr., $1,450*. °55 
Royal 4-dr., $1,255* (ps); Coronet (8) 
Hardtop, $1,185*; 4-dr., $1.115. ’54 
Meadowbrook 4-dr., $525. ‘51 conv., 


$200. 


FORD—’57 Country sedan, $2,250*; Cus- 


tom 2-dr., $1,770*. °56 Custom station 
wagon, $1,555*; 4-dr., $1,370*; 2-dr., 
$1,270*, $1,220*; Fairlane (8) 4-dr., $1,- 
520* (ps), $1,400*; 2-dr., $1,310*; Main 
(6) 4-dr., $955. ’°55 Fairlane (8) Victoria, 
$1,405*, $1,300; conv., $1,120*; Custom 
(8) 4-dr., $1,185, $1.080, $865*. °54 Cus- 
tom 4-dr., $600. '53 Victoria, $750* (ps); 
4-dr. $575. 


HUDSON—'55 Hornet 4-dr., $1,025*. °53 
Jet 4-dr., $335. 
LINCOLN—’49 Sport sedan, $160*. 


MERCURY—’55 Monterey 4-dr., $1,510*; 


4-dr., $800*. 
CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
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$200. 49 4-dr., $155. 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 7.) 
"56 Two-ten Hardtop, $1,555*; 2- (Sold 


- ya 
a 
_ pe 
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CADILLAC—'56 conv., 


Firedome 4-dr., 
"51 Deluxe Sport coupe, $225. ‘50 Deluxe 
204 out of 403 consignments.) 4-dr., 


dr., $1,365*; 4-dr., $1,300; One-fifty | BUICK—’56 Special Sport coupe, $1,850*. | DODGE—’56 Custom Royal Sport cou 
2-dr., $950; Bel Air 4-dr., $1,400*, $1,- "55 Century Sport coupe, $1,650* (ps); $1,965*. °52 Wayfarer "D-ar.. $235. "St 
110. '55 Two-ten station wagon, $1,325*; RM Sport coupe, $1,550° (ps); Special a 4-dr., $255, $165. "49 4- 
2-dr., $875; Bel Air 4-dr., $1,075; One- Sport coupe, $1,560*, $1,290*; 4-dr., $1,- $220. 

fifty 2-dr., $820. °54 Bel Air Hardtop, 160°. °52 Super Sport coupe, $575*; Spe- rob. 57 Fairlane 500 (8) Victoria, $2,- 
$800*; One-fifty station wagon, $700. °53 cial 4-dr., $415*. °51 Super 4-dr. $350°. 350* (ps), $2,205*; 4-dr., $2,250° (ps); 
conv., $600. ‘52 4-dr., $370; 2-dr., $165. "50 Special 4-dr., $125. °49 Super 4-dr., Country sedan, $2,355 (ps). "56 Custom 
51 coupe, $330*; 4-dr., $180. °50 4-dr., $165*. (8) 6 pass. station wagon, $1,755*, $1,- 


$3,405" (ps). °55| 730°, $1,650*; Ranch Wagon, $1, "695°; 


—> Suburban station wagon, $1,- s.! coupe, 2,606* (ps). '54 (62) 4-dr., 2-r., $1,150; ‘Faietane ig Ba 4-dr., e ,665* 

" , 9 * (ps); Coronet coupe, $1,570*; Royal .030* (ps), $1,960* . ‘51 conv., Ps); conv., ; 2-dr. 1, 570° ; 

we, 2-dr., $1,020. °53 Custom 4-dr., rica, $1,500°. °54 4-dr., $390*. $595°; (62) 4-dr., $580*. "49 (62) 4-dr., Caster Vietorte, (8), $1,650, ‘0s Custom 

. — '57 Fairlane (8) 2-dr., $1,820*; 10° (ps). ) r., 5*; Fairlane (8) 

OLDSMOBILE—’57 (98) Holiday, $3,050*| Custom 4-dr., $1,785* (ps); 2-dr., $1,-| CHEVROLET — ‘57 Bel Air (8) Sport| 2-4r., $1,115*, $1,050. 54 Custom (8) 

(88) 4-dr., 2 at $2,500°; 2-dr.,| 495. '56 Country sedan, $1,620*; Fair-| coupe, $2,280*, $2,270*, $2,185; 4-dr. 4-dr., $795; Country sedan, $945. °53 

55 (98) 4-dr., $1,300. '54 (88) lane (8) Victoria, $1,535*; 4-dr., $1,360*; Hardtop, $2,280*; 4-dr., $2,170* (ps); Custom (8) Victoria, $870; Ranch Wag- 

Super 4-dr., $1,260. 52 (98) 4-dr., $310*.| Main 2-dr., $990. '55 Fairlane (8) 4-dr.,| 4-dr. station wagon, $2,280; Two-ten (8)| OM, $835; 2-dr., $715*, $690°; 4-dr., 

PACKARD—’'55 Clipper 4-dr., $1,205*. $1,220*; 2-dr., $1,090; Custom 4-dr., 4-dr. station wagon, $2,200, $2,180; 2-| $540. "52 (8) Victoria, $415. ’51_ (8) 

PLYMOUTH — ’57 Plaza (6) club sedan,| $970*, '$930*; 2-dr.. $770. °'54 Custom| dr., $2,195*; (6) 2-dr. station wagon,| COMY., $320*; 4-dr., $270; (6) 2-dr., 

y 55 Plaza station wagon, $875.| 2-dr., $510; 4-dr.. $470*; Main 4-dr.,| $2,025; Delray (8), $1,995*. "56 Bel Air| $270, $245. "50 (6) conv., $190; 4-dr., 
53 Cranbrook 4-dr., $410. $500. ’53 4-dr., $460; coupe, $365; 2-dr.,| (8) station wagon, $1,945*: 4-dr. Hard- |. $165. 

PONTIAC—'56 Chieftain station wagon, | $340. '52 coupe, $450°. "51 coupe, $330;| top, $1,930°; Sport coupe, §$1,885*; Two- HUDSON—’52 Hornet 4-dr., $195*. 
$1,650*. °55 Chieftain 4-dr., '54| 4-dr., $325. 50 club coupe, $285; 2-dr.,| ten (8) 4-dr. station wagon, $1,645, $1,- | “{NCOLN—'55 Capri conv., $1,650* (ps). 
Star Chief 4-dr., $965* (ps). $205; 4-dr., $225. 600; 4-dr., $1,515, $1,480*, $1,345. °55 54 Capri Sport coupe, $1,350° (ps). '53 

STUDEBAKER—’52 2-dr., $305°*. MERCURY—’57 Montclair Hardtop, $2,-| Bel Air (8) 4-dr. station wagon, $1,620*: ns Sport coupe, $705* (ps). "S51 4- 


$1,- » $275°. 


WILLYS—’56 Jeep, $975. 480°. '55 Monterey Hardtop, $1,285*. °54 conv., $1,606*; Sport cou $1,600° 
MISCELLANEOUS—’54 Ford %-ton pick-| 2-dr., $685. °51 club coupe, $160; 4-dr., 505° (ps), $1,570": an. $1,465*, $1,- MERCURY _’57 Montclair Sport coupe, $2,- 
$595. °53 Chevrolet %-ton pickup, $130°. 305*; Two-ten (8) 4-dr. station wagon, 830° (ps). °56 Monterey Sport coupe, 
; OLDSMOBILE—’55 (98) 4-dr., $1,600*. $1,545*, $1,400; (6) 4-dr., $1,095*, $935.| $1.865*. °55 Montclair conv., $1,445* 
PLYMOUTH—'56 Plaza 4-dr., $1,000. "54/ ‘54 Bel ir 2-dr.. $845; Two-ten 4-dr., (ps); 4-dr., $1,305*; Custom 4-ar.,’ $1,- 
VALDOSTA. GA. Savoy 4-dr., $675; coupe, $530. '53 Cam- $770*, $695*; 2-dr. §835°. "53 Bel Air| 20°. "54 Monterey Sport coupe, $1,130*, 
° bridge 4-dr., $350. °52 Cranbrook 4-dr.,| 4-dr.,’ $705; ‘Two-ten 4-dr., $675*; Bel| $995* (ps). "53 Monterey 4-dr., $540*: 

(Tom Hewitt Auto Auction, Sale every| $260. 50 2-dr., $100. Air 2-dr., $585. "52 SL Deluxe 4-dr.,| 2-4r., $475. ‘51 conv., $395°, $296¢, 
Friday. Prices are for sale of Aug. 9.) PONTIAC—'55 Chieftain Hardtop, $1,310*. $570, $405; 2-dr., $510*, $500, $435. ‘51 255°. 

(A Red Hot sale. Got the high dollar "53 coupe, $525*. ‘52 4-dr., $300*. Deluxe 2-dr., $410*, $375*, $310; conv., | OLDSMOBILE —'56 (88) 4-dr. Hardtop, 
for clean cars this week, Sold 80 percent | STUDEBAKER — ‘54 Champion station| $345, $255: 4-dr., $220, $105. ‘50 Deluxe| $1,895. "55 (98) Sport coupe, $1,770* 
of consignments. ) wagon, $700. ‘53 4-dr., 310. °50 2-dr., 4-dr., $210; 2-dr., $245, $135. °48 Deluxe (ps); conv., $1,705*; 4-dr., $1,595*; Su- 
BUICK—’57 RM Hardtop, $3,200* (ps); $200; 4-dr., $160. 4-dr., $115. per (88) 2-dr., $1,535° (ps). °54 (98) 4- 

Super 4-dr., $3,040*; Special Hardtop, | MISOELLANEOUS—’57 Ford %-ton pick-| CHRYSLER —‘'56 Windsor Sport coupe,| 4f., $1,430*. °53 Super (88) 4-dr., $850° 
$2,360* (ps). '56 Special conv., $1,740* up, $1,400. °54 Chevrolet pickup truck, $2,215* (ps), $2,065* (ps). °55 NY Sport (ps). "52 (98) 4-dr., $550*, °51 (98) 4- 
55 Special Hardtop, $1,360*. °54| $370. coupe, $1,780* (ps); Windsor Sport r., $225°. 
Super 4-dr., $900*. '52 Super 4-dr., coupe, $1,395. "51 Windsor Sport coupe, | PACKARD—'55 Panama Sport coupe, $1,- 
: RM 4-dr., $375*. SEATTLE WASH $380°. 410° (ps). "51 (200) 4-dr.. $185*, 
CADILLAO—'54 (62) 4-dr., $1,850*, °51 * “9 . DeSOTO—'55 Fireflite 4-dr., $1,555* (ps); | PLYMOUTH 57 Belvedere (8) 4-dr. 


Hardtop, $2,295*; Savoy (8) 2-dr., $1,- 
815. '56 Belvedere 4-dr. Hardtop, $1, "720°; 


(Continued on Page 46, Col. 2) 


$1.525° (ps), $1,255°. 


$195*. "49 Deluxe 4-dr., $135°. 





© new way to control parts inventory... 


-eeREPUBLIC’S PLAN-O-GRAPH SERVICE 


Take stock off your shelves and put dollars in your 
pocket with the Republic Plan-O-Graph Service. 
Factory-trained experts design bins and shelving to 
your specific needs and services. 


Orders flow- in, items flow out because space is 
utilized efficiently. And with Flexi-Bilt Parts Bins on 
the job, parts, numbers, and prices can be tagged 
clearly, easily. 


Start saving today! Call your Republic representa- 
tive and let him take the worry and work out of your 
parts inventory. Or, send the coupon below. 


REPUBLIC STEEL 
BERGER DIVISION 


Canton 5, Ohio 
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Here's Republic Plan-O-Graph Service at work. This factory- 
trained expert is outlining the many advantages and economies 
you, too, can enjoy with controlled inventory through Republic 
low-cost standard bins manufactured by the Berger Division. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-4615 

1078 BELDEN AVENUE + CANTON 5, OHIO 


Please send me complete information: 
O) Republic Plan-O-Graph Service [ Flexi-Bilt Parts Bins 
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Company. 
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Filters Compared— 


An engineer for Lee Filter Corp., North 
Arlington, N. J., compares a new miniature 
filter with a larger model. The small unit 
is four inches high, compared with 15 
inches for the larger filter. The company 
said the miniature model is equal to the 
larger one in oil flow and particle re- 
tention. 








WHEN WILL 
BLAKE’S CAR 
BE READY? 


day. 
BUICK 
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Used-Car Auction Prices 


(Continued from Page 45) 


Savoy (8) 4-dr., $1,295; Plaza (8) 2-dr., 


$1,230. ‘55 Belvedere 4-dr. 
wagon, $1,495*; 
Plaza Suburban, $1,395*, 
(8) 4-dr., $1,020. 
$590. °52 Sport coupe, 
’51 station wagon, 
dr., $215, $190. 


PONTIAC 
830*. ‘55 Chieftain (8) 
$1,410; Star Chief 4-dr., 
Star Chief conv., $1,085* 
$660. ‘50 4-dr., $170*; 
conv., $155°*. 

RAMBLER 
$1,350*. 

STUDEBAKER 
605* (ps). ‘52 
$195*. ‘51 Champion 4-dr., 
$175*; conv., $190*. 50 conv., 

MISCELLANEOUS ‘57 Ford 
$1,865. "55 GMC ‘%-ton pickup, 
Hillman Minx, $595; Ford 
$880, $875. "53 Chevrolet 
$670; %-ton pickup, $595. 
tional %-ton pickup, $475, 
Chevrolet %-ton pickup, $440; 
$420. *46 Ford 


LITTLETON, COLO. 


(8) 
$1,195; 


$385; 


(ps); 
2-dr., 


Champion 4-dr., 
$225* ; 


'53 Rambler Sport coupe, 
’56 President 4-dr., 


station 
Sport coupe, $1,395*; 
Savoy 
’53 conv., $640; 2-dr., 
4-dr., $195. 
$430; 2-dr., $280; 4- 


’56 Star Chief Sport coupe, $1,- 
station wagon, 
$1,280°. ‘54 
2-dr., 
$160*; 


"55 Rambler Cross Country, 
$710. 
$1,- 
$320*, 
4-dr., 
$185*. 
Ranchero, 
$955; 
¥%-ton pickup, 
%-ton pickup, 
‘52 Interna- 
$460. 
Carryall, 

%-ton pickup, $210. 


"51 


(Colorado Auto Auction. Sale every Mon- 


Prices are for sale of Aug. 5.) 
"57 RM 4-dr. Riviera, 
(ps). °56 Century 4-dr. 
fps): 





Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilome 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name. 
Firm, 


Address. 





EXECUTONE, INC., Dept. A-2 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 











City. 


In Canada—331 Bartlett Ave., Toronto 





$3,040* 
Riviera, $1,975* 
Super 2-dr., $1,960° (ps). '55 Spe- 






—---4 


iciieenaecwpanaiemets 


cial 4-dr. Riviera, $1,490*; Century 
conv., $1,445*; Super conv., $1,335* (ps). 
"53 Super 2-dr. Riviera, $805*, $575*, °52 
Super 2-dr. Riviera, $500* (ps). 

CADILLAC—'56 (60) 4-dr., $2,825* (ps). 
"55 (62) coupe de Ville, $2,695* (ps). °54 
(62) conv., $2,135* (ps); 4-dr., $1,995* 
(ps). °53 (62) 4-dr., $1,995* (ps). °52 
(62) coupe de Ville, $990* (ps), $980* 
(ps). 

CHEVROLET —’'57 Corvette (8), 
Two-ten 4-dr. station wagon, $2,365*; 
Bel Air 2-dr. Hardtop, $2,310*, $2,270*, 
$2,140*, $2,020*;: conv., $1,840*. "56 
Two-ten (8) station wagon, $1,945*, $1,- 
750°; 4-dr.. 3 at §$1,730°. '55 Bel Air 
(8) 4-dr., $1,520* (ps), $1,500*, $1,380°*; 
Two-ten (6), $1,070*, $900. '54 Corvette 
conv., $1,275*; Two-ten 4-dr., $780*, 
$745*, $710° °53 Two-ten 4-dr., 2 at 
$590. °52 Bel Air coupe, $445 

CHRYSLER—’55 NY 4-dr., $1,405* (ps); 
Windsor Deluxe, $1,390*. °53 Windsor 
4-dr., $605*, $555* (ps). °49 Windsor 
conv., $150*. 


$2,950°* ; 





DeSOTO "52 Firedome (8) club coupe, 
$370°. 

DODGE—’S57 Coronet (8) coupe, $2,300*. 
"55 Royal (8) 4-dr., $1,210*. '54 Coronet 
(8) 4-dr., $650. 

FORD—’57 Fairlane (8) 500 4-dr., $2,360*, 


$2,075*, $2,045*; Custom (8) 4-dr., $1,- 
825*. °56 Thunderbird Hardtop, $2,645*; 
Country sedan, $1,970* (ps), $1,725; 
Country Squire, $1,770*; Fairlane conv., 
$1,625* (ps); Custom (8) 4-dr., 
$1,055, $1,005. °55 Country Squire, $1,- 
545°; Custom (8) Ranch Wagon, $1,500* 
(ps); Sunliner (8) conv., $1,240*°; Fair- 
lane (8) 2-dr., $985*. °54 Main Ranch 
Wagon, $830, $820. "53 Country sedan, 
$795°*, $520; Custom (8) 2-dr., $620*. 
"51 4-dr., $265. 
HUDSON—'55 Hornet (6) 4-dr., 
"51 Commodore (8) 4-dr., $100. 
LINCOLN ‘57 Premiere coupe, $4,130° 
(ps). "54 Capri coupe, $1,235* (ps) 
MERCURY—'57 Commuter 4-dr., $2,950* 
(ps); Montclair, $2,370* (ps), $2,220°*. 
"55 Montclair conv., $1,600* (ps); coupe, 
$1,490*, $1,485*; Custom 4-dr., $1,200*. 
"53 4-dr., $805*; Montclair coupe, $780°*. 
NASH—'57 (8) station wagon, $2,095. ‘56 
Rambler (6) 4-dr. station wagon, $1,- 
505°. °55 Custom (6) station wagon, $1,- 
290; Ambassador Custom 4-<dr., $885*; 
Rambler (6) Custom 2-dr., $875* 
OLDSMOBILE "57 (88) 4-dr. Holiday, 
$2,485°. ‘56 Super (88) 4-dr., $1,955° 
(ps); (88) 4-dr. Holiday, $1,955° (ps). 
"55 (98) 2-dr. Holiday, $1,840° (ps), $1,- 
590° (ps), $1.505° (ps); (88) 4-dr., $1,- 
635°. ‘54 (98) 4-dr. Holiday, $1,375* 
(ps), $1,250° (ps). "53 (98) coupe, $870° 
(ps). "52 Super (88) 2-dr., $295*. 
PACKARD—’'55 Clipper 4-dr., $975* 
PLYMOUTH—'55 Belvedere (6) 4-dr., $1,- 
030; Savoy (8) 2-dr., $840. 
PONTIAC—’57 Safari station wagon, $2.- 
930° (ps); Star Chief (8) 4-dr., $2,170°. 
"54 conv. (8), $890*° 
STUDEBAKER—'56 Golden Hawk, $1,690*° 
(ps) 
WILLYS 


$1,110*. 


(ps). 


‘52 station wagon, $600. 


MISCELLANEOUS—'56 Dodge 2-ton cabin | 


$1,800°. °55 Dodge “%-ton 
"51 Hudson %-ton pickup, 


and chassis, 
pickup, $775. 


$340. 
CHICAGO 
(Greater Chicago Auto Auction Sale 
every Thursday. Prices are for sale of 
Aug. 8.) 


(Seid 304 cars out of 432 consign- 
ments.) 

BUICK ‘57 RM Riviera coupe, $2,840° 
(ps). "56 Super Riviera, §2,105* (ps), 
$2,020° (ps), $2,000° (ps), $1,885° (ps); 
Special station wagon, $2,105* (ps), $2,- 
O75* (ps); conv., $1,835° (ps); coupe, 
$1.735°; RM Riviera, $2,100* (ps), $1,- 
850° (ps). "55 Century Riviera, $1.540* 
(ps); Riviera, $1,375* (ps); 4-dr., $1,- 
340°: Special conv., $1,400° (ps), $1,- 
350°; Riviera, $1.355*, $1,330°. "54 Super 
Riviera, $1,200*: Century Riviera, $1,- 
000°; Special 4-dr., $905*; coupe, $850°. 
"53 Super 4-dr., $640°, $§600°, $510°; 
coupe, $430; Special Riviera, $535*°. °52 
Special Riviera, $510; conv., $315*. ‘51 
Special Riviera, $230*°; 2-dr., $200°; RM 
Riviera, $210* 

CADILLAC—'57 (60) 4-dr., $4,680° 
(62) coupe de Ville, $4,615* (ps); coupe, 
$4,085° (ps) 56 (60) 4-dr., $3,595* 
(ps); (62) coupe de Ville, $3,480° (ps), 
$3,300* (ps); 4-dr., $2,600° (ps). ‘55 
(60) 4-dr.. $2,430° (ps); (62) 4-dr., 
$2,280° (ps), $2,150° (ps) ‘54 (62) 
coupe, $2,000° (ps), $1,820* (ps); 4-dr., 
$1,800* (ps). "53 (60) 4-dr., $955* (ps); 
(62) 4-dr., $920*°. "49 4-dr., $365°. 

CHEVROLET—’57 Bel Air (8) Sport coupe, 
$2,150* (ps), $1,950; One-fifty (6) sta- 
tion wagon, $1,850*; Two-ten (8) 4-dr., 
$1,740*. '56 Two-ten (8) station wagon, 
$1,700*, $1,665*, $1,540; 4-dr., $1,340*; 
Two-ten (6) 4-dr., $1.360; Bel Air (8) 
Sport sedan, $1,635*; Sport coupe, $1,- 
600°. °55 Bel Air (8) Sport sedan, $1,- 
350°; 2-dr., $1,250* (ps); 4-dr., $1,185°; 
conv., $1,090*; Bel Air (6) Sport coupe, 
$1,315*; conv., $1,050*; Two-ten (8) 
4-dr., $1,050*; Two-ten (6) 2-dr., $1,015. 
"54 Bel Air 4-dr., $1,000*, $905*, $675; 
2-dr., $855*, $680; Two-ten 4-dr., $720°. 
"53 Bel Air coupe, $705, $675*; 2-dr., 
$570, $535, $520; conv., : Two-ten 
4-dr., $485, $460; 2-dr., $475, $445, $405; 
"52 4-dr., $370. °51 station wagon, $290; 
coupe, $275*; 4-dr., $240*; 2-dr., $210. 

CHRYSLER — '56 NY St. Regis, $2,425* 
(ps)."55 NY 4-dr., $1,715* (ps); Hard- 
top, $1,700* (ps), $1,695* (ps); Windsor 
4-dr., $1,165. °54 NY 4-dr., $865*° (ps). 
’53 4-dr., $555*. 

DeSOTO—'55 Fireflite Sportsman, $1,620* 
(ps); Firedome 4-dr., $1,205*. ‘53 Fire- 
dome 4-dr., $385* (ps). 

DODGE—'5S6 Coronet (8) 2-dr., $1,160. "55 
Royal (8) conv., $1,195* (ps), 4-dr., 
$1,140* (ps). "54 Royal (8) 4-dr., $625*. 
’53 Coronet (8) 2-dr., $375*. 

FORD—'57 Thunderbird, $2,845* (ps), $3,- 


(ps); 


a 





740°; Retractable conv., $2,765*; Fair- 
lane (8) Victoria, $2,245* (ps); Custom 
(6) 2-dr., $1,420. °56 Thunderbird, $2,- 
620* (ps), $2,200, $2,150*; Fairlane (8) 
Victoria, $1,720* (ps), $1,685* (ps); 
conv., $1,495*, $1,260* (ps); 4-dr., $1,- 
220*; Parklane (8) station wagon, $1,- 
650*; Country sedan, §$1,510*; Ranch 


Wagon, $1,455*, $1,315; Custom (8) Vic- 
toria, $1,365*; 4-dr., $1,190. °55 Country 
sedan, $1,406*; Fairlane (8) Victoria, 
$1,350*, $1,235*, $1,115*; Custom (8) 
4-dr., $1,050*; 2-dr., $860. '53 Crest (8) 






$1,120, | 


Victoria, $700*, $655*; Custom (8) 2-dr., 
$655, $600, $550, $515, $485, $475; 4-dr., 
$610, $595*, $465; Main (8) 2-dr., $315. 
"52 Victoria, $560, $525*; 4-dr., $330. ’51 


2-dr. 


4-dr 


100* 


(ps); 

$1,550* 
$1,505*. 
(ps), 
Monterey coupe, $1,405* 
Hardtop, $1,185*; 2-dr. 

terey 
(ps); 
4-dr., 
$440. 


NASH 


$680* 


, $650°. 
MERCURY 


, $370*, $250; 4-dr., $275*, $200. 
HUDSON—’'55 Hornet 
090°. 
LINCOLN 
(ps). 
Capri 


(8) Hollywood, 
"54 Wasp 2-dr., $325. 


-*56 Premiere coupe, $2,650* 
*54 Capri 4-dr., $1,170* (ps). ’53 
coupe, $840* (ps); Cosmopolitan 
"50 4-dr., $200*. 


‘56 Montclair Phaeton, §$2,- 

Custom Hardtop, $1,730* 
conv., $1,450*; Monterey coupe, 
(ps), $1,395*; Medalist Hardtop, 
‘55 Montclair 4-dr., $1,525* 
$1,255*; coupe, $1,400*, $1,335*; 
(ps); Custom 
, $855*. "54 Mon- 
coupe, $890*, $815* (ps). $750* 
conv., $840*; 4-dr., $675*; Custom 
$675. ‘53 2-dr., $600*. ‘52 4-dr., 


$1,- 


(Ps) ; 


"54 Statesman Country Club, $725*, 
‘53 Ambassador station wagon, 


$630*. 


OLDSMOBILE 
(ps); 


(98) 


"57 (98) Holiday, $3,000* 
(88) Super conv., $2,545* (ps). "56 
Holiday, $2,250* (ps), $2,150* (ps); 


(88) Super Holiday, $2,160* (ps), $1,945* 


(ps), 


(ps). 


(ps). 
370* 


on, 


(8) 








$1,280*, 


$610; 

4-dr., 
PACKARD 
PLYMOUTH 
$1,650* ; 
350° ; 
4-dr., 
$1,090. ‘55 
(ps); 


$1,965* (ps): 
"55 (88) 


(88) Holiday, $1,855* 
4-dr., $1,.440* (ps); 2-dr., 
$1,200*; (98) 4-dr., $1,415* 
(98) 2-dr., $1,515* (ps), $1,- 
"53 (88) 4-dr., $740° (ps), 
2-dr., $720*, $675*, $575*; (98) 
$600*. °52 4-dr., $300*. 
"54 Clipper 4-dr., $800*. 
‘56 Suburban station wag- 
Belvedere (8) conv., §$1,- 
Plaza (6) 2-dr., $1,190*; Savoy 
$1,110, $1,105, $1,100, $1,095, 
Belvedere (8) 4-dr., $1,030* 
Plaza (8) station wagon, $1,025; 


"4 
(ps). 


Savoy (8) 4-dr., $985*. °54 conv., $555. 
"653 4-dr., $385, 

PONTIAC—’56 Star Chief Catalina, $1,- 
710* (ps); Chieftain Catalina, $1,490*; 
2-dr., $1,435*. °55 Chieftain Catalina, 
$1,205*; 2-dr., $1,055*. °54 Star Chief 
conv., $1,000*; Catalina, $980*. '53 Cata- 
lina, $650*, $575*. 

RAMBLER—'56 Cross Country, 
‘55 Cross Country, $1,080. 
Club, $580. 

STUDEBAKER 
880* (ps). 

MISCELLANEOUS—’'57 Volkswagen 2-dr., 
$1,830, $1,820, $1,595; Volvo, $1,680; 
Simca 4-dr., $1,820. °56 Volkswagen 2- 
dr., $1,465; MG, $1,800. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc, Sale every 


$1,665* 
*54 Country 
$1,- 


56 Golden Hawk, 


Tuesday. Prices are for sale of Aug. 6.) 

BUICK—’'56 Special Hardtop, $1,740*. ‘55 
Century Hardtop, $1,635* (ps); Special 
Hardtop, $1,520*, $1,505*,. $1,415; 4-dr., 
$1,330*. °'54 Century Hardtop, $1,365*; 
Super Hardtop, $1,340* (ps), $1,050*; 
Special 4-dr., $1,065*, $1,015*. "53 Super 
4-dr., $700*; Special 4-dr., $640*°. °52 
Super 4-dr., $505*; Special 4-dr., $425*. 


"50 Super 2-dr., $150*. 
CADILLAC—'55 (62) coupe de Ville, $2,- 


920* (ps). "54 (62) coupe de Ville, $2,- 
375* (ps). "50 4-dr., $475*, $375*. 
CHEVROLET—’57 One-fifty (6) 2-dr., $1,- 
570. °56 Two-ten (8) Hardtop, $1,750*; 
4-dr., $1,410, $1,390; Two-ten (6) station 
wagon, $1,675; Delray (8) sedan, $1,- 
540*; Bel Air (8) 2-dr., $1,445. °55 Bel 
Air (8) Hardtop, $1,595*, $1,545*; 4-dr., 
$1,355; Two-ten (8) 4-dr., 2 at $1,060; 
2-dr., $980. "54 Bel Air 4-dr., $1,085; 


station wagon, $1,080; 2-dr., $910; Two- 
ten station wagon, $980; 2-dr., $910*. 


(Continued on Page 47, Col. 1) 


REACH More Families 


with more time to read 


YOUR message! 


If you want SATURATION in the great 8-county, Western 
New York Market, the Sunday Courier-Express is your 
newspaper. It’s the state’s largest outside of Manhattan 
—your most potent sales force in blanketing the terri- 


tory’s 491,300 families. And 


it reaches them on Sunday 


when they have more time — more opportunities to 
read and react to your advertising. 


Or if ECONOMY is your 


dish —if you want greater 


spender impact and more advertising for your dollar 


concentrated on those with 


more dollars to spend, use 


the Morning Courier-Express. It reaches the best 45% 
of the families in ABC Buffalo— nearly 1/3 of all fami- 


lies in the 8 Western New York Counties. 


ROP COLOR eveilable daily and Sunday 


Member: Metro Sundoy Comics and 
Sunday Magorine Networks 


Buffalo 


COURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 


NO MORE 
LOCK! 


VAPOR 


That’s why 
Bendix Electric 
Fuel Pump Sales 
are Zooming 


There’s no substitute for on-the- 
job performance. That’s why 
people who have tried all the 
others always come back to the 
Bendix* Electric Fuel Pump 
when they need “must do” per- 
formance. The Bendix pump 
has passed all the tests. Under 
military supervision, it proved 





itself at 114° Fahrenheit as well 
as at 76° below zero. No other 
pump anywhere near its price class 
could make the grade. The 
Bendix Electric Fuel Pump is 
easy to install and service, de- 
livers more gallons per hour— 
and positively eliminates vapor lock. 
It’s the best fuel pump built. 

REG. U.S. PAT. OFF: 


ELECTRIC FUEL PUMP 


BENDIX AVIATION CORP. (Eclipse Machine Div.), Elmira, N. Y. 
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conv., $590*, $645*, $365. ’51 4-dr., 


AUTOMOTIVE NEWS, AUGUST 19, 1957 


CADILLAC—’56 (62) conv., $3,800* (ps). 














555. 52 (62) cou 55° (ps). 51 4-dr., $330*, $135*. "50 2-dr., $110. 
. ° $675°. "48 4dr. $230". RAMBLER—’55 4-dr., '$1,080*. ’53 Hard- 
‘.- Leni ¥ * top, $580. 
90°: - p r a — ga hy ag ge Bg FF STUDEBAKER — ‘54 Champion coupe, 
300*. '56 Bel Air (8) Hardtop, $1,585 $390*. °53 4-dr., $350*. '51 4-dr., $106* 
ame, (ps); Two-ten 2-dr., $1,320*, $1,250, vb tet dub, Guan: "as Gain * 
thief $1,175. '55 Two-ten station wagon, $1,- wn o1ee $400 M9 tation “9 $200 
_ 00, $990", $925, $920; Bel Air saree, Sy Sane. gees. 8 wagon, . 
* (Continued from Page 46) 7 ~~ ao Hardtop, nowy Ses: ISCELLANEOUS—’55 International %- 
ot damaan “ss00. a van! ese’ $325. ton pickup, $350. ‘53 Chevrolet %-ton 
= ’53 Bel Air Hardtop, $935; conv., $895; 270* (ps); station wagon, $1,150*; Chief- 51 aan coupe, $360, $275, $255, $145. pickup, $350, '52 Jaguar Mark VII, $640; 
e 4-dr., $765, $650; 2-dr., $625, $580; Two- tain (8) Hardtop, $1,020*. ’53 Catalina, 50 2-a 180, $175. $160. ° Chevrolet %-ton pickup, $375. °48 Ford 
_ i $585, $565. 52 Bel Air 2-dr.,| $690; 4-dr., $600*; conv., $595; 2-dr r., $180, $175, . 1%-ton stake, $275. 
$o30°, $610°, $420; 4-dr., §470*. "51 2-| $575, 500°. °52 2-dr.. $4i5*. '51 4-dr., | CHRYSLER — '53 NY 4-dr., $410° (ps), . 
dr. $630°, $610°, $ ‘to. elat ve : |“ $395*. ‘52 4-dr., $410*, ’51 4-dr., $265°. 
680; dr., $320°. ‘49 4-dr., $180; club coupe, | $180. '29 4-dr., $110 EBENSBURG, PA. 
1 2- $115. ; ° RAMBLER—’54 station wagon, $755. °53 DODGE—’56 Coronet (8) 4-dr., $1,425°*, on Sal or 
Caren windsor uardtop, SLOGD™ (oe). | anne Waeee, 9000. $1,350°. '55 Coronet 4-dr., $1,150. ’53 qhuresay. Erices ate or sale Of AUS. 85 
(PS); neorial fdr. $800° (ps). °52 4-dr., | STUDEBAKER—'56 Golden Hawk Hard-| Meadowbrook 4-dr., $455*, '$375°. (New ané inte motile éomm., 
oe oe esos*. bi’ 4-ar., $206*, "50 club| t©P, $2,000° (ps); Commander (8) 4-dr., | FORD—'57 Fairlane (8) 500 4-dr., $2,000* 96 and "SS very popular and peices G0 
woe’, oe” _— . $1,450; Sky Hawk Hardtop, $1,360. ’53| (ps). ‘56 Fairlane (8) 4-dr.,’ $1,400° geeeng, Geld 1S eure Gab Gf 205 quuila 
= pad. oss 4-ar.. $300 2-dr., $380. '52 4-dr., $435*; 2-dr.,| (ps). ‘55 Custom (8) Ranch Wagon, $1,- manta.) 
) oan Wheel *o. , $300*. '50 4-dr., $105. 300°; 4-dr., $1,065* (ps), 2 at $1,050*; ? °56 Special 2-dr. $1,300°. °SS 
55 DODGE—'56, Firedome oar” 64 station | MISCELLANEOUS—'56 Volkswagen 2-r.,| Custom (6) 2-dr., $800; Fairlane (8) |Canadian AMC Winner— ee avian giceee'Cah; Meee 
cial eee ee ; $1,525. '55 Ford %-ton pickup, $815,| conv., $1,275*; Victoria, $1,235*; 4-dr., ao Hardtop, $1,290. °54 Super Riviera, $1,- 
dr., Bo er (8) station wagon,| $805; panel truck, $645; Willys 4x4| $1,035"; Main’ (6) station wagon, $975.| Chester Ferris (right), Calgary Rambler! 635+. "Special 2-dr., $800. 51 2-dr, 
++ ee "56 Fairlane (8) station| Pickup, $780. "54 Chevrolet %-ton pick-| ‘54 Custom (8) station wagon, $850° | dealer, receives a $1,000 expense check] $370*. °50 4-dr., $145*, $135. 
50°; $2,390° (Pe) 50 $1,860" (ps), $1,810°:| UP, $645. '53 Dodge %-ton pickup, $585;| (ps); 4-dr., $740*, $535; Main (6) 2-dr., =e are ** | CHEVROLET_’57' Bel Air (8) Hardtop, 
iper WagOD, oh Soe. et eeost, bat $1'635°,| Ford %-ton pickup, $565. "52 Chevrolet| $405, $350. "53 conv., $680*, $610, $606, |@s winner of a trip around the world in| ""s> o60*. 56 Bel Air (8) 4-dr., $1,565": 
S2 Victoria. eae Coa) $1,400; 4-dr., $1,500, | Panel truck, $450. "51 GMC %-ton pick-| $575*, $550, $505, 450°. ‘52 ‘station wag-| on American Motors of Canada sales con-| Two-ten (8) 4-dr., $1,320. 'S5 station 
25°. 2ndr. $1,560" (Ps). voir. $1.360*, Cus.| UP, $355. '50 International %-ton pickup, | on, $475, $435, $395. '51 2-dr., $270, ’50 a qwagen, 9606; Tween (6) ¢-ér, Se 
SoD ee ees is are (8) | $205. 2-dr., $150, $135. test. District Manager Fred Parsons pre-| ‘53 Rei Air 4-dr,. $660; 2-dr., $510; Two- 
$2". conv. 440°? Victoria, $1,425, $1,400*; EUS ON, 23 Hornet 4dr... $320" ardtop, | Sented the prize with a smiling assist from| ten 2-dr., $625*, $405. '52 2-dr., $360°, 
; 4-dr., $1,225*; Main (8) station wagon, | WAREHOUSE POINT, CONN. | “Ncorn 53 Cosmopolitan Hardtop, | | tansCanada Air Lines stewardess. More 250°, $345; i-dr, $320", "Si Sport 
$1,- $1,265, $1, een ae S aa, “-_ (Southern Auto Sales, Inc. Sale every |MERCURY—'’54 Monterey station wagon, | than 1,000 AMC dealers and salesmen in cunYshLEn—s1 Windsor Hardtop, $265*. 
thon O7o, '$1-040, $980. "54 Custom (8) '4-dr., | Wednesday. Prices are for sale of Aug. 7.)| $1,030° (ps). "52 Hardtop, $350. '51 2-|Canada took part in the contest. DeSOTO—'52 Firedome 4-dr., $195°*. 
en => a oe Hardtop, OngT75, a. (Sold 145 cars out of 208 consign- dr., $325*, $185, $165, $130. | DODGE—’55 Coronet (6) 2-dr., $840°. 53 
Bel $460. "52 conv., $610*; Hardtop, $515.| girex: > . DeMOML or + | PLYMOUTH—'56 Belvedere (8) 4-dr., $1,-| Coronet 4-dr., $285, $270°. 
; BUICK—’56 Super Riviera, $1,540* (ps). | OLDSMOBILE 57 (88) conv., $2,350 . > PI FORD—'56 F iri (8 i. $1,595°; 
Gr.., SO 2-ér., S300. ’55 Super Riviera, $1,475* (ps), $1,200*;| (ps). '56 (88) Hardtop, $1,875* (ps),| 400°; Savoy (8) 4-dr., $1,150, ore, es | 4-de., $1,000"; Custern (8) Die.. €1. 280, 
60 ; HUDSON—'50 4-dr., $105. Special 2-dr., $1,050, $970. ‘54 Super| $1,840* (ps). °55 (88) Hardtop, $1,600*| Station wagon, $660°; 4-dr., $5 1,240; Main (8) 2-dr j 1,050. '55 Cus- 
085 ; KAISER 5S or sa ey Hardtop, $2,-| Riviera, $1,150*, $906°. '63 Super 4-dr.,| (ps). ‘54 (88) Super 4-dr., $1,160°. '53| station wagon, $500, $445, $305, $300:/ $1,240; Main (8) 2-dr., $1. enn, os 
=e = ea Monterey lardtop. | £35,| $755* (ps); RM conv., $600°; Speciai| 4-dr., $575*. '52 4-dr., $415*. "51 2-ar.,| 2-dr., $375. '52 4-dr., $275, $215, '5 Ses Souw’ “aie "es Cana te aan 
10°. 385° (ps). °55 Custom | ar — Shent’ 2-dr., $560. °52 Super 4- dr., $465*: Spe- $365*, $220° 4-dr., $185, $135. come es o Sap —. ©. ms 
Monterey 4-dr., $1,305° (ps). SSenter cial 4-dr., $380*. 51 Super 4-dr., $360*, | PACKARD—'55 Clipper Hardtop, $1,300* | PONTIAC—’56 Star Chief conv., $1,740*,| $595; Custom (6) 2-dr., $490°; n (8) 
= eee $1,190°. '52 Monterey! 590% $195*, $100. (ps), $1,200* (ps). '51 Hardtop, $250°.| $1,735*. ‘54 Chieftain 4-dr., §780°. °53 (Continued on Page 50, Col. 3) 
-ar., ° 
NASH—’56 Statesman 4-dr., $1,400. '54 
2-dr., $700. 


OLDSMOBILE—’55 (88) Hardtop, $1,719 B ] k ] 
(ps), $1,560 (ps); (88) Super 4-dr., a t 
$1. 490° (ps); (98) Hardtop, $1,710* (ps); Oc ong du O agency 
4-dr., $1,585* (ps). "53 (98) Hardtop, 
$990* (ps); 4-dr., $800; (88) 4-dr., 
$760*. °51 (88) 4-dr., $320*; (98) 4-dr., ‘ 
$265*. '50 4-dr., $195. 
PACKARD—'52 4-dr., $335°. t = t h 
PLYMOUTH—’57 Savoy (8) 2-dr., $2,100°*. fea ures eye Cd & In 
’56 Plaza (8) 2-dr., $1,285*, $1,065°. '55 
Belvedere (8) 4-dr., $1,300° (ps); sta- 
tion wagon, $1,200; Savoy (8) 4-dr., $1,- 
025; 2-dr., $885. "53 Savoy station wag- 


. we 
on, $735; conv., $625. "52 station wagon, © ] 
$525; 2-dr., $360; club coupe, $355. ae 1 r nN 
PONTIAC—’55 Star Chief Hardtop, $1,- e 
705* (ps), $1,625*; 2-dr., $1,565°; 4-dr., 
$1,435; Chieftain station wagon, $1,575*; 


4-dr., $990*. "54 Star Chief Hardtop, $1,- 


Wis. Licensing ala ad ela 
Of Auctions Takes 
Effect Jan. I 


MADISON, Wis.—A rigid new 
system of state control of dealers’ 
auto auctions in Wisconsin will go 
into effect next Jan. 1, says Melvin 

r oO. Larson, commissioner of the 
state motor vehicle department. 


Larson hailed the new legislative 
act requiring the licensing and 
bonding of persons conducting auto 
sales auctions as another loophole 
in the laws governing the sale and 
distribution of motor vehicles in 
the state. 


Complications resulting from the 
sale of stolen cars, or those for 
which titles are otherwise defective, 4 
are expected to be lessened consid- 
erably as a result of the new regu- 
lations, he said, describing the new 
controls as further protection for 
the Wisconsin public. 

= Auction sales firms must apply 
for a license before the end of the 
year, at a $50 annual fee, and will 
file bond in the amount of $25,000 
in such forms as may be approved 
by the state department to provide 
indemnity to any person who may 
suffer from the acts of the licensee, 











Seay te She eeee Se oe A LARGE AUTOMOBILE DEALER needs Products were used. Large areas of 
The law also requires that all a lot of room to display the complete _‘ Pittsburgh Polished Plate Glass—set in 
cars offered for sale shall be sold line of models he stocks. And he also supporting frames of Prrrco® Store 
only with a clear title furnished, or : ; " _ 
«> with title insurance on each ve- needs a good-looking showroom to Front Metal—form the big display win- sin enenttinnil 
hicle. complement the modern car styles. dows. In addition, entrance to the | | 
Payment for cars bought and ‘ | | 
sold will be made immediately after In the Dan Rohyans Ford Show- _ showroom is provided by means of five 
= Swe to the terms of the room in Columbus, Ohio, both of these Tuse.ire® Doorways. | 
Larson said he has been trying to points have been accomplished with a You may not want a block-long | | 
control the activities of auto auc- big and beautiful Pittsburgh Open- agency or need to display fifty cars at! | 
tion sales corporations by requiring _ : Z : ee | | 
them to be licensed as dealers, but Vision Front. This showroom is large _ one time, but if you are building a new i 
said the legislative act covers the enough to accommodate forty to fifty | showroom, or remodeling an old one, | Pittsburgh Plate Glass Company | 
problems of supervising them more : : : ‘ i Room 7357, 632 Fort Duquesne Blvd. | 
effectively. cars at one time. And because of its you do want to make it as attractive, as ah 22, Pe. 
ign, i i reas, good -appealing to your prospective patrons F 
Ma Ss Joins Mack 3 a na pa ro a “The a ssible To find Pe wath about | : 
y pia) & : , : ss po . Please send me a FREE copy of your store 
As D.C. M passer-by on the sidewalk can easily Pittsburgh Fronts and the many ways |! gone booklet. | 
S V.U. anager : ; : ; | | 
am mee ie ete get a clear look at the car models avail- in which they can be used to bring 
LAIN » . J.—Appoint- . 
ment of E. L. Mays as manager of able here. buy-appeal to your showroom, just ! OO ocecnikcincestaanehiaaeeee ! 
the Washington (D. C.) branch of In this showroom, designed by Ar- send for a free copy of our new store | 
~ og Mig BR pa. An chitects Sims, Cornelius & Schooley, front booklet. Use the convenient cou- poo 
Mays succeeds Forbes T. Milliken, Columbus, Ohio, several Pittsburgh pon. There is no obligation, of course. | | = 2 ~ aie tao PS | 
who has been transferred to the | j 
company’s Portland, Ore. branch. I a ae | 
Long active in the trucking in- | e | 
dustry, both as trucking company PAINTS + GLASS - CHEMICALS + BRUSHES - PLASTICS - FIBER GLASS | | 
operator and equipment sales exec- eit 
utive, Mays was manager of the "| a bs S B U r*) rc re P L A T 3 G " ry Pr rs rs re) ry rs) A N Y See ee erro es eeseseeseeeeessesesees 





Richmond (Va.) branch of Reo for . 
four years before joining Mack. IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED Is ceccetipenm ains ate tai ital imnendpn aeabaicaiieaaacahiiadeieamaaan 
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‘Repeat’ Business 


Hailed as His 
Greatest Asset 


OTTAWA.—“Retaining our cus- 
tomers as repeat business is our 
greatest asset,” says Al McLean, 
sales manager of Patterson Motors 
Ltd., adding that as a dealer in 
both new and used cars and trucks, 
his company goes allout to see that 
no customer goes off the list as a 
“repeat prospect,” and over two- 
thirds have come back. 

“We believe, as dealers should, 
in sound business practices,” he 
points out in explaining his success 
in “repeat” business and indicating 
that his salesmen offer no exag- 
gerated statements and no “hyster- 
ical” advertising is used at any time 
of the year. 

McLean stresses that all cars 
handled by his firm are carefully 
priced and conditions are repre- 
sented truthfully with good war- 
ranty. Allowances in trade-in deals 
are not exaggerated or misleading 
so that, as he puts it, “only legiti- 
mate sales are made.” 

Moreover, in addition to the 
regular salesmen handling “repeat” 
business whenever possible, a spe- 
cial salesman does nothing but 
look after “repeat” business, keep- | 
ing a detailed account of each 
customer's purchase in a file sys- 
tem and a year or more after a} 
sale has been consummated, check- 
ing whether or not the particular | 
buyer’s needs call for a change of | 
cars. 





optional equipmen 

ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
A-55 deluxe 4-dr. sed., $2,127. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv.. . (Heater standard on deluxe.) 


NTLEY 
Saloon, $12,200; 2-dr. or 4-dr. sed. 
liner), $19,316; conv., $20,383. Continental 
—4-dr. sed. (Mulliner), $20,035. 


chassis, $9.160.) 
CITROEN—2CV 4-dr. sunroof sed., $1,- 


Sumrall Promoted 


Chrysler Sales 


DETROIT.—Chariles E. Sumrall, 
formerly Detroit zone manager for 
Chrysler Corp.’s group marketing, 
has been appointed new vehicle 
sales manager of the company’s 
central area. Succeeding Sumrall 
as Detroit zone manager in the 
central area is Arthur G. Kirchner 
jr., former Dodge regional manager 
here. | 

Other appointments include the 
following: E. J. Newton as Dodge 
regional manager, Detroit. Glenn 
M. Bell jr., as Dodge assistant re- 
gional manager, Detroit. John F. 
Walters, Dodge regional manager, 
Pittsburgh. Donald S. Maddock, 


Dodge regional manager, Cincin- 
nati. Howard R. Petrie, Dodge re- 


gjonal manager, Charlotte, N. C. 








Rambler Cab Owner— 


John Timber sr., right, was the first 
Detroiter to buy a Rambler for taxicab 
use. Timber, who placed the cab into 
service in April, plans to add two more 
Ramblers to his cab fleet. At left is C. 
M. Stempson, of American Motors. 





|} can Enka. Designated 


Port-of-Entry Prices 
On Imported Cars 
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Strongest Rayon Tire Cord— 

New 14-inch automobile tire 
pended by a single strand of the strongest 
rayon tire cord yet developed—a product 
of American Enka Corp., New York. 
Watching the strength test is Dr. C. L. 
| Henry, senior research chemist for Ameri- 
“Super-Suprenka,” 
the new high tenacity yarn is said to be| 
45 percent stronger than regular grades 
| previously considered top quality. 


is sus- 














298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
power steering and automatic clutch stand- 
ard on DS-19.) i 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,-! 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 


$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Sertes—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 


wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all) 
models.) 

FORD (Engiand)—Angliia Sertes—Anglia | 
2-dr. sed.. $1,539; Prefect 4-dr. sed., $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark II Series— 
Consul—4-dr. sed., $2,012; conv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 

HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535. 

ISETTA 300-—$1,048. (Heater standard.) 

4AGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505) 
(automatic transmission). XK-150 cpe., | 
$4,475; XK-150 conv., $4,595. 

MERCEDES-BENZ—180 4-dr. sed., $3,-| 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; | 
220-S conv., $7,641; 300-C 4-dr. sed., 7 
559; 300-SL. epe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 
automatic transmission standard on 300-C | 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG-—-MGA roadster (disc wheels), $2,- 
389; roadster (wire wheels), $2,473; cpe. 
(disc wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663. (Heater 
standard on Magnette.) 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 


190-SL road- | 


sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models.) 

RENAULT — 4CV 4-dr. sed., $1,345; 


Dauphine 4-dr. sed., $1,645. (Heater stand- 


ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 ‘(automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sllver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 
sed. (Mulliner), $19,630; conv., $20,657. 
Sliver Wraith — touring lim. (Mulliner), 
$20,858. (Silver Cloud om, $9,480. Sil- 
ver Wraith chassis, $9,976.) 

aoe. sed., $1,895. (Heater stand- 
ar 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. 


Large 2-dr. hardtop, $1,699;" F Plein Ciel 
sport cpe., $2,688; Oceane $2,888. 
Vedette V-8 Sertee—Trianon oar. ‘sed., $1,- 
999; Versailles 4-dr. $2,199. (Heater 
standard on Grand —_ Plein Ciel and 
Oceane.) 





SUNBEAM — Rapier 2-dr. sed., $2,499. 
(Heater and overdrive ) 
PH TR-3—softtop, $2,625; hard- 


top, $2,790. 

VOLKSWAGEN—2-ar. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), ‘$1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235 
Karmann-Ghia sport cpe., $2,395; de! 
camper, $2,712. (Heater standard = all 
all models.) 

VOLVO—2-dr. sed., $2,170; 2-dr. stat. 
wag., $2,345. (Heater standard on both 
modeis. ) 


New Commercial Car Registrations, 
Six Months Total, 1957-1956 


Truck 


registrations by states 























































































































































































































































































































“The informetion coatatned in his 


exercised to insure accuracy of 
published. R. L. Polk & Co. 








tabulated 
cannot assume any liability by reason of inaccuracies or ommissions.”’ 


at 
—R. L. Polk & Co. 





report has been compiled from official state documents. Every reasonable precaution has bee! 
this report to the extent of the registrations received and a mth tt ‘the report is 


the time the 


are released here weekly, as | grock-| Chev- Dia- Stud To 

compiled by R. L Polk repre- mond ne F ‘ L 

sentatives te eheto capitals. way | rolet T Dodge| Ford Reo | baker | White | Willys | Mise. | TAL 
Alebeme 57| 1| 3170} 19 263| 2505 834 697 237 13 19 15! él 69 3 
56| | 3384 10} 452) 2473) ~—*1201 798 3 ial 40 105 70 40 Beer 
Arizona ‘57| 1609; 4 289; 1520; +470 319 16 4) 48 | 23) «127 113) 4542 
_*56| 1381 | 2| __243|_—*1002 436 305 i6} 6] 55| 19 126 59} 3650 
Arkansas ‘57 2386 14 304) «2227 655; 589 43 57 2 44 12; 6359 
ios: Al _|___ 3074) 20) —-321| ~—_2382 785 | 362 20! | 107 38 60 2| 7672 
California zl 1| 16164 134, 2838) 17059) 3194) 2966 135 102; «38! 342 959| 2124| 46399 
17339| 159] 3198) 14445] 4460] ~—-3342 202 162} Sit} 453) ~—«1321| ~—:1322| 46914 
Colorado a | 1889 15 298; 1893; 533 645 68 16 54 3% 382 | 5921 
S _'56 | 2 23) (374) 1640 536 626 44 14 59| 50 367 72| 6016 
Connecticut 57] 9} 1031 3 259; 1036, ~—241 519 139 22 32| 113 177) 163| 3777 
56} 12| 1385 63 364] 1097 464 7iI 179 43 63) 146 179 142| 4848 
Delaware ‘57 6; 450 22 cz) 308 129) 192 40 4) 10) 50) 3 14) (1349 
___'56] i} 42} 5} 102} 320} 84] = 207|_—S 3 12 28 39 8] 1351 
Dist. of Col. "57 | 534 3 44| (335) 73 142 16} 8| 3 9 43| 44| (1254 
__'56 | 378 2| 89} ~—397|_——s155 224} 21| 13 é 62 31 29| 1407 
Florida "57 1; 4684 50 632) 4495 977; «1136 270 75; +112) 229 475|—411| ~=«13547 
ce "56 4431 38} 705) 4279) —«1223|_—=«dtN73|—=—261 83} 137) 288 470| 200) 13298 
Georgia ~ "57 | 4371 58 468; 3994, +1070; ~=‘1222 181 22 83} 165) «136 75| 11845 
i ‘56 2| 2979 16 506} 3256} 1070 846 136 it} 82 153 98 17} 9172 
Idaho 57) 956) 2 248; 854) 333 356 3 2) 59 13 198 52| 3086 
fee 56] i: an 4 233 772| 341 429 21 78 23 212 20| 3064 
IIlinois "57| 5997; 203) 970; 5733; 1355 2749 230 44) 179; 291 335 358| 18444 
i 56 | | 6291 257| 1118) ~—5692| —:1797| «3248 183 46 230, 352 253| 270) 19737 
Indiana "57 1} 3417) 80; 726, ~=—-3710 823; 1649 135 59 245 33! 150 184; 11510 
a _*S6l_ | 4362 93} 823) _—3727|_—«*:N79|_~—«-22% 169 65| 329 443 123} %| 13705 
lowa ‘57 2221 68; 341; 2361; = 475) ~—«1092| 39 12 61) 53) 73| «(122|'—=—«aS 918 
“ia ke 56] | 2361 60} 3432263) 431] _—_—*1394| 10; 4 79 62) 40| 88} 7140 
Kansas "57 | 2461 25; -267| «2462; = 450) 721 17; 8 74, = 80}——t«é@S77|| 41} 6703 
a = _'56 | 2609} 13) 329|_—-2326| 666} ~— 1052] ~— 13] 18} 78 7! 108 | 36} 7319 
Kentucky "57 | 2566) 18} 336) 2197) -707 680) 59 16 55; 60|/ 157) 44| 6895 
: sie - _'56 __|__ 2850} ——16}_—450) 2190| 902} 936} 49 8| 73 69} 162) ——36|_—774I 
Louisiana "57 | 4444 29 424; 3518; 703! S879 91 3) 62) 7) ON 53; 10429 
a _'56| | 4322} 41] 434) 3470|_—1011| 938 88 15 98} 86}_— 142} 25|_‘(10670 
Maine "57 7 709| 5; 163) 69%] 219; 465/ 56]. 39) 31 222) 55| 2665 
at J ‘S6] 3] 878} 2297 843} 344| 410! 42) 3} 50) 33 177} 66| 308) 
Maryland 57] 18) 1782) 13} 399! 1629) S360) = 548) ~—SsS5) | 46 118; 90} 82) 5274 
é 56) 9] 1820;_—Ss10}_—S 587) —1801f_ = 371; ~—723)_—sS3 | 60) 106} 83/ 34; 5803 
| Massachusetts ‘57| 12; 1584 31; 419| «1878 456; 898) ~—S «12 15 34; «180 331; 231; 61a 
npige _*56) 36| 2044) ~—70|_~— 796} ~—2492 789| 1091} 301; 57 64 2% 252} 216) 8504 

Michigan 57) | 5361) 105) 1272) 5673) 1173) 1024) 1% 69; «93|—Ss«@N|=—Ss«308) ~=—-325) «157 
s ol . et | 6240) —125)_— 1634} ~— 6003) 1794) = 1428) ~——s173 %| 156] —-313| 310) 249 1852! 
| Minnesota "57| | 2765) 30) 532) 3189|549| 1095) S30 15 121) 62 139; 110) 8637 
® ‘56 _|__ 3078} 39532) 3213)_——793|__—*1:398 63 38 143} 43 170| 84| 9594 
Mississippi ‘57 | 2546) 5; 251! 2248) Hy 750) 50! | 48; —s«ii4 64) 19| 6556 
a. __'56) | 2997) S| _295| 2356; ~—781| ~—862| 33 2) 92| 14| 62) 3} 7502 
Missouri ‘57| | 4501) 27; 460) + 3466{ +1008| ~—s«1'177) 79 18 9; 3#=199 8!) 105; 11201 
56 | 4897) 39} 628] 3703) _—*1284| ~—*1650) 51} 26 118} = 261 86 80| 12823 
Montana ‘57| | 977) 3| 176} 898 261) 567! 33) a 62) 30; 244| 57| 3308 
ae 56! | __ 1031) 1} 218) 964) 367) = 712I 28 8| 62/ 25| 276} 44, 37% 
Nebrasra ‘57| | 1514) 43|—SO«S7| «1395; ——si=330)—St—«T97 31) 3) 34) 65) #2 “| 4317 
56 | 1433] 37} -205)_—«1253)~— 382) 816 2\ 18} 59) 86) 84 42| 4417 
| Nevada ‘57 615 2| 55; 421| 104) 86 6) 1| 29) i "1 33) «1429 
a 56| | 478) 5} 159) 388) 245) 132| 13 53) 104 36} 1613 
New Hampshire ‘57 | 3 501) 2 122 490) 177; 284} 73 3 26) 19) 149) 78; 1927 
56) t 573] 2 162} 4%] 215} 270) 103) 13 40} 48} 185 40| 2148 
New Jersey 57) 72| 4166 81/942) +3016) 1027) +1148) 375 28) 63 249 383) 11895 
56) 100) 3417} t0}_—stttt} = 3152) 144) ~— 1420; ~—«372 40 86 a2 216 230) 11740 
New Mexico ‘s7| | 1903 3} —«165| «1035! —Ss«431| S348 33 20 35 30) 4 2| «4119 
56| 1613 | 156} 1043} 480) 323) 59 2 38 30} 134] 24| 3910 
New York 57) 153| 6530 116) 2135! —«SS71|—«1718|~=—«2995| S67 186! «75 620) 1044 ~—«1042| «22952 
"56 277| 6501 106} 2193) + 6457| -2339| «3377, 84 205 172} 707 772 493 oe! 
North Carolina 57/ | 4006 48| 470! +3224; + +«+759| + +«906| +380 9| 79 179, «16 73| 10249 
"56 | _ 3939) 67| 672) _—-3773|_—«*1084)~—s107| 3083 16} 172] 186) ~—*156| 38} 11493 
North Dakota 57) 6% ; 136 849) 159/497) 2 24 2 24) 15| 2384 
: "56 719 | 156) _—-644|_—«80|——=595} va | 4% 6) 2379 
Ohio ‘s7) 1| 5527 82; 1410! 6448; 1202; 2160! 408 106; —«152) ~ 483 379; 18916 
56! 1} 6659 100} 1631) +6613) ~—:1748| +3095 339 128} 190 617} 400 245| 21766 
Oklahoma 57) 2956 7| 252) ~—«26s8 562; 751 6! 24% 68 59| 7538 
a "56! 3310 - 319| 2573 755; 985 73\ 23) 72| 1o4| 44| 41| 8307 
Oregon 57) 2157 22 362) 1862 613 778 103 31/125 192 380; «486, —=—7Iil 
56! _ | 2414 56} 478) 1830 885 aa it 15} 188 231 399| 248) 7852 
Pennsylvania *57) 63) (5218 79| 1504; «5435; —«1320 709 60/227, ~=S«s«4774 sit 209| 18456 
"56! 77| 6300 132} 1981) 6279 ye} 3219 32191 M78 91| 266 va soe! 136 22908 
Rhode Island 57) i 271 ? 80 369 66) 157 53) 10! 2) 56) % 4| 1159 
, "56 39 16 134, 395] Ss «139; S207 4i 9| 14} 28| 39 27| +1440 
South Carolina ‘57 | 1923) 1. 1%] 631) 279; 320 69 1| 21 37) 53 36, 4568 
"56/ | 2167] 7 313} 1854) 480) 484 142 3| 56| 58| 37| 15} 5616 
South Dakota 57) | 695) 7 41; 7 213; 596) 12) 4| 17; 3) «02 | 25| 2526 
‘56 702} 10) 122) 678} 214] 23 8} os 6} iti] =~ 34) 2533 
Tennessee 57 | 3004 24 417| 2584, 6% Bio; 154) 6| 38) 104 84 47| 7968 
™ 56! 3182 23) —640| 2713 893} 1017) ‘120 19| 63) 178 106 11] 8965 
Texas ‘s7| 14613 100; 1245; «*111930) ~«—«2018) +~=3152| +472 32| 187 695 378; +215| 35037 
_*56| | 14693] 147| ~—*1300) 10672) +2668) +3664) ~—_—i317! 43} 260 714 327 100} 34905 
Utah 57| | 885 16 158! 807 210|. «297 25) 4 28) 26; «104 92| 2652 
: ) 827; 7|_—21S|_—— 584] ~— 306] 315 28} 14| 40) 34} 95 78} 2543 
Vermont 57] 4) 447! 5) 9 a 169| 225 21) 2| 28 3; «98 38) 1627 
"56| 16} 472|_— 4]_—sit3]_—477|_—230)~——299 40 2} 28 i] 203 23} 191! 
Virginia | 3083 3 544) 2829/63! 945 «258 23 114 177 268 115) 8990 
‘ 1| 3227] 9 674| _ 3007/ 869 909} it 53} 125 163 29 30} 9607 
Washington ‘57 2202 48; —«389| «1875 629 687 78| 9 78 53 223 325; 65% 
is ‘56 2069 25| 694) ~=—1941| ~=—1156| 902 98 | 21| 83 Sal 288 ras 7520 
West Virginia *57| | 1365 5; 322| +1218; 410; 432 zi 16 7% 62 333 54| 4332 
56| | 1408 ! 353] 1424 536 466) 36 12 71 ry 314 32) 4734 
Wisconsin ‘57 | 2356 13 371| 2322 499; «1153; —S«*102 21 89 94 162 196| 7378 
56 2477 34} 540) 2527 777\__‘1525| sto], 5 84 5 142 %| 8422 
Wyoming ‘S7| | 652| 4) | «591 216 275 — : 2 26 147 14) (2077 
56| mS 2} +107; += 528 199 273 6 26 13 132 12} 1899 
Six Months ‘57 ea 1719| 24231] 135551|  32047| 45055| *6567| «1196|-3789| «6775| 10707| 8984|*422812 
Total 56 153257] 2030] 29431| 134407) 43326} 54681| 6578] 1545) 502! 089| 10586 5520| 455007 

New Commercial Car Registrati 
ar hegistrations, 
a 
Six States for July, 1957-1956 

District of Columbia "57 | | 5 40 25) 17] 9] 3 4 4 167 
eae - | a at ial 3 Ie} 16} | 3| + 4 172 
illinois 4 a a 422| | 49 7) 3015 
519} 5 23 55 24 3159 
New Hampshire “7 = “i 4 1 1 3 17 10 268 
eee | | 2 fo 2 $3 " 2| 4 | | ‘| 307 
° rolina as 2 159 15! 39 " 30 14 } 
~ 43 ay 1941 269 3 i| Fd 18 2 oe 
Rhode Island 58 20 10} 3 5 4 276 
ae | 2| és| | 3 “I 1 oe 
a 2] 135 B 63 3 é a 21 414 
=< < | 8 7| 4! 130 $2 $3 3| | ‘| i 6 452 
x States Reported 7 2% 43 312] 1944, «473. 717 159 14 94 i 129) 6203 
For July "56 re] | 87 a 597 HH) al 14 33| 120 a 69| 6352 
Year ' 148076, 1762) 24 1210) sas 9113) 429015 
To Date 55335} 2117 eal Tia 136217 =e an] eat 1559| fon7| | 10098 10695} 5589) 461359 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Manhattan, Kans. 


New-car sales in Riley County 
(Manhattan), Kans., held steady in 
July, according to the county treas- 
urer’s office. There were 103 units 
registered in July, against 101 the 
previous month. 

Sales of used cars increased, with 
July leading 344 to 285. 

New-truck sales doubled in July, 
with 12 registrations against only 
6 in June. 

Sales of used trucks were slightly 
stronger in July, with 29 units com- 
pared to 26 the previous month.— 
(George M. Hunholz.) 

* 


* + 


Columbus, O. 


July saw 2,468 new cars regis- 
tered in Franklin County (Colum- 
bus), O., compared with 2,510 a 
month earlier. 

New-truck registrations, mean- 
while, dropped from 262 in June to 
240 in July. 

Increases, however, were noted 
in sales of used vehicles. Tax- 
paid used-car transactions were 
up from 5,633 to 5,828, while used- 


truck sales climbed to 335 from | 


294. 

By make, July new-car registra- 
tions were: Ford, 750; Chevrolet, 
551; Plymouth, 275; Dodge, 195; 
Pontiac, 134; Oldsmobile, 130; Mer- 
cury, 110; Buick, 109; DeSoto, 45; 
Cadillac, 35; Chrysler, 28; Volks- 


Chevrolet Truck 
Blazes Own Trail 
Up Pike’s Peak 


COLORADO SPRINGS.—A Chev- 
rolet truck has made automotive 
history by scaling the southwest 
slope of Pike’s Peak under its own 
power. 

First vehicle ever to reach the 
14,100-foot summit without using 










| the famous Pike’s Peak roadway 


was a Chevrolet four-wheel-drive 
pickup. 

The scramble to the peak cli- 
maxed a durability test run up 
steep slopes and through boulder 
fields, standing and fallen timber, 
washouts and gulches. 

The climb to 13,000 feet was made 
over crude trailways. The last 1,100 
feet was over trackless, rock- 
studded terrain so rugged that in a 
few places the only means of prog- 
ress was by winch, powered by the 
truck’s engine. It took about 3% 
days to reach the peak. 

Rarefied atmosphere and near- 
freezing temperatures near the 
summit added to the challenge of 
the climb, which previously had 
been made only by men on foot or 
by pack mule. 








wagen, 26; Rambler, 23; Stude- 
baker, 16; Lincoln, 7; Renault, 7; 
Checker, 6; Imperial, 6; Jaguar, 4; 
Lloyd, 2; Morris, 2; Nash, 2; 
Porsche, 2; Isetta, 1; MG, 1, and 
Metropolitan, 1. 

Truck registrations were: Chev- 
rolet, 65; Ford, 55; International, 
52; Dodge, 22; GMC, 18; White, 8; 
Mack, 7; Diamond T, 5; Willys, 3; 
Reo, 2; Volkswagen, 2, Hyster, 1.— 


(Bert Strang.) 
* * * 


Middletown, O. 


Butler County (Middletown) reg- 
istrations of new cars edged up- 
ward in July, according to figures 
provided -by the clerk of courts. 

Passenger-car titles amounted 
to 517, compared with 489 in 
June. Leading was Ford, with 134 
units registered, compared with 

108 for second-place Chevrolet. 

Other registrations were: Plym-| 
outh, 51; Mercury, 30; Dodge, 30; 
Pontiac, 27; Buick, 22; Oldsmobile, 
21; Lincoln, 7; Studebaker, 7; 
Chrysler, 6; Rambler, 6; DeSoto, 4; 
Imperial, 3; Volkswagen, 3; Metro- 
politan, 2; Cadillac, 2; Renault, 2; 
Nash, 1, and Packard, 1. 

Truck registrations totalled 19.| 
Ford led with 7.—(Ernest C. Kish.) | 


* * * 


Washington, D. C. 


New-car registrations during) 
July in the National Capital area} 
totalled 1,832, compared with 1,952) 
in June, according to figures com-| 
piled by the Automotive Trade) 
Assn.—National Capital Area. 

In July a year ago, registrations 
amounted to 2,364. 

Truck registrations in July to- 
talled 138, compared with 184 a 
month earlier. | 

By make, car registrations 
were: Ford, 429; Chevrolet, 415; 
Plymouth, 202; Dodge, 114; Pon- 
tiac, 114; Oldsmobile, 107; Mer- 
eury, 100; Buick, 78; Cadillac, 59; 
Chrysler, 41; DeSoto, 29; Lincoln, 

17; Imperial, 14; Studebaker, 12; 

Rambler, 9; Metropolitan, 7; | 
Packard, 4; Hudson, 1; Nash, 1, | 
and miscellaneous, 79. 

Truck registrations by make! 
were: Chevrolet, 38; Ford, 37; GMC, 
19; International, 15; Mack, 8; 
White, 4; Dodge, 3; Divceo, 2; Reo, 
2; Brockway, 1; Willys, 1, and mis-| 


cellaneous, 8.—(William Ullman.) | 
> = = 


Buffalo 

Used-car business has held at a 
good pace during the summer in | 
the Buffalo area. While used-car | 
volume is down a shade from a 
year ago, dealers noted that 1956, 
was the biggest used-car year in| 
the industry’s history. 

Used-car dealers reported there 
actually has been something of a) 
shortage of clean used cars in later | 
models, due to lower new-car sales | 








and fewer tradeins. The used-car 
price structure also has been hold- | 
ing up well in the Buffalo area. 

Consumer resistance to prices 
of new cars has been reflected in 
stronger demand for late-model 
used cars in good condition. Even 
persons in medium-income brack- 
ets are balking against new-car 
prices and entering the used-car 
market. | 

In Erie County, seven used cars 
now are being sold for every four 
new cars. These figures indicate 
that in the first six months of 1957, 
nearly 43,000 used cars were sold 
in Erie County.—George E. Toles.) | 

+ * * 





Houston 

Dealers sold 4,771 new cars in 
Houston during July, compared 
with 4,486 in the previous month. 

New-truck sales, meanwhile, rose 
from 544 to 643. 

By make, new-car registrations 
were: Ford, 1,252; Chevrolet, | 
1,242; Plymouth, 633; Mercury, 








healthy car... 





266; Oldsmobile, 252; Buick, 227; 
Pontiac, 192; Dodge, 174; Cadil- 
lack, 111; Chrysler, 82; Rambler, 
60; DeSoto, 42; Imperial, 37; 
Studebaker, 35; Isetta, 33; Volks- 
wagen, 18; Lincoln, 16; MG, 16; 
Volvo, 18; Metropolitan, 12; Hud- 
son, 10; Renault, 10; Willys, 8; 
Hillman, 5; Jaguar, 4; Porsche, 
4; Triumph, 4; Nash, 3; Austin- 
Healey, 2; Morris, 2; Packard, 1, 
and miscellaneous, 5. 

New-truck registrations by make 
were: Chevrolet, 283; Ford, 215; In- 


| ternational, 74; GMC, 18; Dodge, 


15; Mack, 13; Willys, 7; Autocar, 

4; Diamond T, 4; White, 4; Stude- 

baker, 3; FWD, 1; Kenworth, 1, and 

miscellaneous, 1.—(Ruby Fenoglio.) 
* * * 


Miami 


While Miami new-car dealers are | 
marking their cleanup drive with | 


price as the dominant factor, the 
foreign-car market is experiencing 
a big boom. 

It is estimated there are 7,000 to 


| 10,000 foreign cars in the Miami 


area, and at least 3,000 fall in the 
sports-car category. 

According to Fred Martin, sales 
manager for Marshall Motors, Mi- 
ami ranks third in the foreign-car 


it. 
Frankie Watts, who started in 





| field, with only the Los Angeles | 
}and Connecticut markets topping) trations were: Ford, 280; Chev- 
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the automobile business here 31 
years ago, was the first dealer in 
imported cars. He entered the 
field 11 years ago. Now there are 

18 dealers offering virtually every 
make of foreign car imported 
into the U. S. 

As elsewhere, Volkswagen has a 
long lead over other models and 
every dealer has a waiting list with 
deliveries seldom promised under 
60 days and sometimes as long as 
six months. 

Several factors are contributing 
to the growing foreign car market 
—prestige appeal in the higher- 
priced cars and economy in the 
low-priced lines, easier _financial 
terms as compared with the past 
and reduced insurance rates.— 
(George S. Connell.) 

* * 
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Youngstown, O. 

July registrations of new cars in 
Mahoning County (Youngstown), 
O., totalled 987, compared with 962 
in June. 

Used-car sales amounted to 411 
in July, compared with 396 a month 
earlier. 

The new-truck market also 
gained, from 72 units in June to 90 
in July. 

By make, July new-car regis- 


rolet, 164; Plymouth, 129; Pon- 


(Continued on Page 52, Col. 1) 
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Dealer Personnel Take Training— 


Representatives of 10 Dodge dealerships have just completed training at the 
Chrysler Training Center. They are (from left, seated) Harold C. Balthaser, Balthaser 
Motors, Hamburg, Pa.; C. M.. Broemmelsick, Bellefontaine Motors, Inc., Chesterfield, 
Mo.; Don Z. Farrington, Farrington Motors, inc., Granite City, lIll.; Gerald L. Shaver, 
Cioss Motor Co., Inc., Wood River, Ill.; (standing) Emil Weber, Vicart Motors, Inc., St. 
louis; James R. Hendricks, Palmer Dodge, Inc., Indianapolis; Peter V. Rogers, Wayne 


Sales, Berwick, -Pa. 


Thompson, Inc., Asheville, N. C.; James Thompson, Key Motors, Inc., Peoria, Ill.; Bishop 
R. Wilcox, Swope Motors, Inc., Elizabethtown, Ky., and John F. Stapert, Gay Car } 


up to 90% increase in your 
Service Department Sales 


Here is a positive way to make certain 


the new cars you sell will 


service department. At no cost to you, 


Valvoline will guarantee th 


of all Valvoline-lubricated chassis and 


engine parts up to 33,000 
months. Just a few of the 
you will receive are... 


increase in your service sales .. . A com- 


Write Valvoline teday, Dept. AN-857, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 


return to your 
e performance 
miles ... or 24 


many benefits 
Up to a 90% 


about the 33,000 Mile Guaranty. 


VALVOLINE OIL COMPANY 


plete advertising and promotion program, 
including plenty of sales aids, to help you 
promote the Free 33,000 Mile Guaranty 
Program to your customers . . . Helps in- 
crease TBA sales . . 
you outsell your competition . 
you familiar with the car you will be 
asked to trade, assuring an 
“easier-to-sell” used car. 


. By offering more, 
. . keeps 





(DIV. OF ASHLAND OIL & REFINING COMPANY) 
General Offices and Refinery—FREEDOM, PENNSYLVANIA 
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Used-Car Auction Prices 


LUBRIPLATE Lusrication 





BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . . . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 


sell LUBRIPLATE. 





oS, LUBRIPLATE H.D.S. MOTOR OIL 


is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. ie TESS. Ohio. 


the PULLMAN VACMOBILE 
the best salesman a dealer 


ever had.. and here’s why.. 





LOOK AT PULLMAN’S 
EXCLUSIVE FEATURES 


. Spetenes | outecely for auto- 
motive trade 

© Patented Accordion Hose reaches 
every crack without moving vac. 
© Big wheel mobility glides over 
sills, ramps, steps with ease. 

© Never-Clog Filter Bag for full- 
power, full-time performance. 

. ives , no -— costs, 
complete wi' accessory kit. 











VACMOBILE 


IT’S THE PULLMAN VAC THAT BRINGS "EM BACK 
Little things, like vacuuming the interior after a repair 
job, make a big impression on your customers! 


SSSHSSCSHSSSOSSOSSSSSOSSSSSCOCES 


= ACT TODAY . .. MAIL THIS COUPON 


Reconditions used cars 

Keeps floor models spic and span 
Keeps customers happy ... by 
cleaning interior after repair jobs 
Cuts cleaning time by 2/3 
saves man-hours 

Gets over the hump of step-down 
cars 


COSTS ONLY 40c A DAY, 
$12 A MONTH, FOR 

12 MONTHS ON 
PULLMAN’S LIBERAL 

CREDIT PLAN. 


- 

+ 
ine ere Ps 
Buick St. bo: GOAMIE. . . ccccccccccccccccccsccccccsces : 
ae oe. IIT ob ocnccccnescsence streeesees @ 
resentative call fo iia : 
Pullman Vacmo- ° 
bile. Noobligation. CITY...............STATE........... ? 





(Continued from Page 47) 


4-dr., $450; Main (6) 4-dr., $340. ‘51 
2-dr., $325, $260, $250, $180; 4-dr., $175. 
’50 2-dr., $155. "49 conv., $135. °36 se- 
dan, $180. 
MERCURY—’52 Monterey 4-dr., $275. 
NASH—’51 Statesman 4-dr., $150. 


OLDSMOBILE—’'53 
’52 coupe, $500*. 


(88) Hardtop, $800*. 


PACKARD—’'56 Clipper Hardtop, $1,650* 
(ps). 
PLYMOUTH—’56 Plaza (6) 4-dr., $1,130. 


'55 Plaza (6) station wagon, $1,035; Bel- 


vedere (8) 4-dr., $1,010°. ‘54 station 

wagon, $830. 53 2-dr., $480. "52 4-dr., 

$300, $250. '51 2-dr., $275. 
PONTIAC—’51 2-dr., $135°*. 
STUDEBAKER—’53 Champion 4-dr., $205. 
MISCELLANEOUS—'56 Ford %-ton pick- 


up, $850. ‘50 Chevrolet %-ton pickup, 
$270. '46 Dodge \%-ton pickup, $150. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 6.) 

(Market is good in this area, but clean 
cars are in very short supply. Sale had a 
run of below average cars this week. 
Sold 71 cars out of 111 consignments.) 


BUICK—’'56 Super 2-dr., $1,600°. °55 Su- 
per 2-dr., $1,350*, $1, 210°, ‘54 Super 
conv., $1.000* "53 Super 4-dr., $645°, 
$635°, $610*. °51 2-dr., $315°*. 

CADILLAC—’'53 (62) conv., $1,290*° (ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
900°. °56 Two-ten 4-dr., $1,255*, $1,175, 
$1,120; 2-dr., $1,205, $1,190, $1,170, $1,- 
165, $1,140; One-fifty 2-dr., $1,055, $990. 


‘55 Bel Air 2-dr., 
$895, $885; 2-dr., 
$765, $750. ‘54 Two-ten 


$970; Two-ten 4-dr., 
$875; One-fifty 2-dr., 
4-dr., $655, 


$625; One-fifty station wagon, $550; Del- | 


ray 2-dr., $760*. 
$640°, $505°. ‘52 4-dr., 
$300. 
CHRYSLER—'53 Windsor 4-dr., 
conv., $465. 
DODGE—'53 conv., $560*; 
FORD—'56 Fairlane (8) 4-dr., 
Fairlane (8) Victoria, $1,290°*. 


53 2-dr., $710*; 
$275. 


4-dr., 


$400°. "52 
4-dr., $300. 


"54 Cus- 


"51 conv., | 





$1,300°. '55 | 


tom 4-dr., $665. "53 Victoria, $625; Cus- 
tom sedan, $600°; 4-dr., $550°. °51 2-dr., 
$315°. 
LINCOLN—'53 2-dr., $715*. | 
MERCURY—’'54 Custom 4-dr., $900*°. ‘53 
4-dr., $375°. "51 4-dr., $280°. 
NASH—’'52 2-dr., $375. 
OLDSMOBILE—'55 (88) Super 4-dr., $1,- 
425°. "51 4-dr., $240°. j 
PACKARD—'51 4-dr., $240*, $170*. 


PLYMOUTH—’'56 Suburban station wagon, 
$1,565°. °53 4-dr.. $510. ‘51 conv., $160. 

PONTIAC — '55 Chieftain 4-dr., $1,125*, 
$1.040°. ‘54 Star Chief station wagon, 
$875*. '53 conv., $330°. 

STUDEBAKER—’'53 2-dr., $375. 

MISCELLANEOUS—'57 Isetta 300, $760. 
‘56 Volkswagen 2-dr., $1,200. "50 Austin 
4-dr., $100. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- | 


day. Prices are for sale of Aug. 8.) 

(Seld 60 cars out of 126 consign- 
ments.) 

BUICK—’'55 Super Riviera, $1,425°. ‘S4 
Super 4-dr., $1,000°. ‘53 Super Riviera, 
$685°. 

CHEVROLET "56 Two-ten (8) 
wagon, $1,890° Hardtop, $1,495°; 
$1,350. "55 Bel Air coupe, $1,500*; 
ten 2-dr., $1,100°. '54 4-dr., $705*; Del- 
ray 4-dr., $660. ‘53 conv., $805; 4-dr., 
$640. "51 4-dr., $255*. "50 3-dr., $110°. 

CHRYSLER—'53 Windsor 4-dr., $575*. 

DODGE—'55 Custom Royal 4-dr., 
"54 Meadowbrook 4-dr., $415. 
net 4-dr., $360. 

FORD—'56 Parklane station wagon, $1,- 
800°; Custom 4-dr., $1,300; 2-dr.. $1,180. 
‘55 Custom 4-dr., $1,125, $1,120*; 2-dr., 
$1,050; Fairlane (8) sedan, $1,060. °54 
Custom 4-dr.. $815, $810 $465°. "53 4- 
dr., $675, $655°, $625. "52 4-dr., $575. 

MERCURY—'S4 2-dr., $895°. 

OLDSMOBILE —'56 (88) 4-dr., 
(ps). '49 4-dr., $200°. 

PACKARD — ‘52 4-dr., 


4-dr., 
Two- 


"53 Coro- 


$1,675° 


$315. °51 4-dr., 
$250°. 

PLYMOUTH—'56 Savoy (8) 2-dr., $1,245. 
"5S Savoy 4-dr.. $725. "53 station wagon, 
$660; 4-dr., $315. '51 4-dr.. $240. 

PONTIAC—'55 Chieftain 2-dr., $1,010. '49 
station wagon, $130. 

STUDEBAKER—-'53 Hardtop, $595°*. 

MISCELLANEOUS—'55 Ford %-ton pick- 
up, $500. "54 Chevrolet 2-ton truck, $700; 
%-ton panel truck, $650. '53 Chevrolet 
2-ton truck, $500; Ford 1%-ton truck, 
$795. "52 GMC 11%-ton truck, $595. °*51 
GMC 2-ton truck, $410. ‘50 Chevrolet 
2-ton truck, $405; Ford 2-ton, $900 (box. 
hoist), $400; GMC 2-ton, $500. "47 Stude- 
baker %-ton truck, $105. 


FLINT, MICH. 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 7.) 
(Prices were good and demand great. 
Sold 78 out of 113 consignments.) 
BUICK—'56 Riviera 2-dr., $1,850° (ps); 
Special 4-dr., $1,560*. ‘55 RM 4-dr., $1,- 
485° (ps); Riviera 2-dr.. $1,410*, $1,450* 
(ps), $1,050; Super, $1,200° (ps). ‘53 
conv., $595*; Riviera 2-dr., $525*. 52 
Super 4-dr., $325°. ‘51 Riviera 2-dr., 
$275°. '50 Special 2-dr., $180*. 
OCADILLAC—’56 (62) 4-dr., $3,000* (ps), 
$2,885° (ps). "52 (62) 4-dr., $855° (ps). 
CHEVROLET—'56 Bel Air (8) Hardtop, 
$1,535*; Del Rio (6) club coupe, $1,290; 
One-fifty 2-dr., $1,150. "55 Nomad (8), 
$1,465*; Two-ten (6) station wagon 4- 
r., $1,390*; conv. (8) coupe, $1,380; Bel 
Air Hardtop, $1,325*; (6) 2-dr., $970*; 
Delray (8) club coupe, $1,210*, '54 Bel 
Air club coupe, $700; 4-dr., $745. ’53 Bel 
Air Sport coupe, $590*; Two-ten 2-dr., 
$510, $415. 
‘56 Seville Hardtop 4-dr., $1,- 
$540*. '52 


$1,685°* ; 
$1,625°. 
Ranch Wag- 
$1,315"; Custom, 
$765; Mainline (8) 2- 
dr., $890. ‘54 Custom’ (8) 2-dr., $695, 
$610; 4-dr., $665; conv., $835*; Mainline 
(6) 2-dr., $430, "53 Country sedan (8), 
$795*; Crestline, $510. ’52 Mainline (6) 


2-dr., $315*. 
$1,535*. °54 


HUDSON—'56 Rambler 4-dr., 
MERCURY—"57 Monterey club coupe, $2,- 


770°. 
DODGE—’53 Coronet (8) 4-dr., 
Wayfarer 2-dr., $150*. 
FORD —’56 Fairlane (8) 4-dr., 
Victoria, $1,605* (ps); conv., 
‘55 Country sedan, $1,465*; 
on, $1,100; conv. (8), 
, $905; (6), 


Wasp 4-dr., $350°*. 


$1.300°. | 


station | 





095*. °55 Monterey club coupe, $1,290*. 
"53 Custom Hardtop, $640*. °52 Custom 
4-dr., $135*. 

OLDSMOBILE — '55 Holiday (98) 
coupe, $1,540*° (ps), Deluxe 2-dr., $1,- 
290°. '54 conv. coupe, $1,088* (ps). 

PACKARD—’55 Custom Clipper 4-dr., $1,- 
325° (ps). °51 Clipper (300) 4-dr., $130*. 

PLYMOUTH—’'56 Beivedere (8) 4-dr. Hard- 
top,. $1,615*. '55 Plaza 4-dr., $620. ‘50 
Savoy, $235. 

PONTIAC—’56 Star Chief club coupe, $1,- 
765 (ps); Chieftain, $1,275*, $1,000. '55 
station wagon 4-dr., $1,430*. °54 Star 
Chief (8) 4-dr., $750*. ‘53 Chieftain De- 
luxe (8) 4-dr., $370*, $340*. '52 Chief- 
tain Deluxe (8) conv., $455*. '51 Chief- 
tain (8) 2-dr., $115*. 

STUDEBAKER — '55 Commander (8) 2- 
r., $830°. 

WILLYS—’53 Aero Ace, $160. 
MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1,450. '55 Ford ¥%-ton pickup, $625. 

* * 


elub 


— Auctions in Brief — 


DETROIT 
Motor City Auto Auction. Sale every 
; Thursday (Aug. 8). short- 


Market steady 


Sold 87 cars out of 1: 
* * 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (Aug. 7). Very heavy demand. Sup- 
pliers having difficulties buying clean cers 
to bring to the sale. Sold 140 cars out of 
172 consignments. 


age of clean cars. 
consignments. 


+ * 


BEL AIR, MD. 
Bel Air Auto Auction. Sale every Thurs- 
day (Aug. 8). A good sale. 
* * * 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 
day (Aug. 8). We had about all makes and 
models at the sale today, with a high per- 


centage sold. 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction. Sale every 
Thursday (Aug. 8). Sale moved at a rapid 
pace today as 76 percent of the consign- 
ment changed hands, Clean cars of any 
model in great demand. 
* * * 


BIRMINGHAM, ALA. 

Dixie Auto Auction. Sale every Monday 
(Aug. 5). Sale Red Hot in Birmingham 
this week, Prices seemed steady to firm on 
most models, with almost all older models 
holding firm. Newer models seemed some- 
what off. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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pers THIS SURE-CAR SEAL 


on your 


USED CARS 
inspires 
CUSTOMERS TO 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 





Nation-wide inspection 
and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 


WRITE TODAY 


Gmerican- SURE-CAR Cote, 


MAIN OFFICE: SEA CLIFF,NEW YORK 
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Dealer Ad Ideas... 


AUTOMOTIVE NEWS, AUGUST 19, 1957 


Indian Theme Moves 
Used Cars in Montana 


By S. A. Franzmeier 
Staff Correspondent 

UCCESSFUL advertising and 
promotion campaigns are a joy 
to new-car dealers—and one of the 
happiest dealers around is L. J. 
(Chief) MacIntyre, owner of Mac- 
Intyre Motor Co, (Pontiac-Cadil- 

lac), Billings, Mont. 

Since 1954, during annual spring 
and fall used-car sales, MacIntyre 
has placed full-page advertise- 
ments in the Billings daily news- 
paper, one of which displayed the 
title, “Biggest Massacre Since 
Custer’s Last Stand” and dubbed 
the used-car manager “Krazy 
Horse” Kiner. 


of MacIntyre Motor Co. pooled 
their imaginations to come up with 
lines like “This Nash make ’um 
good teepee,” and “Wash ’um own 
face,” for a car with windshield 
washers, or “Spirits shift ’um gears,” 
describing -a car with automatic 
transmission. 

The final pitch told readers that 
the terms were “1/3 wampum, up 
to 24 moons on balance.” 

oa * a 


Free Heat with New Car 

A* OFFER to pay next winter’s 
heating bills for new-car buyers 

has been made by Wood Motors 


Over the radio, an Indian war (Chrysler-Imperial), Columbus, O. 


dance, with drum beats and war 
whoops, introduces a spot an- 
nouncement made by an announcer 
who speaks in popularized Indian 
dialect. 

Salesmen wear war bonnets and 
give away headdresses to children. 

The campaign reaches so many 
people at its peak that Chief Mac- 
Intyre or his braves cannot buy 
groceries or get a haircut without 
several persons stopping them to 
remark on the ads. 

* * cd 

SING an Indian theme to sell 

used cars began when Mac- 
Intyre and his braves thought such 
an advertising and promotion 
theme would be both appropriate, 
because one of the cars they sell 
is named for an Indian, and suc- 
cessful, because people of Billings 
and the surrounding area are “In- 
dian conscious.” 

When MacIntyre started his In- 
dian promotion, his used car lots 
did not reflect the theme. But, in 
the spring of 1955, he opened a lot 
at which many people call the 
busiest intersection in the state, 
across the street from the new-car 
building. 

A fence built of lumber cut 
like logs and a parapet, used for 
the office, make the lot resemble 
a pioneer stockade. Cost of acqui- 
sition and construction amounted 
to $100,000. 

MacIntyre thinks that the big ad- 
vantage of the Indian theme is 
that prospective customers have 
come to identify Indian war dances 
over the radio and pictures of In- 
dians in advertising copy in the 
paper with MacIntyre Motor Co. 
Just the music or the picture is 
enough to cause people to think of 
the company—and that’s good ad- 
vertising. 

He insists on conserving the 
novelty of the ads’ appeal by using 
the theme only twice each year— 
during the spring and fall used-car 
sales. 

7 * 6 

HE man who deserves a lot of 

credit for this successful ad cam- 

paign is Bob Henkel, of the adver- 
tising department of Billings 
Gazette. It is he who made up all 
the ads. He did his job so well that 
one of the ads, entered in a contest 
conducted nationally by Multi-Use 
Mat Service, won first prize. 

It led off by advising the readers 
that “Chief MacIntyre is on the 
warpath,” cutting prices viciously. 

Reason given for his abandon 
was this: “If you see ’um signal 
smoke from 31st St. and ist Ave. 
N., its not Indian signal, it’s 
Chief MacIntyre blowing stack 
over heap big number used cars 
that have to be price-massacred 
to move.” 

Henkel and E. J. Seitz, manager 


AAA Warns Against Use 


Of Dry Ice in Car Heater 


WASHINGTON.—The American 
Automobile Assn, has warned 
motorists not to convert their 
car heaters to air conditioners by 
using dry ice because it will in- 
toxicate them and possibly kill 
them. 

The AAA said that dry ice, 
which is used to keep foods cold, 
is nothing more than carbon 
dioxide in solid form, This solid 
has a cooling quality as it turns 
to gas, but the gas is highly 
dangerous. 








The dealership’s ad asked pros- 
pective customers to bring in some 
record of last year’s heating bills 
and said the company would send 
car buyers checks to cover heating 








expenses from Oct. 1 through 
April 30. 

The offer was limited to private 

homes of six rooms or less. 
* + ad 

‘Happy Birthday’ 
A “BIRTHDAY CARD” with a 

kicker keeps the service de- 
partment busy at Jameson-Barnsely 
Co., Dodge dealership in Westmin- 
ster, Md. It reads: 

“On ——— your Dodge will have 
its birthday ... and we want 
to say ‘thank you’ once again for 
purchasing it from us. Because we 
are still just as interested in your 
Car as We were the day we sold it 
to you, we have a special gift for 
you. 

“If you will present this letter 
within 30 days, we will lubricate 
and wash your car without charge 
to you.” 

According to a survey taken by J. 
Cullman Barnsley, president, over 
50 percent of the “birthday” owners 
have responded to letters mailed 
since Jan. 1, and have been sold 
additional service work amounting 
to $10.40 per order. 

Last year’s average was $5.04, 
Barnsley said, reflecting the “con- 
tinuous growth since we started 
this type of promotion some five 








years ago.” 
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Maclntyre’s Automobile Stockade— 


An Indian promotional theme has proven successful for Macintyre Motor Co. (Pon- 
| tiac), Billings, Mont. Wearing pleased expressions, Ed Seitz, left, manager, and A. J. 
| Macintyre, owner, pose on the used-car lot which was constructed on “the busiest 
intersection in Montana” to resemble a pioneer stockade. 








Ditziter announces new SAN Quic Neutral— DZL- 


3600—a new neutral gray lacquer primer surfacer that 
dries with unusual speed. Sands so easily that #400 paper 
can be used without clogging. 


@ New SAN QUIC has exceptionally high solid content. 
Fewer coats are needed for proper filling. It feathers out 
with no splitting or chipping around edges. SAN QUIC 
also has exceptional adhesion and color holdout, improving 
the appearance of final coats. 


@ This outstanding primer surfacer is now available in 
convenient, easy-to-pour cans. It is non-settling, eliminat- 
ing waste, time and laborious stirring. DZL-3600 doesn’t 
settle hard in the can or gun cup. 


@ Try SAN QUIC Neutral Gray DZL-3600—you’ll find it 
saves labor and materials and assures customers better- 


looking paint jobs. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 
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PAINTS © GLASS ¢ CHEMICALS ¢ BRUSHES « PLASTICS © FIBER GLASS 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Ditzler Anng 









@ Fast Drying 


COMPANY 


Nnces... 


@ Easy Sanding 
@ Non-Settling 
© Extra Filling 
@ New Color 
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tiac, 70; Dodge, 69; Buick, 58; 
Mercury, 41; Chrysler, 35; Olds- 
mobile, 35; DeSoto, 24; Volks- 
wagen, 20; Hudson, 19; Cadillac, 

16; Studebaker, 9; Lincoln, 5; 

Renault, 3; Nash, 2; Triumph, 2; 
Hillman, 2; Volvo, 2; MG, 1, and 
Jaguar, 1. 

Truck registrations were: Ford, 
30; Chevrolet, 18; International, 15; 
Dodge, 8; GMC, 8; White, 3; Mack, 
2; Diveo, 2; Volkswagen, 1, and 
miscellaneous, 3. 

« © . 


Sioux Falls, S. D. 

A total of 263 new cars and 31 
new trucks were sold in Woodbury 
County (Sioux City), Ia, during 
July, compared with 262 cars and 
46 trucks in the previous month. 

duly cars sales by makes were: 

Ford, 77; Chevrolet, 74; Plym- 
outh, 36; Oldsmobile, 15; Buick, 

14; Pontiac, 12; Dodge, 9; Mer- 
cury, 8; Studebaker, 4; Cadillac, 3; 
DeSoto, 3; Nash, 3; Volkswagen, 


2; Chrysler, 1; Lincoln, 1, and 
DKW, 1. 

Truck registrations were: Ford, 
9; Chevrolet, 8; GMC, 5; Interna- 
tional, 5; Diamond T, 2; Dodge, 1, 
and Studebaker, 1. 


* * * 


Detroit 

July saw 12,404 new cars regis- 
tered in Wayne County (Detroit), 
or 8 percent fewer than the 13,484 
registered in June, Used-car sales 
were down 3.8 percent, from 13,151 
to 12,652. 

New-truck sales fell 38.9 percent, 
from 957 to 585, but used-truck 
transactions: edged up a fraction 
of a percentage point, from 652 
to 656. 

July registrations of new cars 
(with percent of market penetra- 
tion in parentheses) were: Ford, 
3,588 (28.92); Chevrolet, 2,417 
(19.48); Plymouth, 1,750 (14.11); 
Mercury, 946 (7.63); Dodge, 798 
(643); Oldsmobile, 499 (4.02); 


Buick, 474 (3.82); Pontiac, 448 
(3.61); Cadillac, 324 (2.61); De- 
Soto, 317 (2.56); Chrysler, 195 
(1.57); Rambler, 155 (1.25); Lin- 
coln, 144 (1.16); Imperial, 59 (0.48) ; 

Studebaker, 59 (048); Nash, 14 

(0.11); Packard, 6 (0.05); Conti- 
nental, 2 (0.02); Hudson, 1 (0.01) ; 
Willys, 1 (0.01), and miscellaneous, 
207 (1.67). 

Truck registrations and penetra- 
tions were: Ford, 257 (43.93); Chev- 
rolet, 147 (25.14); Dodge, 79 (13.50); 
GMC, 34 (5.81); International, 24 
(4.10); Willys, 15 (2.56); Mack, 10 
(1.71); Autocar, 6 (1.03); Diamond 
T, 1 (0.17); Diveo, 1 (0.17), and 
miscellaneous, 11 (1.88).— (Robert 
M. Lienert.) 

= + + 


Omaha 


Ford finished on top for June 
new-car registrations in Omaha, 
with 354 sales to 327 for second- 
place Chevrolet. Plymouth held 
third, with 152, while Oldsmobile, 
83, was fourth. 

Other big sellers were Pontiac, 
60; Buick, 59, and Mercury, 55. In 
the luxury field it was Cadillac, 22; 
Imperial, 10, and Lincoln, 1. 

The month’s total was 1,191, 





t's the “Jiffy” Hook 
that does the trick! 


Amazing—but she does it! So did thou- 


sands of others last winter in the areas 


where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there’s no need to jack the car—no need to 
move it. And there’s no hard-to-fasten inside lock. No dirty work, 
either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, or 


write direct. 





















CAMPBELL LUG-REINFORCED STANDARD CHAINS 


Patented Lug-Reinforced construction digs in for better trac- 
tion—greater protection against skids and side slips—longer 


wear. Free applier included 
with every pair. 


Woter-resistant, 
colorful box 

stores chains easily 
—tkeeps them neat 
and clean. Makes 
attractive display. 


V1 ):1 48 ad) VL eee 


CAMPBELL 
oo NE 


Portland, Oregon 


Factories and Offices: York, Pa. 
East Cambridge, Mass 
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* Sacramento, Calif 


compared with the previous 
month’s total of 1,363. 

Total truck sales were 146, com- 
pared with 145 a month earlier. 
Chevrolet registered 89; Ford, 26, 
and GMC, 15. 

There appears to be a growing 
popularity of imported cars in 
Omaha. The Volkswagen dealer re- 
portedly has orders up to the end 
of the year, and new dealers have 
been appointed in several other 
foreign lines.—(Arthur R. Olson.) 

* oa a 


St. Louis 
Registrations of new vehicles in 
the St. Louis area are down con- 
siderably from the same period last 
year. 


For the period Jan. 1 to July 19, 
registrations are down approxi- 
mately 4,000 cars from the same 
period last year. For the week 
ended July 19, registrations totalled 
740, compared with 1,267 for the 
week ended July 20, 1956. These 
figures are taken from the regis- 
tration sheets published by the St. 
Louis Dealers’ Assn. 

Lines suffering most are in the 
middle priced area. Plymouth and 
Ford are holding their places well 
with Chevrolet down approxi- 
mately 20 percent. In the higher- 
priced bracket, Imperial shows a 
substantial increase, while Lin- 
coln and Cadillac are holding 
their own. 

Used-car stocks are high, but 
clean cars are said to be moving 
well—(Sam X. Hurst.) 

” > * 


Cleveland 


Need for clean, late-model used 
cars is reflected in sales for the 
opening week of August, which 
showed turnover approaching year- 
ago figures of 1,900. 

New-car sales, meanwhile, were 
about par for the promotion activi- 
ties of this time of year. New-car 
sales of approximately 1,800 evi- 
denced a steady drive by dealers 
to begin unloading inventory.— 


(Sanford Markey.) 
- . * 


Birmingham, Ala. 

New-car registrations in Bir- 
mingham, Ala. rose to 2,014 in July, 
compared with 1,680 in June. A por- 
tion of the gain was due to in- 
creasing popularity of foreign cars. 

July registrations by makes were: 
Ford, 647; Chevrolet, 605; Plym- 
outh, 184; Buick, 109; Oldsmobile, 
104; Pontiac, 72; Mercury, 64; 
Dodge, 60; DeSoto, 38; Cadillac, 34; 
Chrysler, 22; Renault, 19; Nash, 17; 
Imperial, 8; Volkswagen, 8; MG, 5; 
Morris, 4; Lincoln, 3; Triumph 3; 
Hillman, 2; Studebaker, 2; Austin- 
Healey, 1; English Ford, 1; King 
Midget, 1, and Packard, 1.—(Stuart 
Riddle.) 


> . . 


New Orleans 

New-car registrations in July for 
New Orleans were the largest for 
any single month this year. The 
total reached 2,576, compared with 
the second-biggest month in May 
(2,460). July sales were 279 better 
than the previous month and 525 
more than the corresponding period 
of last year. 

Truck sales for July were 297, 








Map Industrial Expansion— 


R. €E, 
Dumas Milner, right, southern industrial- 
ist and large General Motors dealer, out- 


At a Washington conference, 


lines his proposals to help implement 
industrial expansion in the south to W. P. 
MacMullen, president, Guaranty National 
Bank & Trust Co., Jackson, Miss., and also 
president, Jackson Chamber of Commerce. 
Milner, boss of a $100-million-a-year in- 
dustrial empire that includes seven GM 
dealerships in six states, came to Wash- 
ington to urge appointment of a Presi- 
dential Committee to do away with alleged 
discriminatory practices against southern 
industry by Government purchasing 
agencies. 


compared with 229 in June and 249 

for the like period of last year. 
Car sales by makes were: Chev- 

rolet, 805; Ford, 789; Plymouth, 

218; Pontiac, 205; Oldsmobile, 120; 

Buick, 110; Mercury, 102; Dodge, 

38; Chrysler, 34; Cadillac, 23; 

Studebaker, 23; Rambler, 23; De- 

Soto, 21; Volkswagen, 18; Im- 

perial, 15; MG, 10; Lincoln, 8; 

Packard, 3; Nash, 2; Austin- 

Healey, 1, and Morris, 1. 

Truck sales by makes were: Ford, 
115; Chevrolet, 100; International, 
42; Mack, 11; GMC, 13; Dodge, 8; 
Diamond T, 5; White 2, and Willys, 


1.—(Gordon Hebert.) 
= > = 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati), O., dur- 
ing July increased to 3,003 units, 
compared with 2,916 in June and 
2,894 in the like month of 1956, the 
Cincinnati Automobile Dealers 
Assn., Inc., reported. 


New-car registrations by make 

were: Ford, 797; Chevrolet, 711; 
Plymouth, 352; Oldsmobile, 246; 
Buick, 179; Mercury, 155; Pontiac, 
148; Dodge, 124; Rambler, 64; 
Cadillac, 54; Chrysler, 48; DeSoto, 
34; Volkswagen, 32; Imperial, 14; 
Nash, 10; Studebaker, 8; Lincoln, 
7; Hudson, 4; Packard, 1; Willys, 
1; MG, 1, and miscellaneous, 12. 

New-truck registrations in July 
amounted to 278 units, compared 
with 271 in June and 248 in July, 
1956. New-truck registrations by 
make were: Ford, 88; Chevrolet, 88; 
International, 37; General Motors, 
31; Mack, 10; White, 10; Willys, 8; 
Dodge, 4; Reo, 1, and Cadillac, 1.— 
(Frank Kappel.) 





Auto-Lite Team Explains New Program— 


Accompanying the Auto-Lite Traveling Theater on a coast-to-coast tour are these 
executives turned showmen for Electric Auto-Lite Co., Toledo, to introduce a new 
service program to automotive wholesalers and their men. From-left are B. A. Noonan, 
service parts merchandising manager; J. W. Lingle, spark plug and wire and cable 
merchandising manager; D. B. Seem, advertising vice-president;- Robert Price, bat- 
teries merchandising manager, and M. H. Smith, general salesman, replacement 
sales division. 
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Across the Nation .. . 


American Motors franchised 54 
new dealers during June, according 
to L. W. Stevens, director of auto- 
motive dealer development. 


New dealers signed during the 
first six months of 1957 total 306, 
Stevens said. 

New dealers signed in June in- 
clude: 


Downtown Nash, Inc., Chicago; 
A. Jd. Geisler Motors, Victorville, 
Calif.; Jim Bowe, Conshohocken, 
Pa.; All-Rite Motors, Aliquippa, 
Pa.; Susco’s Motors, Solvay, 
N. Y.; Perry Packard, Inc., 
_E Poughkeepsie, N. ¥Y.; Wisdom 
ial- Auto Sales, Rolla, Mo., and Wine- 
put barger & Atkins Motors, Win- 
ent ston-Salem, N. C. 


Enyart Motor Sales, Rochester, 
Ind.; Tommy Gibbs Rambler Sales 
& Service, Inc., Richmond, Va.; 
Joe Strick Nash, Kansas City; 
Loyal Nimrick, Danville, IIL; 
Rogers Rambler Motors, Jonesboro, 
Ark.; Dorn Bros. Buick-Rambler, 
Prinville, Ore.; Ripkey Rambler, 
Berwyn, Ill. and F. W. Williams 
Motor Co., Leavenworth, Kans. 


Rawson Motors, Inc., Plainfield, 
N. J.; Blue Water Nash, Port 
Huron, Mich.; G & J Motors, Inc., 
New Cumberland, Pa.; Vorang Mo- 
tor Sales, Inc., Jeffersonville, Ind.; 
Harvey Motors San Francisco, San 
Francisco; North Shore Nash, 
Lynn, Mass.; Barbour Cadillac Co., 
Martinsville, Va.; Chipley Motors, 
Inc., Greenwood, S. C., andS &S 
Auto Sales, Charleston Heights, 
a. C. 

Vance MacLean Sales Co., States- 
ville, N. C.; Reydel Pontiac, Inc., 
Metuchen, N. J.; Seeman Motor 
Co., West Point, Neb.; Pool Pon- 
al, tiac Sales, Inc., Harrisburg, IIL; 

R & S Motors, Hiawatha, Kans.; 

Smith Motor Co., Douglas, Ga.; 

Rychlec Pontiac, Newton, Kans.; 

Flanagan-Oler, Inc., Concordia, 

Kans.; Hoffman Motor Co., Mt. 

Pleasant, Tex.; Nagle Auto Sales, 
™ Toledo, Ia, and Okie Motor Co., 

Guymon, Okla. 

Reed Buick, Paw Paw, Mich.; 
Don Olson Buick, Benson, Minn.; 
Suburban Motors, Norwalk, 
Conn.; Gurley-Dozier, Inc., King- 
ston, N. C.; Strode Pontiac, Inc., 
Brighton, Colo.; Ben Neal Buick, 
Inc.. Seneca Falls, N. Y., and 
Cozby Pontiac, Sweetwater, Tex. 
Lee Buick-Rambler Co., Lady- 
smith, Wis.; Fuqua Motor Service, 
Owensboro, Ky.; Chillicothe) 
Rambler Sales, Chillicothe,| 
Ill.; City Motors, Oakdale, La; F. 

T. Weaver, Salem, N. J.; Wagner 

Auto Co., Grangeville, Id.; Chew 

Pontiac-Cadillac-Rambler, Perry, 

Ia.; Littau Motor Co., Perryton, 

Tex.; Durfee Motor & Implement 

Co., Ness City, Kans.; Vance Buick | 

Co., McConnelsville, O., and Wede-| 

ne Motors, Inc., Schenectady, | 

% A 


— * * : 


Watford Sells Deal 


J. T. Trapnell and P. L. Lumley 
have purchased a Chevrolet dealer- 
ship in Ludowici, Ga. from R, L. 
Watford sr., who had operated the 
firm 25 years. Trapnell is a former 
mayor of Metter, Ga. 

> > > 


Hutton (Dodge), Dallas 


Chuck Hutton Co., Dallas, a new 
and exclusive Dodge dealership, has 
4 opened at Ross and Akard streets. 

Heading the new agency is Joseph 
A. Pillar. The firm operates Chry- 
sler Corp. auto and truck sales out- 
lets in seven states, with Dallas the 
first branch in Texas. 
- * > 
Finch (DeSoto) Opens 
Finch Motors (DeSoto-Plymouth) 

San Luis Obispo, Calif., has held its 
| grand opening. A. M. Finch is owner 

and John Norman, service man- 

ager. 
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Simca Appoints 


31 Dealerships 
On East Coast 


Paris Auto, Inc., exclusive eastern 
e distributor for Simca, has an- 
P nounced appointment of 31 East 
Coast dealers. According to Victor 
Elmaleh, president of Paris Auto, 
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Auto Dealer Changes 


Inc., additional dealers will be ap- 
pointed in the months ahead as 
increased distribution makes it pos- 
sible. 

New dealers include: Dabern Mo- 
tors, Hartford; Tri-City Motors, 
Inc., Augusta, Me.; Tober Foreign 
Motors, Springfield, Mass.; Stock- 
bridge Motors, Inc., Stockbridge, 
Mass.; Foreign Auto Import, Inc., 
Watertown, Mass.; Merrimack St. 
Garage, Inc., Manchester, N. H.; 
Autos, Inc., Dover, N. J.; Smeraldo 
Motors Co., Inc., East Orange, N. J.; 
Parkway Motors of Leonia, Inc., 
Leonia, N. J.; Foreign Cars of Ma- 
mouth, West Long Branch, N. J.; 
se Cars of Ocean, Toms River, 


Lake Motors, Inc., Bay Shore, 
. ¥.; Gardner Motors, Inc., Bing- 
hamton, N. Y.; Van Scoy Motors, 
Brewster, N. Y.; Ace Pontiac, Inc., 





Bronx, Larry Highland Motors, | 


Inc., Buffalo; Wood Motor Co., El- 
mont, N. Y.; Mt. Merino Sales & 
Service, Hudson, N. Y.; Simca Auto 
Sales, Inc., New York; Hollbrook 
Motors, Inc., Patchogue, N. Y.; Kil- 


ce Imported Cars, Rochester, 
Centerville Motors, Inc., North 


Syracuse, N. Y.; Straus Agency, 
Erie, Pa.; Speed Craft Enterprises, 
Exton, Pa.; European Car Distribu- 
tors, Philadelphia; Boshouwers Mo- 
tors, Inc., Langhorne, Pa.; Moone 
Motor Sales, Inc., West Warwick, 
R. I.; Frank Deslauriers & Son, St. 
Albans, Vt.; John Gifford Motors, 
Arlington, Va.; Woodward Chrysler, 
Fairmont, W. Va., and Continental 
Motors, Ltd., Washington. 


* * * 


Nelson Opens in Omaha 

A, C. Nelson, Nash - Rambler 
dealer in Omaha, recently held a 
grand opening of his new dealer- 
ship. On hand were V. E. Boyd, 
American Motors automotive field 
sales manager; Cliff Nelson, and 
R. F. Rowe, Kansas City zone 
manager. 

+. = at 


Kline Buys in Minneapolis, 
Sells in South St. Paul 





In England, the old-time rumble 
seat is called a “Dickey Seat.” 





operated Jay Kline Chevrolet in 
South St, Paul, Minn. has pur- 
chased Barington Chevrolet Co. in 
Minneapolis from C, C. Barington 
and will operate it as Jay Kline 


Jay Kline, who until recently has | Chevrolet. The transaction included 
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all assets and corporate stock 
totalling more than $175,000. 

Edward Rikess has purchased the 
Kline Chevrolet dealership in South 
St. Paul and will operate it as 
Southview Chevrolet, Rikess for- 
merly was general manager of the 
Jay Kline firm. Kline, who entered 
the automobile business in 1926, also 
is president of Jay-Shon Chevrolet 
in Sioux Falls, S. D. 

* 


* * 


Mid Towne Opens 

Mid Towne Plymouth has opened 
at 5104 York Rd., Baltimore, ac- 
cording to Pat Hays, president of 
the Plymouth exclusive. Other offi- 
cers are Pat Hays sr., office man- 
ager, and John Conkling, sales 
manager. 

* * + 


DeSoto for Dawson 


Jay Dawson, president of Dawson 
Motors, Inc. of Ei Paso, Tex., has 
taken on DeSoto. 


Frenches Buy Outlet 


Ralph French sr., and his two 
sons, Ralph jr. and Marion, have 
acquired Springfield Motors (Lin- 
coln-Mercury) and renamed it 
French, Inc. A two-day open house 
has been held. 





The story of the upside-down car 


SAY, BOSS, WE'VE GOT A CUSTOMER 
PARKED UPSIDE DOWN IN THE 
SERVICE DEPARTMENT. 

/ 


UPSIDE-DOWN 


PARKING! NOW I'VE 
HEARD EVERYTHING! 
\ 


IT OIL-PLATES YOUR ENGINE® .. CONQUERS FRICTION 


AND CORROSION. WE 


USE ALL-SEASON SUPER 


IN EVERY CAR WE SELL AND SERVICE. 


NIM LENS , m5 
sell exclusive Oil-Plating from break-in to trade-in: 


this additive “scoops up” 
and dust . . . holds 
oil suspensions until 


Oil-Plating. By 
magnetic action, it actually 
film of lubricant onto 
It never drains down, even over- 
Result? Faster, safer, friction- 
free starts ..- automatic warm-up .- - - 
up to 80% less friction wear! 


Oil-Cleansing . 


covery . . . conquers co 


tough 
engine. 
night! 


tralizing com 


CONOCO all-season Super Motor Oi 


fal) 


ai ae 


means of a unique 
“plates” a 
the entire 


_ a second great dis- 
rrosion by neu- 


ion acids instantly! 


What’s more, 
particles of dirt 
them in harmless 
drain-time. 
Simplifies inventory, 
service all cars. 
tomer confidence 
trade-in with Conoco 
Contact your Conoco 
Continental Oil Co., 


| PARK UPSIDE DOWN TO KEEP OIL 

UP IN MY ENGINE... 

CUT FRICTION WHEN | START. 
\ 


YOU CAN PARK RIGHT-SIDE 
UP WITH CONOCO ALL-SEASON 


\ SUPER MOTOR OIL. IT STAYS 
UP IN YOUR ENGINE.. 


ISN'T THAT BETTER? 


ILL SAY! NO MORE 


UPSIDE-DOWN WORRIES 


JUST WHAT | NEED. 


Build profits and cus- 
from break-in to 
all-season Super. 
office or write 


Houston, Texas. 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Oil Company 
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Auto Personnel 





Alexander F,. Durand has been 
appointed as manager of new dis- 
tribution for General Tire & Rubber 
Co., Akron. 

Durand’s new duties, are added 
to his responsibili- 
ties as sales train- 
ing director. He 
will continue to 
headquarter in 
Akron. Joining 
General Tire in 
1949 as a territory 
manager, he was 
promoted to car 
dealer sales mana- 
ger for the New 
York division, and 

A. F. was appointed 
Boston division passenger tire sales 
manager in 1955. 

> * > 


Flitner Goes to Coast 


Appointment of Francis P. Flitner 
to the post of manager of the San 
Jose (Calif.) branch of DeVilbiss 
Co. has been announced. Flitner 
joined the company as a sales repre- 
sentative in 1947. 

> ? o 


Enka Promotes 4 


Dr. John L. Bitter, formerly re- 
search vice-president, has been 
named marketing vice-president of 
American Enka Corp. New vice- 
presidents are C. Chester Basset jr., 
sales, and Dr, Fritz Prakke, manu- 
facturing. Prakke succeeds Martin 
Wadewitz, who becomes a techni- 
cal vice- -president to head a newly} 


S. Africa Ends 
Last of Controls 
On Auto Imports 


NEW YORK. South Africa's 
auto market has been thrown wide 
open for free world competition 
with abolition of the last of control 


measures instituted since World 
War IL. 

Economic Affairs Minister, Dr. 
Albertus J. van Rhijn, announced 
in Pretoria the lifting of all re- 
maining controls on importation of 
motor vehicles. 

Previous relaxations had satisfied 
the market for lower-priced vehi- 
cles, he noted, but the ceiling on 
expensive vehicles was still an ob-| 
struction. All control measures in 
this class have been abolished to 
allow free competition from abroad 
for the first time since these con- 
trols were instituted. 

A total of 78,172 new motor vehi- | 
cles were registered in South Af- 
rica during 1956. More than 31,400 
of these originated in Britain and 





Durand 


| pointed general 





19,300 in the U. S. 


combined research and engineering 
division. 
- + + 


Pascal Appointed 


Frank J. Pascal sr., president of 
Pascal Rent-A-Car System, Chicago, 
has been appointed director of 
system development of the expan- 
sion program undertaken by 
National Car Rental System, Inc. 


Life Appoints Wooster 


Sales Vice-President 


Charles C. Wooster, 38, has been 
named sales vice-president of Life 
Time Products 
Corp., Canfield, O. 

Wooster, a na- 
tive of New York 
City, was formerly 
associated with 
Behr-Manning 
Co., Troy, N. Y. 

Life Timeis 
made up of three 
divisions, includ- 
ing: coated steel 
division, the cur- 
vex division, and 
Bay Mfg. division. 


* * ca 


Oldsmobile Assigns Mix 


To Parts Warehousing 
Kenneth E. Mix, a veteran of 
34 years with Oldsmobile, has 
been appointed manager of parts 
warehousing. He replaces Carl A. 
Brandel, who has been named as- 
sistant production manager on 

special assignment. 


Cummins Appoints Martin 


General Service Manager 
Charles E. Martin has been ap- 
service manager 
and member of 
the executive 





©. Wooster 


Cummins 
Co., Inc., Colum- 
bus, Ind., He suc- 
ceeds H. E, Boll- 
winkel, who re- 
signed. 





been employed in 


Cc. E. Martin the sales and serv- 


ice divisions of the company. Prior | 
to his appointment to his new post, | 


he was field service manager. 
> > > 


FWD Promotes Pernot 


To Domestic Manager 

Lloyd L. Pernot, director of sales 
engineering since early this year, 
| has been appointed domestic sales 
manager of Four Wheel Drive Auto 
Co. 


Pernot, who has been with FWD | 





Fords for Legion Officials— 


Ford dealers of Mississippi again this year presented three new Ford cars to the 
officials of the American Legion, Department of Mississippi, and its women’s auxiliary. 
This year's presentation was made amidst the festivities at the Legion's annual con- 
vention in Jackson, Miss. Shown during the presentation are, from left, J. T. Lloyd, 
(Ford), Jackson, Fred Metcalfe, itta Bena, Mississippi Legion commander; Mrs. J. O. 
Porter, McCali Creek, women's auxiliary president, and L. Flowers Hamrick (Ford), 


Greenwood. 


committee of| 
Engine | 


Martin joined| 
the Cummins Co. | 
in 1943 and has| 


since 1932, was placed in charge 
of all FWD market specialists and 
sales correspondence last January, 
after serving almost six years as 
transport sales manager. He has 
continued to handle transport mar- 
ket product development. 
* af * 


Sales Engineering Names 
Best, Gallagher Managers 


Sales Engineering Institute, Inc., 
has appointed Roland P. Best, 
Columbus, O., Eastern regional 
manager for Crown Warranty divi- 
sion. He was formerly Ohio district 
manager. 


Harry T. Gallagher has been! 


named regional manager for the 


central division. 
+ = + 


Joins Hess, Goldsmith 


Appointment of Peter W. Duff as 
assistant to Raymond F. Clark, | 
executive vice-president of Hess, | 
Goldsmith & Co., is announced. The | 
company is a major weaver of| 
glass fabrics for home and indus- | 


trial end uses. 
= = = 


Callahan Transferred 
Watson-Stillman Press division, 
Farrel-Birmingham Co., Inc., Ro- 
selle, N. J., 


pointment of T. R. Callahan as 
midwestern sales representative. 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special — 4-dr., sed 
2-dr. sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2.703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Readmaster | 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“75""—4-dr. hardtop, $4,483.33; 2-dr. hard- | 
75... Power steering standard on Super, 
top, $4,373.33. (Dynafiew standard on Cen- 
|tury, Super, Roadmaster and Roadmaster 
Roadmaster and Roadmaster ‘‘75."" Power 
brakes standard on Roadmaster ‘‘75."") 


CADILLAC — Series 62 — 4-dr. hardtop, 


$2,659.83 ; 





| $5,614.32. Series 75—8-pass. sed., $7,439.88; 
| Imperial limousine, $7,677.88 (Hydra- 

Matic, power steering, power brakes stand- | 
ard.) 

CHEVROLET (Prices are for 6-cyl. 
| models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 





$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; | 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
| $2,204.32; 2-dr. 2-seat stat. wag., $2,- 
| 402.32; 4-dr. 2-seat stat. wag., $2,456.32; 


4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat) 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—-Hardtop 
epe. or conv. (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 


088; 4-dr. hardtop, $3,217; 2-dr. hardtop; 
$3,153; 4-dr. 2-seat stat. wag., $3,575; | 

-dr. sed., $3,718; 4-dr. hard-| 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 


745.50, 300-C—-2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 


$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. | 
| Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96: Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr. hard- 
| top, $13,074. Sixty Special—4-dr. hardtop, 










English Signs with S-P— 


Frank English, owner of English Motors 


has announced ap-|his new Studebaker-Packard sales agreement as C. C. Wallace, left, 
sales manager, look on. English has been a foreign- 


sales manager, and H. L. Ballow, 
car dealer for 10 months. 


}2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
| 403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
| $2,942. 05. Station Wagons — 2-dr. 2-seat 
| Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
| Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
|} try sedan, $2,556.08; 4-dr. 3-seat Country 
| Squire, $2,683. 64. Thunderbird — hardtop 
|} epe. (V-8 only), $3,408.12. 


HUDSON—Hornet Super V-8—4-dr. sed., 
| $2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
| Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 

|} on Custom.) 

IMPERIAL — Impertal — 4-dr. sed., $4,- 
| 837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
| tow. $4,735.50. Crown—4-dr., sedan, $5,406; 

4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 

268.50; conv., $5,597.50. LeBaren—4-dr. 
| sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (Torque Flite, 
power steering, power brakes standard.) 
LINCOLN—Capri—4-ar. sed., $4,794; 


Ex-Cell-O Corp. 
Makes 100,000th 
Precision Spindle 


DETROIT.—Ex-Cell-O Corp, has 
produced its 100,000th precision 


4- 


spindle and placed the gold-plated | 


model on permanent display. 


The company began manufactur- 
ing grinding spindles in 1920 to 
improve grinding operations in its 
plant. 

The spindles themselves and their 
uses have been refined and im- 
proved since 1920. Present uses of 
|the spindles include thread grind- 
ers and precision boring machines. 

The company’s line of spindles 
now includes belt-driven, air-driven 
|and motorized models for standard 
current and for high frequency 
applications. 





brakes standard.) 

— Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 


169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedeme—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3.141.75; 2-dr, hardtop, $3,084.75; 


conv., $3,361.25. Firefiilte—4-dr. sed., $3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr, hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 

DODG 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. 
$2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr, 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custem—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr, hardtop,. $2,357.44; 2-dr. hardtop, $2,- 
292.80; Fairlane 500—4-dr. sed., $2,332.68; 





100,000th Spindle— 


James K. Fulks (left), executive vice- 
president of Ex-Cell-O Corp., and D. H. 
Mclver, industrial sales vice-president, ex- 
amine the 100,000th precision. spindle 
assembly built by the firm. The company 
first produced spindles in 1920. 





| 2-dr. 





(Studebaker-Packard), Lawton, Okla., signs 


S-P district 





dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbe-drive, power steering, 


power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 


644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 


4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Statien 
Wacons — Commuter — 2-dr. 2-seat, 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 
seat $3,069.80. Voyager 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3.569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Ambassacor Super V-8—4-dr. 

sed., $2,820.80; 2-dr. hardtop, $2,910.80. 

© Custom V-8—4-dr. sed., $3,- 

010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 


4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 
PLYMOUTH — (Prices are for 6-cyl. mod- 


els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
$1,898.75. Savey—4-dr. sed., $2,193.50; 2- 
dar. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belwedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr. 2-seat Custom, $2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,895.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville.) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed. $2,252.60; 4-dr, 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr,. hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—Scotsman 6—4-dr. sed., 


$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champien 6—4-dr, cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 


170.79; 2-dr. custom sed. $2,000.50¢ "2-dr. 
deluxe sed., $2,123.09, Commander V-8— 
4-dr, custom sed., $2, 173. 29; 4-dr. deluxe 
sed., $2,295. yt 2-dr. custom sed., $2,123.59; 
2- dr. deluxe $2,246.09, President V-8 
—4-dr. sed., g24b7 23. 2-dr. sed., $2,357.99. 
President Classic — 4-dr. sed., $2,538.82. 
Station Wagons—2-dr., 2-seat’ Pelham 6, 
$2,381.59; 2-dr. 2-seat’ Parkview- V-8, $2,- 
504.69; 4-dr, 2-seat Provincial V-8, $2560. 72; 
4-dr. 2seat Broadmoor .V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2, 263. 17; Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82, (Over- 
drive standard on Golden Hawk. 
standard on Scotsman.) 


Heater. 
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116 More Names... 


Edsel Total Hits 400 


(Continued from Page 13) 


dolph Light, Inc., Minneapolis, 
Randolph Light, president, Lloyd 
Stephens, general manager; Noo- 
nan Motor Co. Alexandria, P. 
James Noonan. 

MISSOURI 

Bender-Schulz Motors, Inc., St. 
Louis, Walter J. Schulz; Johnny 
Londoff Motor Co., Inc., St. Louis, 
John H. Londoff, (former Chrysler- 
Plymouth dealer); Wright Edsel, 
St. Louis, Kingsley O. Wright, presi- 
dent, (former Nash dealer), John 
Hargas, general manager. 

Schumpe & Schulte Edsel, St. 
Charles, Quentin Schumpe and 
Paul Schulte, (Schumpe is former 
Studebaker dealer); Guy Hinkle 
Edsel, Inec., Independence, Guy 
Hinkle; Bailey Motor Co., Rolla, 
James E. Bailey. 

Dell Cornell and Son, Columbia, 
Dell Cornell; Smith Edsel Co., 
Crystal City, Rush L. Smith; 
Fellini-Dukewits Edsel Sales, 
Springfield, John D. Dukewits and 
Alex A. Fellini, (Ford dealers). 


MONTANA 
Economy Motors, Kalispell, C. J. 
Jacobson. 
NEBRASKA 


Arrow Motors, Grand Island, 
Merrill R. Impecoven and Henry 
C. Bach; Gaylen Motor Co., Atkin- 
son, James Gaylen; Petring Edsel- 
Lincoln Sales, Inc., Norfolk, George 
K. Petring, president, David Hig- 
bee, general manager; Meyer Edsel 
Sales, Columbus, Alvin E. Meyer. 


NEW JERSEY 

J. Arthur Dare, Wildwood, J. Ar- 
thur Dare; Berglund Edsel Sales 
and Service, Inc., Camden, Edmund 
H. Berglund, president, David F. 
Cole, general manager, (will con- 
tinue Ford dealership). 

Richard Motor Sales, Inc., 
Bridgeton, Gerald Zislin; Panter 
Bianca Edsel Co., New Brunswick, 
Samuel Bianca. 

NEW MEXICO 

Everett Hilty Motors, Inc., Carls- 
bad, Everett Hilty, (former Stude- 
baker-Packard dealer); Desmond 
Edsel Sales Co., Roswell, Don and 
Rex Desmond, (Ford dealers). 


NEW YORK 

Cummings Motors, Inc., Schenec- 
tady, J. J. Cummings, president, 
Myron H. Lewis, general manager; 
C. G. Peck, Inc., Canandaigua, C. G. 
Peck. 

Bright Bay Motors, Inc., Bay- 
shore, George J. Salomon; Doc 
West Edsel division of Daniels & 
West, Inc., Newburgh, Monroe 
West, president, David Tramps, 
general manager; Jarrett Motors, 
Inc., Albany, Lewis F. Jarrett, 
board chairman, Kenneth W. Jar- 
rett, president. 

OKLAHOMA 

Elmer Holmes Edsel Co., Enid, 
Elmer C. Holmes; Wadley Edsel 
Sales, Guymon, R. V. Wadley. 

OHIO 

LaRiche Edsel, Lakewood, Wil- 
liam LaRiche, (former Oldsmobile 
dealer who now also has Ford and 
Lincoln-Mercury dealerships), V. 
Paul O’Donoghue, general man- 
ager; Ratcliff Edsel Sales, Chilli- 
cothe, George R. Ratcliff; H. L 
Hine Motor Co., Salem, H. I. and 
Ruth L. Hine, (Ford dealers). 

Fred Laubie Edsel Sales, Shelby, 
Fred Laubie, owner, James Clob- 
ber, general manager, (Ford dealer- 
ship); Ralph Mays Edsel, Inc., 
Kent, Ralph Mays; Key Motors, 
Inc., Bowling Green, Kenneth W. 
Conklin and Arthur L. Phillips, 
(Ford dealers who will dual Lin- 
coln with Edsel). 

Vie Frederick Motor Sales, Fre- 
mont, V. D. Frederick and D. H. 
Logsdon, partners, J. F. Olm, gen- 
eral manager; Ed Larkin Motors, 
Inc., Hamilton, Ed Larkin. 

Beach Edsel Sales, Cleveland, 
Carl C. Beach, (former American 
Motors dealer); Lewis Motors, 
Ine., Shaker Heights, Sam Lewis; 
Hogan Edsel, Inc., Willoughby, 
William J. Kloos. 

PENNSYLVANIA 

J. Gancas Edsel Motors, Mead- 
ville, Joseph A. Gangas; Seitzinger 
Brothers Edsel Sales, Pottsville, 
William R. and Robert K. Seitzin- 
ger; Wagner Auto Sales and Serv- 
ice, Phoenixville, Henry W. Wag- 
ner. 

Truman R. Fries, Inc., Bethle- 
hem, Truman R. Fries; Wasson 








Motors, West Chester, John A. 
Wasson; Luchetti Sales and Serv- 
ice, Inc., Pittston, Carl Luchetti. 

P. R. Henderson, Easton, P. R. 
Henderson; Bohrer Edsel Sales Co., 
Chester, William M. Bohrer. 

SOUTH CAROLINA 

Gingrey Brothers Motors, Aiken, 

William D.-and Charles L. Gingrey. 
SOUTH DAKOTA 

Lefevre Motor Co., Brookings, 

William M. LeFevre. 
TEXAS 

Jack Mitchell, Inc., Dallas, Jack 
Mitchell, (former American Motors 
dealer); Raiford Motors, Port Ar- 
thur, Aubrey T. Raiford; Sames 
Motors, Ltd. Laredo, Harry E. 
Sames jr. and Cecil Wade. 

Gulf Coast Motors, Houston, M. 
R. Allen, president, Edward Croix, 
general manager; Lake Jackson 
Motor Service, Lake Jackson, B. L. 
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Schmidt; Connell Brothers, Vic- 


toria, Stan Connell. 
VIRGINIA 

City Motor Co., Inc., Winchester, 
Nelson Burton, president, W. E. 
Perry, general manager; Mount 
Vernon Motors, Irc., Alexandria, 
Stanley Dreifus, p esident, L. A.' 
Porter, general manager. 

WASHINGTON 

Morrow-Cahoon Motors Co., Yak-' 
ima, Richard E. Morrow, president, 
Duane J. Cahoon, secretary- 
treasurer. 

WEST VIRGINIA 

Community Motors, Inc., Clarks- 
burg, William J. Pulice, general 
manager; A. Z. Edsel, Inc., Wheel- 
ing, Andrew Zaleski; J. R. Hall 
Motor Sales, Welch, J. R. Hall. 

WISCONSIN 

Jack Fagan, Inc., Delavan, Jack 
Fagan, (Ford dealer); Elm City 
Motors, Inc., Sheboygan, Robert J. 
Engelhardt, president, William 
Jens, general manager; J & J Mo- 
tors, Watertown, James Kennedy, 
general manager. 

WYOMING 

W. E. Dinnee, Inc., Cheyenne, W. 
J. Dinneen, president, W. J. Din- 
neen jr., general manager, (will 


continue as a Jeep dealership). 


In the Letterbox 





(Continued from Page 10) 


spectable business we all would|the Detroit Better Business Bureau 


enjoy. 

Thank you for keeping us dealers 
advised of these different ideas and 
trying to improve our business.— 
J. A. E1seiz, Eisele Sales Inc. (Lin- 
coln-Mercury), Los. Angeles. 

> * > 


Perfect Method? 


Referring to your article in AuTo- 
motive News, Aug. 5, concerning the 


condones his business practices? 


Obviously, McCullagh is not 
breaking any laws and it is also 
obvious that the Chevrolet factory 
cannot resort to any legal means 
to do anything about the situa- 
tion. Also for the same reason 
the National Automobile Dealers 
Assn. cannot be of much help. 


My son recently graduated from 


merchandising methods of one Mc-|G. M.’s Post Graduate School of 
Cullagh, the. big Chevrolet dealer|Modern Merchandising and Man- 


in Detroit. Obviously Mr. McCullagh 
is endeavoring to imply that he has 
found the perfect answer to the 
proper way to sell automobiles. 

If this is true, his methods should 
be put in book form and sold by 
the thousands. His picture should 
be on the outside cover of the book 
showing him thumbing his nose at 
the Chevrolet factory and Chevrolet 
dealers. 

There certainly is nothing new 
in McCullagh’s sales tactics. It’s 
simply a matter of who gets there 
first with the biggest discounts. I 
deeply resent his reference to two 
Chevrolet dealers in Flint in say- 
ing they don’t know how to work. 

What if every Chevrolet dealer 
in the country adopted the Mc- 
Cullagh plan of selling cars? Why 
doesn’t Don Allen, Chevrolet’s 
largest dealer, adopt this practice 
in his 11 dealerships between New 
York and Miami? 

I note that McCullagh is a mem- 
ber of the Better Business Bureau 
in Detroit. Does this mean that 


Francis Donates Car— 


L. P. Francis, left, owner of Francis 
Chevrolet in St. Lovis County (Mo.) con- 
gratulates local businessman Rich Floyd 
as the winner of the local Community 
Chamber of Commerce's “man of the 
month” award. The award—the use of 
a 1957 Chevrolet for a month, courtesy 
of Francis Chevrolet—is given to the 
man who does the most chamber com- 
mittee work for the month. Francis has 
donated the use of a new Chevrolet each 
month this year. 





agement in Detroit, and I sincerely 
hope -that he will not absorb any 
of the low-grade type of McCullagh 
merchandising when he succeeds 
me as Chevrolet dealer in Portland. 


I do not envy this man, Mc- 
Cullagh, nor do I consider him 
smart, clever or enlightening in dis- 
closing the story of his great suc- 
cess.—_S. E. Gemmer, Forest City 
Motor Co. (Chevrolet), Portland, 


Ullman 


(Continued from Page 15) 
tries to preserve for small business 
are the right to buy as cheaply as 
competitors, freedom to buy only 
those items and quantities which 
are needed and freedom to sell 
goods on the open market. 
- * . 
Editor Joins Safety Panel 
W EARL HALL, editor of the 
* Mason City (Ia.) Globe-Gazette, 
has named one of the judges for 
the Paul Gray Hoffman Award for 
highway safety, according to the 
Automotive Safety Foundation. 
Hall fills the vacancy left by 

the recent death of Arthur T. 
Vanderbilt, chief justice of the 
New Jersey Supreme Court. 

The award, established last April, 
will honor engineers, educators, en- 
forcement officials and others en- 
gaged professionally in highway 
safety. One recipient will be chosen 
each year for the next 10 years. 
Deadline for nominations this year 
is Sept. 1. ae 


Auto Boom in Havana 


auto boom is on in Havana, 
according to Cuban information 
sources in Washington. In 1954, 
there were 86,000 automobiles 
operating in Cuba’s capital; a year 
later, there were 161,000 cars oper- 
ating on streets which, for the 
most part, were built 400 years ago 
for cart-and-burro traffic. 


MeQuay-Norris Buys 
Building for Warehouse 


ST. LOUIS. — McQuay-Norris 
Mfg. Co. has acquired a 100,000- 
square-foot building on a five-acre 
site here. 

The company said the facility 
would be used as a national cen- 
tral warehouse for all replacement 
parts it makes. The company said 
it also plans opening more factory 
branches and enlarging branch 
warehouses. 


Need 
Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


New Car Sales Manager 
Truck Sales 

Used Car Sales Manager 
Combination Sales Manager 


Assistant Service Manager 
Service Salesman 

Parts Manager 

Assistant Parts Manager 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 
to obtain them yourself. THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE ............-0000+002-- ONLY $17.95 


Mail your check today. Put them to work immediately. 
Also write us about our annual “Research Management Service” 


Retail Research Specialists 


10600 Puritan Avenue Detroit 38, Mich. 




















produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


PUBLICATIONS PROVIDE COMPLETE 


PICTURE STORIES on 


ge Fundamentals 







Diagnosis 
Wee On-the-Car Service 
ae 1 ALS ae . . 
Tt habe - j . 
‘o' os. | eon me 
: 3 te Flat Ra 
oe = \ ; i omple ef te 


== Tool & Equipment Data 


covers all Dual-Range 
Hydra-Matic Transmissions 
through 1957. 


covers all Fordomatic, 
Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Over 200 pages 
and 450 illustrations 





Fast-Selling Safety ‘‘Extra’’... 


Houser's SAFETY DOOR LOCK 





100% EFFECTIVE — Keeps 
children safe while riding 
in reer seat! 


per pair 
2 Styles 
oe. 6 Oe Cash in on growing demand for safety! Fi all Fenster 
DISPLAY Clever HOUSER Safety Door Locks re- - 
CARD place rear door handles, prevent open- Ask 
ing from inside. Just SNAP them on in eae 
minutes. MONEY -BACK GUARANTEE! Order Direct: 


TT) we 


ENGINEERING & MFG., INC, 'ndiane 





! 











SOME DEALERS HAVE 100° ABSORPTION FIGURES! 
{National Average is 65°) 


and fill your shop with cus- 
time .. 


en ao, o> Sena eee Saree ce absorption figures 
eliminate non-productive and unapplied + and increase 


tomer paid labor 
your profits 


For as little as $70.00 up per month, we can install a complete service production 
program that will do this—-or It it costs you nothing. We will analyze —_ problems end 

tell you how to correct them .. . train the entire service personnel . free your 
service maneger of details, so ‘that he can think ... free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell... . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 


lf your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story ... we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Control 


2170 South Canalport Avenve 
Dept. AN-162, Chicago 8, Ill. 











The 


Houston Post 


is the only newspaper in 
the South with a 

weekly automobile page, 
written and edited by full- 
time auto editor, Mel 
Martin, who road tests new 
cars, brings on-the-spot 
coverage of every 
important national 
automotive event. 


Ae mal 2 te) 


THE HOUSTON POST 


to cover the Houston market 


Represented Nationally by MOLONEY, REGAN & SCHMITT 


Mr. Dealer . 


(Use up-to-date methods for more 
appealing body jobs) 

















If you're not getting your hands on as many body 
jobs as you should, there may be something 
wrong with your method. Maybe it’s old fashioned 
. . - not fast enough. Change all that by planning 
a modern appearance-service program around 
DeVilbiss spray-painting equipment. You'll provide 
fast, factory-quality finishes at rock-bottom costs, 
youll raise your *Service Absorption, and have 
your hands full, too. Call your DeVilbiss man. 





The DeVilbiss Company 


Toledo|1, Ohio 





News to Note... 
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Auto World in Brief 


DETROIT. — Suggestion awards 
totalling $4,650 have been made at 
Chrysler Corp.’s Eight Mile parts 
and equipment plant by F. S 
Mitchell, plant manager. 

Richard E. Damschroder, Detroit, 
and Dale Smet, Mt. Clemens, Mich., 
shared $2,500 in U. S. Savings 
Bonds for suggesting a mechanism 
which assists the removal of pro- 
duction parts from a die in a 
stamping press. A $2,150 award 
went to Edward Donoghue, Grosse 
Pointe Woods, Mich., for suggest- 
ing a raised platform next to 
stamping machines to make parts 
more accessible to machine opera- 
tors. 


* * * 


Experts from 40 Nations 


Expected at Metal Show 


CLEVELAND.—Some 500 metal | 
scientists from 40 nations are ex-| 
pected to attend the second World 





Warren Promoted | 


To Regional Post 


DEARBORN.—Page D. Warren, 
25-year veteran in Mercury sales 
positions, has been appointed cen- 
tral regional sales manager in 
charge of the Detroit, Cleveland, 
Cincinnati, Pittsburgh and Buffalo 
sales districts. 

Making his headquarters in the 
Mercury parts and 
service depot at 
12723 Telegraph 
Rd., Detroit, War- 
ren moves up 
from his post as 
Mercury's Detroit 
district sales man- 
anager. He suc- 
ceeds Robert R. 
Nadal, who re- 
cently was ap- 
pointed general 
sales manager of 


Page D. Warren 
Lincoln division. 
Starting as a sales zone Manager 


for Ford Motor Co. 
1932, 
district, Warren was named Detroit 


in November, 


district sales manager in June,| 


1952. 


. boost ed S. A: 


| 


* | 28,000-member 


in the Minneapolis-St. Paul | 


| education program. 
= * 





Metallurgical Congress and _ the 
39th National Metal Exposition and 
Congress in Chicago, Nov. 2-8. 

Host and sponsor will be the 
American Society 
for Metals. The metal show, with 
450 exhibits, will cover 200,000 
Square feet of floor space in the 
International Amphitheatre. An at- 
tendance in excess of 50,000 is an- 
ticipated. 


* 


Two New Outlets Named 


By Clark Equipment 


BATTLE CREEK, Mich—Two 
new dealers have been appointed 
to sell and service the fork trucks, 
straddle carriers, powered hand 
trucks and towing tractors pro- 
duced by the industrial truck di- 
vision of Clark Equipment Co. 

Liftco, Inc., Spokane, will handle 
Clark sales and service in portions | 
of Washington, Oregon, Montana 
and Idaho. Materials | 
Equipment Corp., Fort Wayne, Ind., 
| will handle sales and service in ti 








Cleveland office in 1941, and of the 
New York office in 1952, 
* + 


* 


Twin Coach to Install 


100 Diesel Bus Engines 


KENT, O.—Twin Coach Co. has 
received a $350,000 engine order 
from D. C, Transit System, Inc., 
Washington. 

The order covers 100 Fageol- 
Leyland diesel bus engines which 
will replace the vehicles’ gasoline 
power plants, according to L. J. 
Fageol, Twin Coach president. 





What Smart Businessman 
Wants as Good a Deal in 


HIS CITY 


as we have in Spokane 





| Indiana counties and in Branc h| 
| County, Michigan. 


| Goodyear Picks Guatemala 


For Rubber Plantation 


AKRON.—A new subsidiary cor- 
poration has been formed by Good-| 
year Tire & Rubber Co. for the pur-| 
pose of establishing and developing} 
a rubber plantation in Guatemala. | 
Organized as a Guatemalan com-| 
pany, Goodyear Rubber Plantations, | 
Inc., has acquired 3,400 acres of| 
land which will be used for the) 
planting of high-yield disease- 
resistant hevea trees. Clearing of 
the land and development of the 
| Plantation will begin immediately. 

During the six to seven years re-| 
quired for rubber tree maturity, the 
plantation also will conduct experi- 
ments in interplanting coffee, corn, 
rice and other food grains between 
rubber trees. Goodyear started its} 
first rubber plantation in 1916 and 
currently has holdings of 55,000) 
acres in Sumatra, 11,000 acres in| 
Brazil, and 2,500 acres each in Costa} 
Rica and the Philippines. 

> * * 


\‘Autograph King’ Seeks 
New Names at DeSoto 


DETROIT. — Gene Reaves, of 
| Dameron Motors (DeSoto- 
| Plymouth), Detroit, visited the 
DeSoto plant recently to add a 
few names to the more than 20,- 
000 in his “World’s Largest Auto- 
graph Book.” 

Oldest autograph in the volume 
is that of George Washington. 
Reaves calls himself the “auto- 
graph king of the world.” 

> * > 








Training Car Delivered 


MILWAUKEE. — A Rambler 
Cross Country station wagon has 
been delivered by Hartung Motor 
Co. to the Milwaukee board of 
school directors. The dual-control 
car will be used in the city’s driver- 


* 
|\Commercial Solvents 
Opens Newark Office 

NEWARK, N. J.— Commercial 
|Solvents Corp. is opening a mid- 
|Atlantic office here at 196-202 
Blanchard St. 

Arthur W. Luedeke has been ap- 
pointed Manager of the new dis- 
trict. Luedeke joined CSC in 1937, 
becoming district manager of the 


















Boardman Joins Wausau 


In Sales Engineer Post 


SCHOFIELD, Wis. — Raymond 
B. Boardman, for 
25 years a parts 
and _ accessories 
official for Lin- 
coln and Mercury, 
has been appoint- 
ed original equip- 
ment sales en- 
gineer for Wausau 
Motor Parts Co., 
according to 
George C. Lan- 
don, president. 

Boardman, of 
Detroit, also was formerly associ- 
ated with Ramsey Corp., St. Louis 
piston ring manufacturer, 




















“Our exclusive distributorship 
for Esther Williams Swimming 
Pools in the Inland Empire is 
going great. We set up 8 deal- 
ers in 60 days and we're really 
moving pools.” 

Vince Buck and Leo Higbee 


Mr. Smart Businessman— 
Your Area is Available 


Distributorships all over the 
country are paying off. Big ad- 
vertising in Life, Better Homes 
and Gardens, Good House- 
keeping and NBC-TV has sup- 
plied thousands of good 
inquiries. 

Big Profit Opportunity 
The time to start is now. Pool 
heaters make for year-round 
selling. Promotions coming up 
will help you set up dealers 
and your organization will be 
ready and rolling for our 1958 
program — the biggest ever in 
the industry. Five-figure in- 
vestment required for working 
capital. Write or phone today 
to: International Swimming 
Pool Corporation—Largest Or- 
ganization im the Industry—63 
Court Street, White Plains, 
New York. 


Dealerships Also Open 
ESTHER WILLIAMS 
SWIMMING POOLS 






sTete wu eams 
SwimmiNs POOL URITS 














You Can Start Your 


e 

Own Finance Company 
Teday, dealers are discovering that 
the real profit from selling cars comes 
from self-finance and retrospective in- 
surance. A legitimate source of income, 
which grows and grows, is the reserve 
enjoyed from time selling. Why pass 
your profits on to finance companies 
when you can start your own? 

Authoritative booklet “‘How fo raise 
cash to finance your automobile time 
sales” covers all angles. This book is 
thousands of dollars. Writ- 


finance. 
Free with this introductory order — 
Authoritative “Skip Manual.” Trace 
“skips” easily. Save money! Cut waste 
motion! 
Also free booklet on “‘How fo Finance 
and insure Your Own Time Sales.” 


Plus pamphiet with a strai forward 
explanation of a new of ob- 
taining immediate cash when additional 
working capital is required. 

All four for only $5.00, Ten day 
money back guarantee. 

Herman N. Farrand, 320 Beaubien 5St., 
Detroit 26, Michigan, Vice President 
Farrand Publications, Inc. 
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service training, but will offer UMS Bearing Managers 


dealer training in management, ac- : 
Take Refresher Course 


counting, sales training, and other 
problems. BRISTOL, Conn.—A series of re- 
Also on the program were oa coon in has been held 
or aring line managers of 
Georgia governor's aide de camp, | United Motors Service at the plants 
Cheney Griffin; mayor pro tem of | of New Departure and Hyatt Bear- 
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Chrysler Lays Cornerstone .. . 





MOTOR oF 


Training Center for Dixie MASTER 


By E. C. Bash of more than 100 dealers at the 





Staff Correspondent 

ATLANTA.—The cornerstone for 
a Chrysler Corp. sales and service 
training center has been laid in 
Atlanta with company officials and 
Georgia dignitaries taking part. 

The first center to be built by 
Chrysler outside Detroit, the new 
facility is located on a 4%-acre 
tract, and will be of glass and brick 
construction, air conditioned, with 
51,000 square feet. 

Byron J. Nichols, Chrysler’s 
general manager of automotive 
group marketing, said the more 
than 1,800 Chrysler Corp. dealers 
in 11 states, representing more 
than 25,000 employes and mil- 
lions of sales and service cus- 
tomers, will use the facility. 

The center will train 6,000 sales 
and service personnel annually. The 
second floor of the structure will 
house Chrysler’s regional offices. 

In stressing the need for the cen- 
ter, Nichols explained that in the 
past 11 years, automobile registra- 
tions in the South have increased 
2% times. Sales this year, he said, 
are running 27 percent higher than 
a year ago, which is slightly above 
the national average. 


“By 1965, because of the aston- 


ishing rise in car population, we 
will need 250,000 automotive serv- 
icemen just to keep the cars run- 
ning,” Nichols said. 

John H. Lander (Dodge-Plym- 
outh), of the NADA director for 
Georgia, representing the Chrysler- 
line dealers, said that the presence. 


Ford Reports 
Gains in War 


Against Smog 


(Continued from Page 4) 
tities of ozone and other materials 
having a powerful oxidizing effect, 
which cause the eye-smarting and 
haze so characteristic of Los An- 
geles smog.” 

He also explained that during 
certain seasons of the year, a warm 
layer of air, called an “inversion 
layer,” blankets the heavily popu- 
lated area, causing confinement 
and concentration of air pollutants 
from all sources. 

He said that to the best of his 
knowledge this particular set of 
smog- producing conditions are 
“confined to Los Angeles.” 

Early information available, 
Campbell continued, indicated 
that as much as 60 percent of the 
raw hydrocarbons from motor 
vehicle exhaust was emitted dur- 
ing the deceleration cycle. 

A great number of devices for 
control of fuel flow during decelera- 
tion were developed and tested. 
Some form of manifold vacuum- 
limiting device was found to be 
the most satisfactory. 


Goodrich Hikes Prices 


On Hose and Belting 


AKRON. — B. F. Goodrich In- 
dustrial Products Co. has an- 
nounced that selling prices have 
been advanced from 2 to 3 percent 
on belting, 3 to 4% percent on hose 
and from 3 to 5 percent on special 
industrial products. 

The company attributed the 
boosts to increased wages and 
higher costs for materials and 
transportation. 


Defects on Vehicles Checked 















cornerstone ceremonies, spoke well 
for Chrysler-dealer relations. He 
said having the first center built in 
Atlanta was a tribute to the work 
of the Southern dealers. 

“We have proved we can make 
a comeback in the automotive 
industry,” Lander said. “Now we 
are proving we can go forward. 
What we want here next is a 
complete assembly plant.” 

Lander also stressed the fact that 
the new center will not only offer 


* * * 





Chrysler Corp. Training Center— 

Chrysler Corp.'s sales and service training center now under construction in Atlanta 
is the first of four such centers to be constructed around the country. Other centers 
will be located in the New York, Chicago and Los Angeles areas. 


One Vehicle in 


Fails to Pass Safety-Check | 


(Continued from Page 1) 


strated in Cheyenne, Wyo., where 
3,000 of the city’s 31,000 citizens 
helped plan and conduct their 
fourth annual Vehicle Safety- 
Check. In 1955, Cheyenne’s pro- 
gram led to the establishment of 
@ year-round citizen traffic safety 
organization. 

This year, Oelwein, Ia., and San 
Bernardino and San Bruno, Calif., 
have reported formation of citizen 
traffic safety organizations as a 
result of their Safety-Check activi- 
ties. To date, 16 such support 
groups have been organized follow- 
ing community participation in Ve- 
hicle Safety-Check programs. 

+. 7 . 


| 
IFTY-FIVE cities and 10 coun- 


ties were cited previously for 
outstanding community programs. 
Grand award winners were Indian- 
apolis and Trumbull County, O., for 
conducting the most outstanding 
city and county programs in the 
nation. 

National Awards of Excellence 
for their population groups went 
to Great Bend, Kans.; Fargo, N. D.; 
Fresno, Calif.; Wright County, Ia.; 
Huntington County, Ind, and 
Orange County, Fla. Special Judge’s 
Awards for outstanding perform- 
ance went to Anderson, Ind., and 
Cheyenne. 

“Today only 14 states and the 
District of Columbia require peri- 
odic motor-vehicle inspection,” 
Tompkins said. “Therefore only 
one of every three vehicles re- 
ceives official checks for safe 
operation. 

“The more than 2% million own- 
ers who participated in the Safety- 
Check program are to be compli- 
mented for their part in the nation- 
wide effort to ‘Back the Attack on 
Traffic Accidents’ by making sure 
their vehicles are in safe driving 
condition.” 

> = . 
j= of vehicles safety-checked 
by type and the percentage of 
> 








ercent ‘ercent Percent 
Intems Defective Cars Defective Trucks Defective Total Defective 
Rear Lights 84,827 23.6 10,928 27.9 95,755 24.0 
otc, .. 69,593 19.4 6,438 16.4 76,031 19.1 
Front Lights 61,282 17.0 5,582 142 66,364 16.38 
Exhaust System ... 38,138 10.6 3,324 8.5 41,462 10.4 
NE sciccasrccccnctnesenae 29,982 8.3 2,165 5.5 32,147 8.0 
ae 24,304 68 2,298 5.8 26,602 6.7 
Windshield Wipers........ 21,111 5.9 2,612 6.6 23,723 5.9 
SI Biccchchaiecitanictcaioviaeieteens 16,652 4.6 2,706 6.9 19,358 43 
aa Ei a 9,522 2.6 1,567 4.0 11,089 2.38 
Rear-view Mirror .......... 4,236 12 1,668 4.2 5,904 15 

359,647 100 39,288 100 398,935 100 

Combined 

Cars Trucks Car and Truck Total 

Reports Vehicles 
Total Checked ...................... 1,417,679 93,141 93,500 1,604,320 
Total Needing Repair ........ 281,069 24,616 15,666 321,351 
PMI sco xnscsecsnssngsasscssins 19.8 26.4 16.8 20.0 


a 


}in need of maintenance are shown 
}in the accompanying table. 


| mitted. 





Atlanta, Lee Evans; L. W. Piot, ivial 
director, Chrysler’s sales training ings divisions of General Motors, | ioe 
department, and S. C. Ransom, . 
Chrysler Atlanta zone manager. 

Other Detroit officials here for 
the ceremonies included: W. J. Bird, 
staff executive, automotive group; 
S. P. Hutchins, assistant director, 
sales training department; R. C. 
Somerville, assistant to the Chrys- 
ler Corp. dealer relations vice-presi- 
dent, and F. J. Suslavich, staff as- 
sistant to Nichols. 

. * aa 


Quantity 


PRODUGTION 


| oi 
GREY IRON®GASTIN 
ONE OFSTHE'NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION "FOUNDRIES 


cS 


Every Five 
THE WHELAND COMPANY 


FOUNDRY DIVISION. 
each to the total number of parts 


MAIN OFFICE ANE 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLA 

In compiling the table, the spon- 
Sors noted that 2,393,194 vehicles 
were examined in community pro-' 
grams. They said reports on 1,037,- 
238 vehicles checked were not used 
because insufficient data was sub- 








More than 150,000 persons read AUTO- | 
MOTIVE NEWS every week! 











_Bamett Says: Here If Is! 
) The NEW BARRETT Hydraulic Cylinder 
REPLACEMENT HONE STONE 


with selective pressure positioning feature... 
at no extra cost! 









A perfect Replacement for all 
popular hones, such as, Lisle 
#BHX, Ammco #1650 and 
Barrett B-165 






Finish 
No. 464 
Single Set of 3 
$1.75 
ya Possoning Hae aaa 
designed for Hydraulic Cylinders 2 Sets of 3 


Delivers honing pressure 
where it is required 





The NEW SPEEDHONE 


Positively will not fly apart if accidentally 
removed from cylinder while operating. 


Jobber Counter Displays 
3 Silent Salesmen 







Micro-Teasion Adjustment 
assures long stone life 





Fits electric drill 
or drill press 
Patent Pending 
Ruas true like a drill Capacity 
%" w 2” 


Flexible drive shaft available 
for honing master cylinders on 
car and special applications 


For industrial use ic has no equal 
for coneg operations — Morse, 
Brown Sharp taper bores, etc. 
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Won’t Hurt Domestic Sales, Dealers Say. . . 


Imports: 


By Ed Brown 
Staff Correspondent 

NEW YORK. — As more domes- 
tic retailers dual as foreign-car 
dealers, it is possible to get a more 
accurate picture of the scope and 
depth of the foreign market. 

Such measurements formerly 
were restricted by the limited 
number of outlets and by the be- 
lief of pioneer foreign-car dealers 
and their suppliers and distribu- 
tors that their role was pretty 
much confined to the two and 
three-car family. 

Now, the opinion among many 
dealers is that foreign cars are 
developing a brand new market. 
Most dealers do not feel the im- 
ports are going to hurt the domes- 
tic market in any way. 

When confronted by the fact that 
foreign cars might invade the ter- 
ritory usually held by used cars, 
many retailers say they really 
doubt anyone will get hurt in the 
continuing development of the 
market. 

They think one group will com- 
plement the other, but they hesi- 
tate about being more specific, be- 
cause most dealers still are feeling 
their way into new territory. 

The president of a foreign-car 
distributorship here predicted re- 
cently that, within three years, 
foreign-car registrations will hit 
500,000 annually. 

He felt this would be done 
through the use of American 
merchandising methods which 
will reach markets either long- 
neglected or discounted by do- 
mestic manufacturers. 

And he emphasized that in his 


opinion, these half-million registra- | 


tions would not come out of the 
present domestic field. 

A Fiat dealer has come away 
from his first two months’ experi- 
ence with a new respect for the 
market. He has sold nearly 40 cars 
and would have done better, if he 
had been able to get more. 

Of the 40 cars he sold, only two 
went into two-car households. 

“We've been getting a strange 
mixture of buyers,” he said. “Two 
of them were small businessmen 
who wanted a small, economical 
automobile to take them on their 
rounds. 

“We've taken a lot of ’47s and 
48s, real junkers, in trade. And 

the guys turning those automo- 
biles in have families of two and 
three children. 

“They are in hock up to their 
necks in a lot of cases. They need 
@ car because they live in the 
suburbs, and they want a new car, 
but they just can’t swing the pay- 
ments of $60 or $70 dollars a 
month on even one of the cheapest 
stripped domestic models. 

“But they can afford, with a 


Bell Ringers— 

Pacific Telephone and Telegraph Co. 
receives the last of a 214-unit order from 
J and S Dodge Center, Los Angeles. All 
214 Dodge trucks and Plymouths were 
specially equipped and painted that fa- 
miliar “phone company” green. Making 
the delivery are, from left, Ed James, 
part owner of J and S; Clyde Riley, truck 
manager, and Jack Sheetz, J and S presi- 
ent. 


Brand New Market? 


sports car tells this story: “At 
first I wouldn’t pay too much at- 
tention to the college kids who 
wandered in here looking around. 
I just figured it was part of their 
natural curiosity about a sports 
car, and they were spending a 
little time dreaming of the day 
they could afford one. 

“But by the time the second kid 
came back with his old man to buy 
one for his return to college, I 


small downpayment, the $35 or $40 
dollars a month that these little 
cars cost them.” 


A “black market” of sorts has 
sprung up in some lines. A Mid- 
west dealer, beyond the current 
Fiat distribution pattern, has been 
in the East buying up small quan- 
tities of this little automobile at 
$50 below total list price, shipping 
them west and making a tidy 
profit on them. 


“T’ve got a deal in a suburban- 
rural type of drea,” he explained. 
“Some of my customers drive 200 
or 300 miles a day and every little 
economy is important to them. 


“I’m having no trouble selling 
these things, as a matter of fact, 
if you know where I can pick up 
a few, let me know, will ya?” 


A customer entered a Volks- 
wagen dealership the other day 
and told this story: “I've got a | 
VW that I bought in 1955. I drive 
about 1,000 miles a week. To date Staff Correspondent 
I’ve got 125,000 miles on my first | SAVANNAH, Ga— (UTPS) —An 
VW, and the only thing I’ve done | automobile title law for Georgia 
is reline my brakes and put on (and the licensing of the state’s in- 


= Sus — aan gen ao dependent auto dealers received the 


other VW for business.” 


This man was a route salesman 
for a candy concern. Figuring his 
mileage allowance on the basis of 
the firm’s American-car rating, he 
felt he could come out ahead of the 
game, And be a two-car family at 
the same time. 


A Renault dealer said he has sold 


me ” 


By William W. McClure 





Automobile Dealers Assn. at its an- 
nual convention here. 

After passing the resolution 
calling for an automobile title 
act, members authorized associa- 
tion officers to draft a proposed 
law to be submitted to the state’s 
General Assembly next January. 

The legislation would be aimed at 
case. of cars to recent comege | tightening up the procedure 
‘ . | under which legal title to an 
‘These youngsters are on their automobile is registered with the 
| first jobs and they aren’t making a state 
heck ” - 
eck of a lot of money,” he said,/ GraDa officials pointed out that 


“but enough to afford a new car’) ; ; 
like this. And you should see the | Ge°rgia is one of only nine states 
in the country which do not have 


leasure th 
Pp ey get out of owning a | auto title laws. 


new automobile. i al 
A Hi Association officers also were au- 
dealer selling the Triumph thorized to draft a proposed licens- 


Cadillac Sets Up | ing law for presentation to the Gen- 
Pittsbur gh Zone; ‘ing the automobile dealer business. 


° Pete Hudson, of Savannah, was 
Massey in Charge _ ctecte: 


elected president of the association. 
her officers are James Holmes, 

DETROIT.—Cadillac has opened|of Columbus, first vice-president; 
a zone office in Pittsburgh, 


| third such office to be put in opera- | president; James Smith, Macon, sec- 











| tion by the division. Others are in| retary, and Mack Day, Columbus, 
| New York City and Oklahoma City. | treasurer. 


W. G. Massey, former district | One of the speakers at the con- 
| sales manager in vention, James C. Downing, of 
Boston, will man- Atlanta, a former president and 


|age the Pitts- tional 
| burgh office, which board chairman of the natio 


| will serve western 
| Pennsylvania, 
northeastern Ohio 
|}and Wheeling, W. 
| Va. 

| M.E. Van Vliet, 
| former field repre- 
sentative for the 
merchandising de- 
partment, will be 
Pittsburgh district manager and| 
Daniel G. Adams will move up from 

district service manager to zone 

parts and service manager. 

Parts and service representatives 
in the zone will be J. R. Sanstrom 
and Charles R. Furnival. 

Cadillac has also named three 
new field representatives—Daniel S. 
McIntire, West Coast; William R. 
Lewellen, East Coast and South- 
east, and John F. Mayer, South- 
west. 

Another representative, James N. 
Wilson, has been moved from the 
West Coast to the Central States 
region. 


N. Y. Packard Dealer 
Sued for $150,000 


BUFFALO.—A $150,000 suit has 
been filed in Federal Court here 
against Allen-Packard, Inc., Ken- 
more, N. Y., accusing the dealer- 
ship of negligently delivering an 


said that the value of real estate 
and facilities that dealers now use 
will increase 50 percent in the 


| Tippins Named President 
| By Dealers in Naples, Fla. 


NAPLES, Fila. — The Naples Au- 
tomobile Dealers Assn. has been 








W. G. Massey 





Coast Garage 
as president. 
Casey Ingram, Ingram Chevrolet, 
is vice-president and Mark H. 
Baker, Collier County Motors, Inc. 
(Ford), is secretary - treasurer. 
Other member-dealerships are 
Overseas Motors (Volkswagen), 
Collier County Equipment (Interna- 
tional) and Culloden Jeep Sales. 





The suit was filed by Michael 
T. Palen, of Canton, O., who 
claimed he Lought a new car from 


| backing of the Georgia Independent | 





|eral Assembly. The law would pre-| 
| vent unreliable persons from enter- | 


the tlant d vice-| 
mG. Seay, SESE, aesene vies |may fall into if they do business 


independent dealers association, | 





activated with Bill Tippins, Gulf| 
(Dodge-Plymouth), | 








Mercedes-Benz Unveils 4-Door Hardtop— 

Topping the Daimler-Benz line is this Mercedes-Benz ‘300 Automatic,” a four-door 
began to wise up. Boy, this is a| hardtop featuring a restyled body, a 180-horsepower fuel-injection engine and an 
brand new market opening up for | automatic transmission as standard equipment. The car also has reclining front seats 


and Daimler-Benz’ famed single-joint, swing axle in the rear. 
* 


Georgia U.C. Dealers Back 
Title Law, Dealer Licensing 


next 10 years, and he urged deal- 
ers to buy the land on which they 
operate their business. 


He said that general business in 
the car field will be “very good in 
1958, and that new-car sales will 
be up 10 percent next year despite 
creeping inflation.” 

He suggested that dealers take on 
some foreign-car line to supplement 
their business. 

Others who addressed the con- 
vention were W. Lee Mingledorff, 
mayor of Savannah, and Roger H. 
Lawson, formerly chairman of the 
Georgia Highway Board and a can- 
didate for governor of Georgia in 
next year’s election, who told his 
listeners of the pressing need for 
new highways to keep pace with 
“the astonishing speed with which 
America is becoming a nation on 
wheels.” 





Clutch Pedal Gone— 


Missing from the Mercedes-Benz 220 is 
the traditional clutch pedal. Available as 
an option on the 220 and 219 models is 
a combination mechanical-hydcoulic clutch 
which is automatically disengaged when 
the gearshift lever is touched. The Hydrak 
clutch consists of a hydraulic clutch with 
freewheel unit, a single-plate dry clutch, 
a booster unit to actuate the mechanical 
clutch and a control mechanism for avto- 
matic operation of the booster. 





Exposes Shady Tricks... 


Dealer Warns Car Buyers 


PHILADELPHIA.—Wilkie Buick 
Corp. has published a booklet to 
warn car buyers of the traps they 


with unethical auto dealers. 

Titled “It’s Your Money,” the 
booklet opens with an explanation 
that unethical dealers are a 
minority “preying upon the motor- 
ist’s instinct to hunt for a bar- 
gain.” 
Much of the booklet is given to 
explaining various “price gouging” 
tricks—inferior accessories, low- 
grade made-ready for delivery, 
comeon advertising, bushing and 
sale of bootleg cars. 





Wilkie Buick takes u crack at! 


the proposition that high-volume 
dealers can sell cars for less, saying 
that cost and selling expenses are 
about the same per car regardless 
of whether the dealer sells 100 cars 
a year or 2,000. 

The first half of the booklet closes 
with this advice: 

“Remember that an honest, 
ethical dealer can sell you a new 
car at as low a price as anyone 
else. The difference is that he will 
tell you what you are getting, 





Firestone's Air Suspension System— 


Connecting air lines, reservoir tanks, rubber bellows, levelizing valves and an 


the dealership in June, 1955. He 
charged that less than two months 
later, while driving near Fort 
Wayne, Ind., the front seat col- 
lapsed beneath him, causing seri- 
ous injuries. 





air compressor comprise the new Airide suspension system developed by Firestone 
Tire & Rubber Co., Akron. Compressed air, regulated by special levelizing valves, 
is forced into the bellows to compensate for heavy loads or allowed to escape in 
the case of lighter loads. This view shows the Airide spring (black) and reservoir 
mounted on its pedestal. Component parts are: 1. Airide bellows (rubber and nylon); 
2. air reservoirs; 3. air compressor; 4. central air supply tank; 5. air supply lines, and 
6. levelizing valves. 


and more important—what you 
are not getting.” 

The second half of the booklet 
tells about the services and policies 
of Wilkie Buick. 

Martin Bury, president of Wilkie 
Buick, in commenting on the book- 
let, noted that three Buick dealers 
had advertised presumably the 
same model car for three different 
prices on the same day. 

He said the model—a Special 
Riviera two-door—was quoted at 
$2,895, $2,695 and $2,654. Bury 
added: 

“With the equipment normally in- 
cluded, the $2,895 price enables the 
dealer to barely break even after 
commissions.” 


Chairman Davis 


Resigns at Alcoa 


PITTSBURGH. — After 69 years 
with Aluminum Co. of America, 
Arthur Vining Davis, 90, has re- 
signed as board chairman due to 
“the pressures of other business 
interests.” 

Davis came to Pittsburgh as a 
recent graduate of Amherst College 
and joined Charles M. Hall, de- 
veloper of electrolytic refining of 
Aluminum, in Pittsburgh Reduction 
Co., which later became Alcoa. 

He became president of the com- 
pany in 1910 and was named chair- 
man in 1928. 





Competitors Pitch In, 
Help Stricken Dealer 


GALESBURG, Ill. — Henry J. 
Brown, 55, owner of Brown Motor 
Co. (Oldsmobile), suffered a heart 
attack, but this did not stop the 
operation of his one-man busi- 
ness. 


Ten competitors are taking 
turns, two each day, as salesmen 
at Brown’s during the owner’s 
absence. Brown is one of 11 
Galesburg dealers who have been 
picketed for more than a year in 
an organizing drive conducted by 
the Teamsters and Machinists 
unions. 
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Court Challenge Ma 


Develop . . 





SUB Ruling in Ohio 
Appealed by GM 


By Frank Gawronski 
Staff Writer 

DETROIT.—General Motors has 
urged the Ohio Bureau of Unem- 
ployment Compensation to recon- 
sider a decision on GM's supple- 
mental unemployment benefits plan 
which the firm claims discriminates 
against Ohio work- 
ers. 

GM's plea is based 
on a ruling in a case 
involving William D. 
McReynolds, who 
laid off May 3 from GM’s 


was 
Moraine Products division in Day- 
ton. 


Since Ohio prohibits laid-off 
workers from collecting money from 
public and private unemployment 
funds at the same time, McReynolds 
drew state benefits of about $36 
for three weeks. 

In the fourth week, McReynolds 
collected no unemployment bene- 
fits. However, he did collect $48 
for four weeks of SUB payments 
under a special agreement be- 
tween the United Auto Workers 
and GM. 

James Tichenor, bureau adminis- 
trator, ruled that the SUB payment 
was “remuneration” for the entire 
four weeks and should be deducted 
from the unemployment compensa- 
tion benefit. 

= * * 
cCREYNOLDS, who is fighting 
the ruling with the aid of a 

UAW attorney, got an assist from 
Louis G. Seaton, GM personnel 
vice-president. 

In a formal appeal, Seaton 
pointed out that if Tichenor’s 
ruling is allowed to stand, it will 
block all GM workers in Ohio 
from receiving SUB payments if 
they’re laid off. 

The McReynolds case also will 
affect the status of some 300,000 
other workers in Ohio covered by 
SUB plans. 

McReynolds received his SUB 
payment under a “cycle plan” in 
which the employe collects two or 
three weeks of state benefits fol- 
lowed by one week of SUB pay- 
ments. 

“General Motors was contractu- 
ally obligated to put the ‘cycle 
plan’ into effect in Ohio in June, 
1957, because of the earlier ad- 
verse ruling which prevented S 
payments,” Seaton said. . 

GM's plea is interpreted by some 
state officials as the first step to- 
ward a court challenge of the rul- 
ing. If it does go to court, a fight 
is expected. While unions and some 
employers favor the SUB plan, 
there is strong employer opposi- 
tion to any integration of public 
and private benefits in Ohio. 

. 7 o 


Independents Sign Pact 


] premade veenee. extended negotia- 
tions between Teamsters Local 
416 and individual members of the 
Cleveland Independent Automobile 
Dealers Assn. have resulted in a 
series of five-year contracts. 

Key points in the contracts in- 
clude wage hikes for car washers, 
porters and mechanics; wages for 
six legal holidays; union shop 
and check-off rules; vacations, 
and a 48-hour work week plus 
time-and-a-half for overtime. 

The Santa Rosa (Calif.) Automo- 
bile Dealers Assn. displayed a solid 
front last week when mechanics 
went out on strike at three dealer- 
ships. Association members took 
the stand that a strike against one 
was a strike against all and closed 
their repair departments. 

Approximately 30 shops and 175 
mechanics are involved in the dis- 
pute. There was no interruption in 
sales operations. 

The mechanics, represented by 
the International Assn. of Machin- 





Teamsters Local 596. The pact 
covers some 100 employes. 

Under terms of the agreement, 
salaries are raised from 40 to 60 
cents an hour the first year, and 
10 and 20 cents for inside and 
outside workers, respectively, the 
second year. 

James R. Hoffa, Teamsters vice- 
president; Ernest White, IAM vice- 
president, and Howard Coughlin, 
president, Office Employees Inter- 
national Union, will address the 

eighth annual National Forum on 
Trucking Industrial Relations 
Wednesday (Aug. 21), at Detroit. 

The union leaders will take part 
in a panel discussion of “Union 

views on Industrial Relations.” 
Meetings of the forum are spon- 
sored by the American Trucking 
Assn.’s industrial relations commit- 
tee. A Ewing Greene sr., vice-presi- 
dent, Mason and Dixon Line, Inc., 
Kingsport, Tenn. is chairman of 


the committee. 
= > oa 


Labor Relations Cuide 
Available to Dealers 


WASHINGTON.—A new book de- | 
signed to act as a practical guide| 


for automobile dealers in areas of 
labor relations management has 
been published by NADA and is 
now available to members. 

Entitled “Labor Law for Auto- 
mobile Dealers,” the book is a 
thorough analysis of the labor rela- 
tions situation as it affects auto- 
mobile dealers and contains con- 
crete suggestions for coping with 
labor problems. 

The service is available to NADA 
members at a cost of $35, with a 
one year renewal fee of $10. For 
nonmembers, the cost is $50, with a 
one year renewal fee of $15. Write 
to NADA Personnel Relations Com- 
mittee Representative, 2000 K St., 
N. W., Washington, D. C. 


Witherspoon Is 40 


KEMMERER, Wyo.—Witherspoon 
Motor Co, (Ford), is celebrating its 
40th year in business here, making 
the firm the oldest continuous auto- 
mobile dealership in this Wyoming 
farm center. 





St. Louis Edsel Dealers, Officials Meet— 

Greater St. Lovis area Edsel dealers meet with A. E. Jacobsen, standing, left, 
Edsel St. Louis district sales manager, and Frank T. Corcoran, standing, right, assistant 
| manager, to discuss plans for merchandising the new medium-priced Edsel. They 





are, seated, from left, John H. Londoff, Johnny Londoff Motor Company, Inc., Paul 
| Schulte, Schumpe & Schulte Edsel, St. Charles; Kingsley O. Wright, Wright Edsel; 
|P. A. Trotter, Trotter Edsel Co., Inc.; Ben Lindenbusch, Ben Lindenbusch Edsel; Ed 


| Mixon, Frawley Edsel Co., East St. Louis, Ill.; Lester C. Wagner, St. Clair Motors, Inc., 
| Belleville, Ill., and Walter J. Schulz and John F. Biehler, Bender-Schulz Motors, Inc. 


| 


| 


| 






retailer still would lose money, be- | 
bcause a metropolitan Buick dealer 
|ean’t show any net profit on a 
| gross of $75 a car. 

He cited some recent sales of his| 
own. Six of his last 13 deals, he 
said, grossed less than $100 each, 
and he had 15 such deals in June 
and July. “At $100 gross, I’m losing 
money,” he said. 

” * = 
H® SAID he has had four straight 
losing months and expects to 
|lose money in August. April, he 
said, was his first losing month 
since he moved to his present lo- 
cation in 1950. He estimated that 
75 percent of the Buick dealers in 
his area are in the red this year. 
Another problem of the factory 
sales contests, he asserted, is that 
quotas usually are based on a 
dealer’s sales in the first three 

months of the year. 

Thus, he continued, a dealer who 
had a poor first quarter has a 





Two More Entries Eyed 
For U.S. Car Derby 


(Continued from Page 2) 


for any comfort and 
minded person.” 
Checker has been building about 
100 cabs a week at its Kalamazoo 
plant. The plant employs about 


economy- 


1,000 persons and has topped 1,400 
at peak periods. 

Checker builds its own bodies 
there and uses six-cylinder, 90- 
horsepower engines supplied by 
Continental Motors, Muskegon, 


A 







Tapered seot 
18mm threod 
————-——— Extended core nose 


ists, originally asked for a 30-cent|Turbo-Action Plug— 


increase to their $2.65 hourly rates. 
They later reduced their demands 
to 22% cents; dealers have offered 
10 cents. 

A * + 


Tire Firms Settle 

- PHILADELPHIA, wage in- 
creases and other fringe benefits 

Were provided in a two-year con- 

tract signed by five tire firms and 


A new type of spark plug for ‘57 
Fords, Lincolns, and Mercurys has been 
introduced by Champion Spark Plug Co. 
Designated as the F-14Y, it is a Turbo- 
Action plug with an extended core nose 
that is said to provide improved anti- 
fouling characteristics. The F-14Y also 
incorporates the new Powerfire electrode, 
designed for longer life and improved 
performance. 


Mich. The cabs have a wheelbase 
of 120 inches. 


Checker has been building small- 
size cabs since late 1954. They have 
been available through the factory 
and zone offices of organizations 
affiliated with Checker. 


Should Checker move into the 
passenger-car field, indications are 
that the distribution pattern would 
be much the same. Industry sources 
doubt that the volume would be 
sufficient to warrant setting up a 
dealer organization. 


Markin said conversion of the 
taxicab into a standard car was 
suggested because of the “favor- 
able response” from persons who 
have purchased the cabs for family 
cars in the last year. 


He said the conversion model 
would be priced at $2,084.50, 
F.O.B. Kalamazoo. 

It also has been reported that 
Checker is thinking of entering the 
small-car market with a new auto- 
mobile, but observers doubt this 
will happen in the near future be- 
cause of the tooling and production 
costs involved. 


Dealer Faces Fall Hearing 
On License Revocation 


CHICAGO. — A hearing on the 
revocation of the state dealer li- 
cense held by Wonder Car City will 
be. set for fall. 

The license had been revoked 
July 10 by the Illinois Secretary of 
State because the firm allegedly 
had been delivering cars without 
providing certificates of title at the 
same time. A superior court judge 
has granted a stay of the order. 


Charges Factories Abet Bootlegging . . - 
Dealer Rips Sales Contests 


(Continued from Page 2) 






lower contest quota, has less diffi- 
culty getting into the bonus class 
and then can hurt his rivals price- 
wise. 

“Some dealers,” he concluded, 
“feel they have been penalized for 
doing a good job the first three 
months of the year. Their sales 
were good and their quotas are 
high, making it difficult for them 





Timken Oficial 
Cites Advantages 
Of Hypoid Gear 


SEATTLE.—The heavy-duty hy- 
poid gear is one of the most im- 
portant contributions of the axle 
industry since the closing days of 
World War II, according to N. R. 
Brownyer, vice-president of Rock- 
well Spring & Axle Co. and en- 
gineering director of its Timken- 
Detroit Axle division. 

Speaking before Society of 
Automotive Engineers members 
attending the national West Coast 
meeting, Brown- 
yer said the ad- 
vanced Timken- 
Detroit hypoid 
gear is “applicable 
to the smallest 
single reduction 
axle as well as to 
the largest double 
reduction and the 
largest off-road 
planetary type.” 

Augmenting his 
discussion with 
slides, Brownyer pointed to the 30 
percent greater capacity of the 
hypoid gear set over a spiral bevel 
gear set of equivalent ring gear 
diameter of the same ratio, 

“Some manufacturers,” he as- 
sertéd, “have ignored the inherent 
advantages of the efficient, heavy- 
duty hypoid gears, while others 
have chosen to use them only at 
the light end of the line. 

“However, we expect the industry 
will continue to take advantage of 
the characteristics of hypoid gear- 
ing to meet the ever increasing 





N. R. Brownyer 


|demands for greater speed and 
| torque requirements.” 











The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 


to get into the bonus class now.” | tics, buyer information and personnel data. 


MEXICO'S 


3rd_ INTERNATIONAL 





OTOR SHOW 


Sanctioned by 
Bureau International des Constructeurs d’Automobiles/Paris, France 





JANUARY 17-27, 1958 


...under the ample roof of Mexico City’s modern Nation- 
al Auditorium... a glittering display of the newest automo- 
tive vehicles and products... an unique opportunity for 
the Automotive Industry of the entire world to bid for 
the huge Latin-American market at the only Latin- 
American show of its kind... 


Detailed information on request, from: 





ill SALON INTERNACIONAL DEL AUTOMOVIL 
MOTO Y CICLO 


Calle de Berlin 6 
México, D. F. 


Cable: 
SALONAUTO 


Organised by 





ASOCIACION MEXICANA AUTOMOVILISTICA 
(Mexican Automobile Association, a Civic Institution) 
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Rustproof Inside and Out. . . 
AMC to Dip-Paint Bodies 


DETROIT.—A “body-dip” paint- 
ing process which is said to rust- 
proof automobile bodies inside and 
out will be used by American Mo- 
tors on its 1958 models, which will 
go into production today (Aug. 19). 

The dip method, in which the 

entire body is submerged in a 
tank containing a rust-preventing 
primer, has never before been 
used by an American auto manu- 
facturer, according to E. W. Ber- 
nitt, vice-president of automotive 
operations. 

“We believe it is one of the most 
important advances in automobile 
finishing processes since the early 
varnish days of the industry,” Ber- 
nitt said. “Our automatic spray 
painting method and finishes have 
been among the most advanced in 
the automobile industry, and we be- 
lieve the new dip process will give 
us further superiority in the finish- 
ing area.” 

The process has been under de- 
velopment by the company for 
nearly three years, he said. 

“During this period we studied 
all makes of new and used cars 
and cut apart a great many of 
them to examine the effects of hid- 
den corrosion,” Bernitt said. “Most 
of the deterioration of the body 
due to rust takes place from the 
inside out. 

“After exhaustive tests we were 


10 Dealerships 
Lost in Quarter 
In Chicago Area 


CHICAGO. — The number of 
vehicle dealerships in Cook County 
suffered a ne‘ loss of 10 during the 
second quarter of this year, accord- 
ing to a survey by the Chicago 
Automobile Trade Assn. 

There were 430 dealerships in the 
county on April 1 and the total fell 
to 420 by July 1. 

In terms of outlets for each make 
of vehicles (many dealerships han- 
dling more than one make), the 
loss was even greater. The number 
of outlets totalled 530 on April 1 
and was down to 510 on July 1. 

Outlets for the various Chrysler 
cars were the biggest losers. There 
were 10 fewer Plymouth outlets at 
the end of the quarter; DeSoto lost 
five; Dodge, four, and Chrysler, one. 

Ford outlets decreased by three 
during the quarter and Lincoln- 
Mercury and Studebaker-Packard 
lost one each. 

The number of Nash and Hudson 
outlets increased by two apiece and 
the number of Willys outlets went 
up one during the quarter. 


Mack Arranges 
For $52 Million 


More Financing 


NEW YORK. — Conclusion of 
new financing arrangements to take 
care of the company’s expanding 
sales volume was announced 
Thursday by P. O. Peterson, presi- 
‘dent of Mack Trucks, Inc. 

The financing, in the form of an 
agreement of assignment and 
pledge, is with a group of 53 banks, 
headed by the Bankers Trust Com- 
pany and a group of insurance 
companies, with Prudential Insur- 
ance Co. of America having the 
largest participation. 

The new arrangement, which 
makes available to Mack an addi- 
tional $56,422,500, replaces the pres- 
ent $80,000,000 revolving credit 
agreement between Mack and 48 
banks negotated in 1955. It pro- 





vides Mack with greater flexibility |} 


in meeting the needs of the com- 
pany’s increasing sales volume 
through an open-end provision 
which permits additional borrow- 
ings as required, Peterson said. 


Snyder Appoints Rep 
PHILADELPHIA.—Brown-Sachs 


convinced that the critical areas 
of rusting are in the hidden areas 
of car bodies, which can be reached 
with a primer only by the dip me- 
thod. The human element of error 
also is eliminated.” 

Body-dip processes, Bernitt said, 
have been used extensively by 
European car manufacturers, but 
never before in the U. S. 

Hitherto, the bigger American 
bodies have been too difficult to 


handle under European methods, 


05 Rolls-Royce, 
New Models Sent 
To Dallas Show 


HOUSTON.—The largest collec- 
tion of Rolls-Royce cars ever to 
cross the Atlantic arrived in Hou- 
ston last week in preparation for 
the company’s 50th anniversary 
showing at the Neiman-Marcus 
Fashion Exposition opening in 
Dallas on Sept. 7. 

Included in the cargo was the 
first Rolls-Royce to go into series 
production in 1905. After the Dallas 
showing it will be shown in other 
U. S. cities. This is the first time 
the car has been out of England. 
Until now, it has been on perma- 
nent display in the Rolls-Royce 
showrooms in London, 


The shipment marks the entry 
of Rolls-Royce into the South- 
western states for the first time. 
The cars will be distributed in 
that territory by Overseas Motors 
Corp., 2824-30 White Settlement Rd., 
Fort Worth, of which W. W. Mc- 
Ghee is president. 

The 1905 car was purchased early 
in that year by a doctor in Aber- 
deenshire, who operated it con- 
tinuously, covering well over 100,000 
miles. In 1923, the doctor decided 
that he must get a larger car and 
he offered the 1905 to the company 
as a museum piece. 

Since then, the car has been 
driven in many rallies in England 
and is today completely operable 
without a single new part being 
fitted, although it has been com- 
pletely reupholstered and repainted. 
It is planned to have the car lead a 
parade of Rolls-Royce “Silver 
Cloud” through the streets of Fort 
Worth and Dallas during the Fas- 
hion Exposition Week. 


Goodrich Drops 
Suit on Tubeless 


AKRON.—B. F. Goodrich has 
dropped its four-year-old damage 
suit against Firestone Tire & Rub- 
ber over tubeless tire patents. 

The move came after Goodrich 
lost an appeal in a similar suit 
against U. S. Rubber. A lower court 
held the patent claims invalid and 
the U. S. Circuit Court of Appeal 
in Richmond, Va., affirmed the de- 
cision. 

Goodrich obtained patents on the 
tubeless tire in early 1952 and 
charged that Firestone had in- 
fringed on six of these patents. 


in which the smaller bodies are 
suspended and rotated in 
paint on a “spit.” American Mo- 
tors’ Metropolitan, which is built 
in England, has been painted by 
dipping since it was first put into 
production in 1954. 

With the dip process, all sheet 
metal, including the insides of 
doors, pillars, sills and other areas 
inaccessible to spray coating, are 
protected from rust with the 
primer. 

“This method of finishing a car 
will virtually eliminate body rust, 
thereby lengthening the life of a 
car body,” Bernitt said. 

The corrosion problem has been 
accentuated in recent years by in- 
creased use of salt on roads during 
the winter and by the use of more 
complex shapes of sheet metal on 
cars, which result in areas where 
moisture and dirt can collect. 

Before dipping, the body is bon- 
derized, a process which further 
prevents rust. After the primer dip 
each body is scuffed and then 
painted with two coats of enamel; 
for two-toning two more coats of 
enamel are applied. 

The tank into which the bodies 
are dipped by overhead monorail 
is 91 feet long, 7 feet 6 inches 
wide, and 6 feet deep. The tank 
contains 15,000 gallons of the 
primer, known as Ferrochrome, a 
red oxide alkyd fortified with zinc 
chromate made by Pittsburgh 
Plate Glass Co. Each body takes 
approximately two gallons. 

The installation necessary for the 
process is now in operation at the 
American Motors’ Milwaukee plant. 
A similar set-up soon will be com- 
pleted at the Kenosha 
facility. Bodies for the recently an- 
nounced 100-inch-wheelbase car to 
be introduced late this fall by AMC 
will be produced at Kenosha, while 
all other 1958 bodies will be pro- 
duced in Milwaukee. All final as- 
sembly of AMC cars remains in 
Kenosha. 


Losses. Mounting 
On Dealer Loans, 


Bankers Warned 


JAMESTOWN, N. Y.—Three 
bankers and an insurance expert 
have warned bankers to step up 
the efficiency of their automobile 
dealer financing programs to head 
off mounting losses. 

The warning was sounded by a 
panel at the summer conference of 
the Bank Consumer Group here. 

The panelists blamed intense 
competition and diminishing per- 
deal profits for mounting dealer 
financing losses. They warned that 
with the advent of the 1958 model 
season, marginal dealers would find 
it increasingly difficult to make a 
profit. 

Danger signals, according to the 
panel, include a constant volume of 
questionable retail paper, mis- 
stating of extra equipment as 
valued on the retail deal and de- 
lays and deviations from the plan 
set up for dealer payments on auto- 
mobiles sold. 

The panelists were Irving A. 


Barrett, Marine Trust Co. of West-. 


ern New York, Buffalo; Charles B. 
Moore, Bank of Jamestown; N. P. 
Rodermond, Drovers and Me- 
chanics National Bank, York, Pa., 
and Richard C. Ross, Scarborough 
& Co., Chicago. 


Canadian GM Dealer Council— 


(Wis.) | 








Winner at Ford Model A Meet— 


Richard E. Williams, Grosse Pointe Farms, Mich., gives his wife, Mary Elizabeth, a 
big kiss and is congratulated by Donald G. Harter after Williams took first place in 
the 1928-29 division of the Ford Model A Restorers Club national meet at Greenfield 
Village in Dearborn. Williams, brother of Michigan Gov. G. Mennen Williams, entered 
a 1929 touring car. Harter, Birmingham, Mich., is chairman of the national MARC 
executive committee and president of the Motor Cities Chapter of the MARC. 





Uniform Prices Called Vital 
For Competition in Steel 


WASHINGTON. — Robert M. 
Blough, U. S. Steel chairman, came 
up with some views on competition 
at Senate economic hearings that 
will probably surprise most auto- 
mobile dealers. 

“If we offer to sell steel to a 
customer at the same price as a 

competitor, that is very definitely 
a competitive price,” Blough said. 

However, he added, if. prices for 
the same product vary, “the buyer 
doesn’t have as much choice as to 
which company to buy from.” 

In other words, Blough said that 
as long as the major steel com- 
panies join in a uniform price in- 
crease, as they did in July, then 
they all are competing for the cus- 
tomer’s business. at the uniform 
higher price level. 

But, if one of the steel companies 
had failed to go along with the 
$6-a-ton price boost, then the cus- 
tomer would feel more or less 
forced to do business with that 
company which was selling steel at 
the lower price—the other com- 





Diamond T Names 
2 Vice-Presidents 


CHICAGO.—Storrs Baldwin and 
T. J. Lopatka have been elected 
vice-presidents of Diamond T Mo- 
tor Car Co., according to Z. C. R. 
Hansen, president. 

Baldwin, formerly assistant to 
the president, will continue to di- 
rect Diamond T’s advertising and 
public relations programs. He is a 
veteran member of the firm’s ex- 
ecutive staff, having joined the 
company in 1928 as an assistant in 
the advertising department. 

Lopatka, who formerly was plant 
manager, is now manufacturing 
and production vice-president. He 
joined Diamond T early in 1946. 





panies then wouldn’t be competing 
for the business. 

Blough let the senators know 
that U. S. Steel had no idea of let- 
ting any competitor upset the pres- 
ent conditions which he considers 
so competitive. 

He said that any of the top 10 
or 20 steel producers could “re- 
quire us to change our prices 
overnight by taking action un- 
like ours.” 

Blough said that, if Bethlehem 
Steel, for example, had not gone 
along with the July steel hike, “we 
would have gone back to their 
level and then prices would have 
been competitive again.” 

Blough’s views were presented in 
sparring with Senator Estes Kefau- 
ver on the questions of the infla- 
tionary tendencies in the steel price 
hike and the administration of steel 
prices. 

The U. S. Steel chairman denied 
that the price rise was inflationary, 
saying the boost would have only 
“negligible” effect on the cost of 
living since steel takes only a small 
part of the consumer's dollar. 


The senators are on an industry- 
by-industry study of administered 
prices, starting with the steel on 
the assumption that steel is the 
price “bellwether” of the economy. 
Blough denied this. 


Administration of prices is de- 
ciding how much of a product 
the economy will absorb at a 
price designed to produce a suit- 
able profit and then setting pro- 
duction schedules to hold output 
to that amount. 


An economist for the subcom- 
mittee said that nine-tenths of 
everything sold in the U. S. is sold 
at an administered price rather 
than a price set by the law of sup- 
ply and demand. 

Two other witnesses disagreed on 
the July steel price boost. 

Robert C. Tyson, chairman of 
U. 8S. Steel’s finance committee, said 
the price boost was essential and 
that companies must meet in- 
creased costs or face insolvency. 

Dr. John M. Blair, a Senate staff 
economist, said steel income would 
be the highest this year for any 
peacetime year since 1921. Based 
on reports for the first half of this 
year, he said return on the stock- 
holders’ investment would be 15.8 


*| percent this year. 


Tyson objected to Blair's 
method of comparing income 
after Blair charged the steel in- 
dustry had increased prices more 
than costs had increased. 

Senators have also heard some 
words of defense for the Adminis- 
tration’s tight-money policy from 
W. Randolph Burgess, undersecre- 
tary of the treasury. 

He said credit curbs are working 





& Co., Rochester, N. Y., has been| General Motors National Dealer Council of Canada for 1957 meets in Toronto with top GM of Canada executives, headed by 

appointed to represent Snyder Mfg.| E. H. Walker, president. The council. is now in its second year. Shown above, the 1957 council includes, (standing, from left, 

Co. to the automotive trade in New| Rodrigue Lasnier, St. Johns, Que.; Jack S. Marshall, Vancouver; Edward B. Seedhouse, Toronto; J. Wally Gillis, Halifax; Jack B. 

York State, except for New York) Sangster, Regina; George A. Padfield, London; Jack R. Simonett, Kingston; Orville S. Fowler, Virden; Merrill E. Wolfe, Edmonton; 

oy: Snyder makes auto radio and| Aiphee E. Levesque, Edmundston; J. William Clarke, Orillia. Seated: Walker; Ewart A. Everson, Montreal, chairman; E. J. Umphrey, 
antennas and auto accessories.| GM sales vice-president, and L. C. Workman, GM secretary. 


and asked for time and patience to 
let them give their full benefit. He 
also called on business and labor 
to go easy with wage and price 
boosts and for all levels of govern- 
ment to go easy with spending. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 

Aug. 17, Week, Aug.10, August, ug. 18, Aug. 17, 

1957 1956* 1957* To Date 1956* 1957 
SEDAEUOAES TMD MNDIEID cecceceses —ncesevoren ——«asesscccns —«-eanncansen 67,309 64,420 
TION ‘Cevisssincvesesiceimicieny seeiees —«eaenemenin - omnes = tania 4,347 1,345 
censsrnece se enenste 11,073 3,561 
oneens. saneme chores 52,389 59,514 
CHRYSLER CORP. ...... 25,890 13,291 24,591 61,424 592,519 883,009 
85 1,704 4,580 72,621 86,705 
sveneeoens 530 1,543 6,548 29,251 
1,924 764 4,004 68,755 84,072 
5,700 1,686 5,872 13,913 136,455 208,085 
15,200 9,596 15,721 37,294 308,140 474,896 
37,065 27,177 38,006 89,887 1,093,290 1,259,612 
ovevsoserecenesecs  eatonanees 9 consceoees oescessece 1,113 444 
re 3,451 SIIB ncseeese.s 12,127 
29,325 22,447 28,690 69,922 884,094 1,017,552 
a 221 737 32,004 26,193 
ee 3,650 4,721 5,644 10,830 176,079 203,296 
GENERAL MOTORS .. 55,066 56,816 54,685 129,823 2,095,410 1,900,703 
EEE ‘éncceticieicvnedimnsversvciete 6,965 9,608 7,285 16,821 384,358 278,823 
3,080 3,348 8,056 104,327 106,534 
SUNOS insccscsessssssseesee0 31,400 30,691 30,349 73,470 1,074,602 1,004,096 
6,641 7,723 6,917 16,059 304,004 271,072 
6,700 5,714 6,786 15,417 228,119 240,178 
815 1,064 1,582 2,948 67,233 46,469 
 —_—_ 13 25 13,277 6,134 
800 1,064 1,569 2,923 53,956 40,335 
118,836 98,348 118,864 284,082 3,916,261 4,154,213 





COMMERCIAL CARS 


(U, 8S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 

Aug. 17, Week, Aug. 10, August, Aug. 18, Aug. 17, 

1957 1956* 1957* To Date 1956* 1957 
CHEVROLET .................. 7,400 7,387 6,937 16,778 239,923 232,903 
DIAMOND T .................. 135 101 126 311 3,266 3,395 
SINNED, niicdhitnhinesinnsucnisinestoneus 40 60 24 72 2,513 2,012 
0, ae 1,450 2,090 1,467 3,251 58,587 51,980 
SIIIIDY ~ icsninnisaieseslendsicemansiinibneis 6,700 5,704 5,113 14,459 201,595 228,915 
SIE shiciehbudkincenavenmnioniiaeioontenetia 1,100 1,557 1,508 2,623 61,336 43,457 
INTERNATIONAL ....... 2,546 2,200 2,385 6375 88,689 77,709 
SII | deduxstesondsciGuisussscininionn 365 322 344 846 12,003 11,415 
REO . 135 90 125 287 2,498 2,880 
STUDEBAKER. .............. 160 411 1389 450 10,085 7,110 
IIE. Schpibsiecssiibensasennenuaion 285 357 286 597 11,127 9,613 
| 37,671 38,752 
MISCELLANEOUS*** 89 48 88 206 2,152 2,093 
Total Trucks, U. S..... 20,405 21,607 18,592 46,785 731,445 712,234 





Total Cars, Trucks, 








I ial dared 139,241 119,955 137,456 330,867 4,647,706 4,866,447 
Total Cars, Trucks, 

TR 9,277 ee tees 9,277 341,921 307,476 
Grand Total, 


Cars and Trucks, 


U. S, and Canada....148,518 125,786. 137,456 340,144 4,989,627 5,173,923 


*Revised. Misceliancous includes Corbitt, 
Drive, ete. 


Marmon-Herrington, Federal, Four Wheel 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


Obituaries 


Edwin P. Hurd, 66, 


Early Lock Manufacturer 

DETROIT.— Edwin P. Hurd, 66, 
founder and president of Hurd 
Lock and Mfg. Co., died Aug. 9 in 
a hospital here after a six-month 
illness. 

In 1920, Mr. Hurd began using 
hardened steel alloys to make saw- 
resistant chains and locks for 
fastening spare tires to running 
boards. His company grew into a 
two-plant operation. 

= + ~ 
Elroy T. Metteaurer 
NACOGDOCHES, Tex. —Elroy T. Met- 


Air Suspension System 


Developed by Dunlop 

LONDON, England. — Pneuride, 
a form of air suspension in which 
rubber bellows containing air under 
Pressure take the place of conven- 
tional springs, has been developed 
by Dunlop Rubber Co. 

The company said resistance to 
movement of the bellows increases 
the more it is deflated, and the ve- 
hicle remains at the same height 
whatever the load. This is achieved 
by a “levelling valve” which auto- 
matically adjusts the air pressure 
in the bellows as the load is in- 
creased or decreased. 


teaurer, 65, coowner of B. & M. Motors, 
died Aug. 4. He was also coowner of Lynn 


Motor Co., Lufkin, Tex., and Metteaurer 
Motor and Implement Co., San Augustine, 
Tex. 


George H. Flerlage 

GRAND RAPIDS, Mich.—George H. 
Flerlage, 56, former partner in Steve Hicks 
Mercury-Lincoln here, died in Fort Lauder- 
dale, Fla. He and Stephen R. Hicks or- 
ganized Hicks-Flerlage, Inc., in 1945. Mr. 
Flerlage sold his interest in the dealership 
and retired in 1953. 

* * * 


Louis Schramm dr. 

NEW YORK.—Louis Schramm jr., 55, 
president of Allied Van Lines and of 
Chelsea Warehouses, died last week of 
a heart attack. Since its inception in 
1953, Mr. Schramm was chairman of the 
Highway Transport Conference. 


* * * 


Daniel C. Linderman 
PHILA DELPHIA.—Daniel C. Linderman, 
Mid-Atlantic division manager for Carlife 
Guaranty Co., died Aug. 7 in the Veterans 
Hospital here, Mr. Linderman joined Car- 


Eastern 


life in 1950 as Pennsylvania representative 
and was promoted to division manager in 
1954. 

* * * 


Earl E. Eby 
WEST ORANGE, N. J.—Earl E. Eby, 
71, who retired in 1951 as manager of the 
power and industrial equipment division of 
General Motors’ overseas division, died 
Aug. 8 at Orange Memorial Hospital. 
* * * 


Dudley Bowling 
PIKEVILLE, Ky.—Dudley Bowling, who 
operated Bowling Motor Co. here (Stude- 
baker-Packard), and Mrs. Bowling were 
killed Aug. 4 in the crash of their light 
plane near here. 
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Month’s Yield Pegged at 520,812... 





Aug. Output to Exceed 
Year-Ago Total Again 


(Continued from Page 1) 


expected to turn out an estimated 
520,812 cars during August. 

That’s a 5.1 percent boost over 
the 495,475 units rolled from the 
lines in July and a 29.4 percent 
hike over the 402,475 cars assembled 
during August a year ago. 

* + as 

EAR-TO-DATE output of cars 

as of last Saturday was running 

6.1 percent ahead of the January- 
August period a year ago. 

While car output is on the in- 
cline, truck assemblies are down 
from both last month and the 
same month a year ago. 

Based on an average of 3,899 
trucks a day over the first 12 work 
days of the month, commercial-car 
manufacturers are expected to build 
about 85,775 units during August. 

+ * = 
= 7.8 percent decline from 
the 93,019 trucks assembled dur- 
ing July, and a 5.2 percent drop 
from the 90,519 units rolled from 
the line during August a year ago. 

Car output last week totalled 
118,836 units, or just 28 units 
fewer than the makers turned 
out the previous week. Both last 
week’s output and the 118,364 
units assembled the previous 
week represented 96.3 percent of 
Automotive News’ three-year 
index. 

Last week's car assemblies, how- 
ever, were 20.8 percent above the 
98,348 units turned out during the 
week ended Aug. 18 a year ago. 

> ” > 

HRYSLER CORP. and General 

Motors registered increases 
over the previous week’s operations, 
while Ford Motor Co. and Stude- 
baker-Packard, which built out on 
its 1957 models Friday, showed de- 
clines from the previous five work 
days. 

American Motors will begin 
output of 1958 models today 
(Aug. 19) on its Rambler line, and 
tomorrow (Aug. 20) on its Hud- 
son and Nash lines. S-P is ex- 
pected to begin output of '58 
models the first week of Sep- 
tember. 

GM's upswing from 54,685 cars 
a week earlier to an estimated 55,- 
066 units last week resulted from 
output increases at Chevrolet and 
Cadillac. 

= - = 
(areas jumped its sched- 
ules from 30,349 units the pre- 
vious week to 31,400 last week, 
while Cadillac rose slightly from 
3,348 to 3,360 units. 

Slowed-down operations at 
Buick, Oldsmobile and Pontiac 
resulted in declines at those 
divisions, Buick was off from 7,- 
285 units a week earlier to 6,965 
last week; Oldsmobile slid off 
from 6,917 to 6,641, and Pontiac 
was off slightly from 6,786 to 
6,700 units. 

A return to five-day operations 
at DeSoto’s Detroit plants plus 
calling a halt to a strike at Chrys- 

ler division helped jump Chrysler 
Corp. output from 24,591 units a 
week earlier to an estimated 25,890 
cars last week. 
* * * 
A BREAKDOWN of Chrysler 

Corp. operations showed Plym- 


outh off slightly from 15,721 units' office boy, a mechanic and my- 
a a - - * 


the previous week to 15,200 last 
week; Dodge off from 5,872 to 5,- 
700; Chrysler division (excluding 
Imperial) up from 1,704 to 1,925; 
Imperial up from 530 to 665, and 
DeSoto up sharply from 764 to 
2,400 units. DeSoto’s two Detroit 
assembly plants were closed the 
entire previous week to “balance 
field inventories.” 

Ford Motor output was off from 
38,006 units the previous week to 
37,065 last week due to a slow- 
down of operations at Mercury. 

Mercury worked only its Wayne 
(Mich.) and Los Angeles plants five 
days last week and as a result 
dropped from 5,644 assemblies the 
previous week to 3,650 during the 
last five work days. Its Metuchen 
(N. J.) plant worked four days, 
while its St. Louis operations was 
down the entire week. 

* = * 


LL other Ford Motor units 

showed output increases last 
week: Ford division up from 28,- 
690 to 29,325; Edsel up from 3,451 
to 3,800, and Lincoln up from 221 
to 290. All were on five-day opera- 
tions. 

It also was announced last 
week that Ford division has pro- 
duced more cars during the 1957 
model year than were produced 
in any other model year in di- 
vision history, and is expected 


GRAND RAPIDS, Mich. — After 
nearly 40 years in the automobile 
business, many a man would be 
inclined to look back on the “good 
old days” with a certain amount 
of nostalgia. Not so W. H. Berger 
whose Chevrolet dealership here is 
starting its 33rd year. 

Berger enjoys talking about the 
early days when, after having 
been sales manager for a Chevro- 
let dealer, he decided to open his 
own dealership in August, 1925. 

He is more interested, though, in 
the new sales program he and his 
son, Dale, are launching. 

“Our new sales program is 
geared to today’s living,” Berger 
says. “Now, for the first time any- 
where, we're taking the cars to 
the people for ‘home side road 
tests.’ In a way the streets of 
Grand Rapids become our show- 
room—and Grand Rapids has some 
of the finest streets in the world.” 

Berger, his eyes alight with de- 
light in mechanical progress, de- 
scribes the new telephone-equipped 
Berger demonstration car. 

He chuckled. “Our salesmen 
drive up, pick up the car phone, 
and invite the people to step out 
and take a ride. Some people can 
hardly believe it. A look out their 
window quickly convinces them. 

“The car has our Berger identi- 
fication on it so there'll be no mis- 
take. Most people get quite a kick 
out of it.” 

Looking back, Berger said, “It’s 
a faster game now. When we 

started, our staff consisted of an 





Phones Prospects from ‘Demo'— 


With his dealership entering its 33rd year, W. H. Berger, Grand Rapids (Mich.) 
Chevrolet dealer, is still among the first to use new merchandising ideas. He is 
shown using a phone installed in a demonstrator to assist salesmen. 


“Demo’ Is Phone-Equipped 


After 32 Years as Dealer, Berger Retains 
His Interest in New Ideas 
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to turn out over 200,000 more of 
the current model. 

J. O. Wright, division general 
manager, made the announcement 
on the occasion of the production 
of the 1% millionth 1957 Ford car. 
The old record of 1,468,733 cars 
was established in 1956. 

* + + 

-P CLOSED out its '57 model 
production with a production of 
815 cars last week, 800 by Stude- 
baker and 15 by Packard. This 
compared with the previous week’s 
output of 1,569 units by Studebaker 

and 13 by Packard. 

Truck output totalled 20,405 
units last week for a 9.8 percent 
boost from the previous week’s 
18,592 assemblies. Last week’s 
truck output, however, was 5.6 
percent below the 21,607 units 
turned out during the week ended 
Aug. 18 a year ago. 

All manufacturers except Ameri- 
can Motors and Studebaker-Pack- 
ard returned to work in Canada last 
week and turned out an estimated 
9,277 vehicles. All manufacturers 
had been down the previous two 


weeks for vacations. 
* +. = 


Vauxhall Boosts Output 


To Fill Pontiac Orders 


LUTON, England.— Vauxhall 
Motors, British subsidiary of 
General Motors, has gone on 24- 
hour daily operations to push pro- 
duction of its new model for the 
American markets. 

The car will be sold through Pon- 
tiac dealers in the U. S. 

One thousand cars a month are to 
be shipped to the U. S., Vauxhall 
announced. It marks the first time 
in history the company has gone on 
day-and-night operations, an official 
said, 





self. Now, of course, we have 

nine regular car salesmen and 32 

service men besides our office 
staff.” 

Berger attributes the increase in 
service personnel to several fac- 
tors. The increase in technical auto 
equipment, naturally, is a big one. 

Then, too, in the earlier days 
many men did their own repair 
work. It was sort of a hobby .and a 
point of pride for a man to know 
“how to fix his own machine.” To- 
day it takes training and more 
skill. 

More service demands now come 
from women, according to Berger, 
because more women are driving 
today. 

“I'm not saying, mind you, that 
women don't know anything about 
cars. They do. They may not know 
how to do it but they know the 
importance of having everything in 
good safe driving condition — par- 
ticularly when they’re driving with 
a car full of children. 

“And they want their car taken 
care of by service men who know 
their business.” 

Asked if he could recall any 
particularly amusing incidents 
through the years, Berger once 
more showed his reluctance to 
dwell on the past. “There are 
amusing or interesting things 
that happen every day. I couldn’t 
keep track of them all. We just 
enjoy them and forget them.” 

All three of Berger's sons are fol- 
lowing their father’s profession. 
Dale, as his father says, “takes 
over the big load” at the new-car 
showroom and the used-car opera- 
tion. 

Ned has the Chevrolet dealership 
in Ionia, and William C. sells both 
Chevrolets and Cadillacs at his 

Greenville dealership. 

Another Berger, Dale jr., probably 
will join his father and his grand- 
father in a couple of years, after 
he finishes his course at General 
Motors Institute at Flint. 

Berger’s formula for success 
came without hesitation: “All it 
takes is just plain horse sense 
and hard work. You have to be 
honest and sincere with your cus- 
tomers and give them good serv- 
ice—I might add that it takes 
auto sense as well as horse sense 
these days.” 

Gregory V. Drumm, of Marketing 
Services Co., Grand Rapids, is help- 
ing Berger in the development of 

the new sales approach, 
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Switches from Singing... 
Auto Saleslady Learns Fast 





By Ed Brown 
Staff Correspondent 

NEW YORK.—“I’ve learned a 
number of things about selling in 
the last few months,” says pretty 
red-headed Terry 
Taylor, Broad- 
way’s only auto 
saleswoman, 

Terry, who 
works at the 
Standard - Tri- 
umph showroom 
on the big street, 
is a former singer. 

“At first, when 
, I would see young 

- : kids walk into 
Terry Ta: the showroom 
who couldn’t be more than 18 or 19, 
I wouldn’t pay any attention to 
them, figuring that they were just 
looking. But suddenly I realized 
that they were coming back in 
with ‘dad’ who would buy the car 
for them, for school or a trip to 
Europe.” 

Terry has also learned a way to 
deal with the customer who does 
not want to be spoken to, or who 
enters the showrom with the atti- 
tude that he will not be sold. 

“I don’t force myself on him. 
As a matter of fact I don’t do 
anything except greet him and 
then stand off a little bit and let 
him look at the car to his heart’s 
content. After awhile he just has 
to ask a question, and then you 
can get into a conversation with 
him.” 

Selling these little English TR-3 
sports cars requires a certain skill 
and knowledge of mechanics, which 
Terry says has presented no great 
difficulty, nor does she find that her 
customers become impatient if she 
has to look up an answer once in 
awhile. 

Women present no difficulty to 
Terry, whether they are accom- 
panied by their husbands or alone. 
“Women enjoy talking to someone 
who understands their problems. 

“Very often a husband will bring 
his wife along for the express pur- 
pose of talking to me and getting 
my opinions on the automobiles. 
After all, we women do have a 
special code of communication 
which the average man does not 


Dietz Predicts 
Active Market 
During Cleanup 


NEW YORK.—An “active auto- 
mobile market” with a good volume 
of retail financing for the rest of 
the current model year was pre- 
dicted last week by the president 
of CIT Financial Corp. 

Arthur O. Dietz, the spokesman, 
said he anticipated the active mar- 
ket as dealers work to reduce in- 
ventories. He made his prediction 
in reporting on CIT’s volume and 
earnings for the first half of 1957. 

Earnings in the first six months 
Tose to a record $19,253,213, com- 
pared with $18,677,437 in the first 
half of 1956, Dietz said. 

Deferred income and unearned 
premiums reached a record high of 
$195,164,652 on June 30, compared 
with $188,701,775 on June 30, 1956, 
and $190,534,646 on last Dec. 31. 

In the first half of this year, the 
volume of retail motor vehicle re- 
ceivables purchased amounted to 
$568,914,209, compared with $601,- 
935,638 in the 1956 half. Wholesale 
motor receivables purchased during 
the six months totalled $1,356,438,- 
653, compared with $1,156,386,851 for 
the like period a year ago. 


In Ohio, the Ranchero 
Is ‘Merely a Pickup’ 


COLUMBUS, O.—George C. 
Braden, state registrar of motor 


lt 


lor 








questions, asked her opinion of 
the automobile, and inquired when 
she could have a white automobile 
with black leather interior. Within 
20 minutes Terry had made a sale 
and had a $1,000 deposit. 

“This gal knew what she wanted, 


always understand. We can talk| im addition to which I think she 


the same language.” 


felt a certain confidence talking 


One afternoon a woman entered| to someone who could under- 
the showroom, asked Terry a few| stand her problems, I admit that 


mooted 


CLASSIFIED 


RATES: TWENTY-TWO CENTS 
lc PER WORD. PAYMENT IN A 
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HELP WANTED 





SALES MANAGER—vwith proven ability to 
hire and train salesmen and manage 
sales force in southeastern 350 car Chev- 
rolet dealership. Near coast—good fish- 
ing, hunting, etc. Salary plus percentage. 
All replies confidential. Box 7407, c/o 
Automotive News, Detroit 26. 





EXPERIENCED BOOKKEEPER — Office 
manager for Dodge-Plymouth agency in 
Savannah, Georgia. Starting salary over 
$500 per month plus other benefits. 
Write details, experience to Michael Adil- 
man, 307 Industrial Bidg., Savannah, 
Ga. 


SERVICE MANAGER — for metropolitan 
Boston area. Excellent opportunity for a 
man who understands all phases of 
service operations. Also need a service 
salesman Oldsmobile experience pre- 
ferred, but not essential. Replies confi- 
dential. Box 7408, c/o Automotive News, 
Detroit 26. 





SALES MANAGER 


West Coast manufacturer needs Sales Man- 
ager with minimum three years’ experience 
in sales or application engineering of in- 
dustrial filters sold primarily to automotive 
accounts. Some national sales management 
experience, including use of market research, 
advertising and sales promotion, etc. essen- 
tial. Candidates must have interest and 
potential ability in general neoogeen. Age 
to 50. Salary approximately $10, to start, 
plus profit-sharing, etc. 


Send confidential resume to 
HERGENRATHER ASSOCIATES 
Management Consultants 
1420 Statier Center—900 Wilshire 
Los Angeles 17, California 








OWN YOUR OWN 
BUSINESS 


Used cor experience preferred but not 
essential. We will put you in business 
No investment. Second 
oldest company selling 1 year guvar- 
antee to dealers. Our men earn sub- 
stantially over $10,000 per year: F. 
Lyons, Tampa, Fila. earning $15,000 
yearly; M. Dallas, Boston, Mass. doing 
$17,000; W. Scott, Providence, R. |. 
over $2,000 in first 2 months. Approved 
nationally by dealers. Repeat sales on 
the increase. Send complete details 
stating experience. 
American Sure-Car Corp. 
Main Office: Dept. E, Sea Cliff. N. Y. 
(See our advertisement on Page 50) 


for yourself. 


DISTRICT 
SALES MANAGER 


If your experience in the AUTOMO- 
TIVE wholesale, retail or financing 
field enables you to talk with dealers 
in their own language, we'd like to 
hear from you. As publishers of RED 
BOOK, BLUE BOOK and other serv- 
ices essential to the automotive in- 


dustry for 45 years, we offer a pos- 
sible lifetime position for a man to 
cover the State of Michigan. Equally 
lucrative territories are open in the 
Virginia and Lovisiana areas. A 
proven record of high earnings will 
provide financial stability and security 
limited only by your own ability. 
include photo with complete resume. 


National Market Reports, Inc. 
900 S. Wabash Avenue, Chicago 5, Iil. 
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HELP WANTED 


DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping the country . . . 
$25,000 to $50,000 earnings. Many terri- 
tories still open . . . successful automotive 


sales background necessary. 


UNITED STATES CAR 
TESTING CO. 


5327 W. Third St. 
MU 1669 


Dayton 7, Ohio 





CLASSIFIED WANT ADS 
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ATTENTION 
AUTOMOBILE 
AUDITORS 


We have 75 auto dealer 
clients with franchises ranging 
from 1,200 to 3,000 cars op- 
erating in 20 different states, 
which will require increasing 
our present audit staff. Our 
field men work on a profit- 
sharing basis making $7,000 
to $10,000 per annum. Our 
field supervisors earn $10,000 
to $12,000 per annum. We 
need 2 solid, fully qualified 
field auditors and 1 field 


supervisor with 10 years 

















specialized automobile audit 


experience interested in a 


long range, satisfactory con- 







nection. Confidential replies 
should include full information 








as to present and past em- 
ployment in this field, educa- 
tional background, degrees, 
and certificates held, as well 


as family status. 


Box 7425 


c/o Automotive News 








was a fluke, but it illustrate; my 

point.” 

Terry is a naturally friendly girl, 
who can put almost anyone at ease 
immediately. She has experienced 
no special problems in making the 
switch in her career, but rather 
feels that one profession just nat- 
urally compliments the other. 

She enjoys meeting and talking 
with people. It has been her ex- 
perience that there is no set 
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HELP WANTED 


LARGE CHEVROLET DEALER desires 
general sales manager in single city 
operation in west Texas. Must have ex- 
perience in training sales personnel and 
volume operation of new and used cars 
and trucks. Best of references required— 
in confidence. Compensation of salary 
and bonus on gross profit of entire opera- 
tion. Box 7406, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE SALESMAN: Lincoln-Mer- 
cury-English Ford dealer less than one 
hour drive from San Francisco-Oakland- 
Sacramento-Stockton wants high type, 
neat appearing, experienced salesman. 
30% of gross, paid vacation, hospitaliza- 
tion, gas furnished. Only man used to 
high earnings need apply. Send photo 
and resume of past experience to Box 
7405, c/o Automotive News, Detroit 26. 


AUTOMOBILE SALES MANAGER—West- 
ern New York dealership is in need of 
an aggressive young man to assume full 
responsibility of sales management. Must 
be capable of hiring, training and direct- 
ing salesmen to obtain highest possible 
volume profitably. We are in a position 
to offer an outstanding compensation 
plan to the man who can qualify. Please 
write giving full background to Box 
7409, c/o Automotive News, Detroit 26. 
All replies confidential. Additional infor- 
mation upon request. 


standard or way to approach sa 
prospect, She has succeeded best 
when she has just casually started 
a conversation with a prospect, and 
slowly worked her way around ‘o 
determining what the customer’s 
main interest is. 

With each individual there is a 
different soft spot, and it is a 
challenge to her to find out what 
that special Achilles heel is. 


HELP WANTED 


WE ARE LOOKING FOR a young, 4ag- 
gressive manager for car and truck 
rental and leasing operation with na- 
tional franchise in a southern city of 
over 500,000. The right man can buy 
up to 25% interest. Must have proven 
successful experience. Write giving full 
qualifications to Box 7410, c/o Automo- 
tive News, Detroit 26. 








SALESMEN 
Needed in Fabulous Florida 


This is an opportunity to join our fast ex- 
panding organization. The type of person we 
will employ is honest, aggressive, a good 
closer, not afraid to go out and knock on 
doors and not satisfied with earnings less 
than $1,000 a month. We have the highest 
commission, plus bonus set up. We furnish 
demo, hospital and life insurance, paid va- 
cations, etc, Located 30 miles from Miami. 


BIRD Oldsmobile 


Homestead, Florida 


Chevrolet 


261 Parkway 





GENERAL MANAGER or sales manager. 
Age 48. 25 consecutive years’ experience 
wants position with Ford or GM dealer 
in New England only. Not interested in 
Hull Dobbs or family deals. Only well 
financed dealership considered. Box 7389, 
c/o Automotive News, Detroit 26. 





HELP WANTED 








District Used Trailer Sales Manager 


Experienced used truck, trailer or car merchandiser needed to 
head up district used trailer operation for large trailer manu- 
facturer. Must be capable of stimulating salesmen and super- 
vising the merchandising, reconditioning and appraising of used 


trailers in a three state midwest area. 


Position offers excellent earning possibilities—salary, plus over- 
ride and bonus—and advancement opportunities in a growing 


market. 


Give complete details of experience in first letter. 
Write Box 7424, c/o Automotive News, Detroit 26. 








POSITION WANTED 





Want 


Volume Automotive Business? 


Detroit manufacturers’ representative with 33 
years’ intimate contact with all motor vehicle 
factory executives, used to developing auto- 
motive original equipment volume business, is 
desirous of replacing one of his major accounts 
which he plans to resign from late this fall. Has 
represented this account nine years. Also has 
years’ intimate contact with largest chains. 
Account must represent volume potential and 
be able to meet specifications. 


Box 7427, c/o Automotive News, 
Detroit 26, Michigan 


Complete Representation 
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POSITION WANTED 


GENERAL MANAGER, capable of as- 
suming full responsibility of large dealer- 
ship. General Motors or Chrysler prod- 
ucts preferred. Presently employed in 
Jarge southwestern city. If you require 
| gman who will take a personal interest 
in your business, write Box 7411, c/o 
Automotive News, Detroit 26. 


600 new cars and up, or gen- 
eral sales manager in larger volume 
operation. Consider buy-in plan. 10 
years’ successful experience in all pro- 
gressive positions from sales representa- 
tive to general manager with world’s 
jargest Chevrolet dealer. General man- 
ager last 3 years, all phases, 4,000 unit 
gales annually. College degree in mer- 
chandising, 36 years of age, married, 3 
j} children. Will furnish full resume in- 
cluding qualifications, references and 
picture on request. Available now. Box 
7412, c/o Automotive News, Detroit 26. 


PARTS MANAGER—10 years’ experience 
with Ford. Prefer Ford or Edsel dealer 
c/o Automotive 


GM deal, 


in Missouri. Box 7413, 
News, Detroit 26. 


GENERAL OR SALES MANAGER—Cali- 


fornia only. 17 years’ experience. Olds- 





mobile dealer preferred. Experience in 
all phases of business with largest Olds- 
mobile dealer. 35 years of age. Upon 
request, will be available for personal 
interview. Box 7429, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER — Business manager. 
 jhoroughly experienced with GM ac- 
counting system, budgets and financial 
analysis. Experience includes dealership 
office management and several years as 
zone business management manager for 

















GENE RAL MANAGER, Chevrolet or other 
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DEALERSHIPS AVAILABLE 


METROPOLITAN NEW YORK - — Dealer- 
ship handling DeSoto-Plymouth. Best 
location, paying service and parts busi- 
ness. Owner willing to retire. Box 7394, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC 
Westchester County, N. Y. 200-250 car 
potential, modern building, trading area 
40,000 population. No real estate, used 
cars or receivables. Other interests rea- 
son for selling. Box 7392, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY, 
Lincoln in East Tennessee, 400 unit po- 


tential sales, excellent facilities. For 
immediate sale at less than inventory. 
Box 7393, c/o Automotive News, De- 
troit 26. 


DEALERSHIP HANDLING DeSOTO- 
Plymouth-Willys, 150 car deal good 
service absorption, in the beautiful 
Shenandoah Valley of Virginia, heart of 
the apple industry. Numerous gentlemen 
farmers, diversified manufacturers. Will 
sell for actual value of parts and used 
cars. Lease or sell building and equip- 
ment as desired. Factory approval neces- 
sary. Box 7414, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD 


in 
west central Wisconsin city of 3,000, 
twenty miles from population of 40,000. 
Same name since 1911. Facilities modern 
and adequate—adjacent used car lot. 
Must sell. Building for lease or sale. 
Box 7415, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING CHRYSLER- 


























| GM Division. Have also had dealership PLYMOUTH with general repair shop 
~— general management experience. Desire, and service station, 30 years in beauti- 
hest connection with large dealer (any car ful, fast growing Florida west coast 
nish line) preferably on west coast or Florida town. Will require approximately $20,000 
¥v but will consider any location. Present to handle, Sell or lease building. IlIness 
r employer selling out. Best GM refer- reason must sell. Box 7416, c/o Automo- 
ami. ences available. Box 7428, c/o Automo- tive News, Detroit 26. 
il _tive News, Detroit 260000 __| DEALERSHIP HANDLING dual Chrysler 
e SERVICE MANAGER 7 years’ experience.| ine in smog-free beach town near Los 
rida Former service engineer Chrysler Export. Angeles. Health conditions unsurpassed | 
Service manager GM dealership Mexico; anywhere. Best location and facilities in 
ae City—Chrysler dealership Venezuela. Re-| area. Priced to move fast. Box 7417, 
locate anywhere U. S. A. Box 7431, ¢/0| ¢/o Automotive News, Detroit 26 
Automotive News, Detroit 26. - : 
| FOR SALE — DEALERSHIP handling 
Buic within 125 miles of Charlotte, 
General Manager N. C. No used cars or accounts re- 
or ceivable. Approximately §24,500 to take 
“ 1 Sol M ey 7420, c/o Automotive News, 
Arizona — Deep South — West Coast . 
Volume Deal Preferred 
Age 4, health excellent. Experience— V Oo L V oO 
References—Background Wil! Please You. 
Box 7426, </o Automotive News, Detroit 26. 
FRANCHISE AVAILABLE 
m= DEALERSHIPS AVAILABLE sah © tgretee taaln sae a aaa 
nee FLORIDA DEALERSHIP handling Buick, 5 — y a 
oo west coast area. This is not a fiy-by-|§ CO™fort and economy. Swedish built-to- 
in night deal but a good profitable dealership last precision, sports car handling and 
vell selling 100 to 125 cars annually. Good VOLV . 
89, building, used car operation included. se 1 nam oe ° come gee 
Buy a going, money making, established available in our territory: Alabama, Ar- 
— business at inventory. Deal direct with kansas, Kansas, Louisiana, Mississippi, 
= — _ 7384, ¢/o Automotive News, | § Missouri, Oklahoma, Tennessee and Texas 
troit 26 : . , 
me inf . . te 
ONE OF SUFFOLK COUNTY, N. Y's old |p °°" information write or wire: 
est dealerships handling Lincoln-Mercury 
Offered for sale. No used cars or ac- SWEDISH MOTOR IMPORT 
counts receivable to take over. Retiring 2221 Milam Telephone CA 4-9456 
due to ill health so priced to sell fast. Houston, Texas 
Box 7372, c/o Automotive News, Detroit 
26 
___ss—sss—s—sts=i“‘(#”ODEALERSHIPS AVAILABLE 
SIMCA franchises available! 
In major cities and towns in Kentucky, Tennessee, Mississippi, North Carolina, 
| South Carolina, Alabama and Georgia 
| Europe's Prestige Economy Car Can Make You 
| Excellent Profits, and increase your Market. 
| 216,000 Cars Produced in ‘56. Excellent Availability. 
| Simca 4 cyl. Aronde Simca V-8 Vedette 
l 5 pass. Sedans, Hardtops 6 pass. Sedans 
a l Station Wagons and Sports Conv. Station Wagons 
l Priced from $1,595. Priced from $1,995 
Simca Southern Distributors, Inc., 3232 Peachtree Rd., N.E., 
: Atlanta 5, Ga. 
} 
SHOP EQUIPMENT FOR SALE aa 
| 
eed 
Dealership Equi ?? 
ealership Equipment?! 
| PRICE 
| § Binks S.A-340 T. S. spray booth .............. $1,400 
Binks No. 4372 paint drying unit 
(Infra-red bulbs—30 ft. track) ............... 2,600 
| . . ° ° 
Niagara combination machine No. 180 (never used). . 800 
One Pettingell rotary slitting shear—60" throat .... 250 
One 20-KVA——Rex Spot Welder ............... 250 
Bear wheel aligner rack—tracking gauge and frame 
rE... on oe ean Ss ee 0's eee 300 
Two—3 horse DeVilbiss air compressors, each .... 300 
One—15 horse DeVilbiss air compressor ........ 1,250 
One—DeVilbiss spray gun undersealing unit—fits 55 
OMI RSA. le aang a's oso Fath & bas Ow SRK 130 
Above prices f.o.b. Memphis, Tennessee and are for cash. If in- 
terested write—Guy Barnette & Company, Inc. Memphis, Tennessee. 
y 








DEALERSHIPS AVATI ILABLE 


DEALERSHIP HANDLING» BUICK for 
sale within 50 miles of Charlotte, N. C. 
Well established business—reason for 
selling, bad health. Population 15,000. 
Box 7418, c/o Automotive News, De- 
troit 26. 


FOR SALE—Automobile dealerships han- 
dling Big Three, equidistant from Scran- 





ton or Wilkes-Barre, Penn. Large mod- 
ern building, used car lot adjoining. 
Good reason for selling. If interested 
write Box 7419, c/o Automotive News, 
Detroit 26. 

DEALERSHIP — MIAMI, FLORIDA han- 


dling Rambler, Metropolitan, foreign car 
at choice location. Will accept percent of 
profit as rent. $10,000 cash required to 
operate, nothing to buy. Must be respon- 
sible party. Write Charles Kusens, 1565 
Marsielle Dr., Miami Beach, Fla. 


DEALERSHIP WANTED 


GM, FORD OR CHEVROLET Corp., 200- 
500 deal New York, Nassau or Suffolk 
county. Former GM dealer, factory ap- 
proval assured. Will buy outright or 
consider partnership. Reply strictest con- 
fidence, Box 7421, c/o Automotive News, 
Detroit 26. 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive 
News, Detroit 26. 


CHEVROLET DEALERSHIP WANTED, 
300 to 800 P.P. in one of the following 
areas. Florida—Miami area, California— | 
San Francisco area, Ohio—Cleveland | 
area, or Washington, D. C. area. Fac- | 
tory approved. All replies strictly con- 
fidential Box 7423, c/o Automotive 
News, Detroit 26. 


FLORIDA CHEVROLET or Ford dealer- 
ship wanted, around 300 to 450 cars. 
Box 7430, c/o Automotive News, Detroit 
26. 








" ‘DEALER EALER SERVICES 








MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Toke cor overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 
MILITARY FINANCE CO. 

502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 
“Worldwide Financing for Military 
Personne!" 











‘SEE OUR AD 
PAGE 55 


AUTOMOTIVE 
ENTERPRISES 


Retail Research Specialists 
10600 Puritan Ave Detroit 38, Mich. 





SEVEN PASSENGER CADILLAC limou- | 


TRUCK EQUIPMENT FOR SALE 
MECHANICAL HANDLING TRAILER. 


2 W-K AUTO CONVOY TRAILERS, 35 


CARS FOR SALE | ANTIQUE CARS FOR SALE 


sion of General Motors. 


1956 
DODGE-PLYMOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 
PRICED RIGHT 


Heater, 





phis, Arkansas. 


MISCELLANEOUS 


BLUE ® CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


De- 
froster, All Good Rubber, Some With 
Power Steering. 

Quantities from 5 to 500. 


Automatic Transmission, 


Straight Bodies, Good Grilles 
EASY TO CONVERT 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS SPECIAL (F.O.B. Factory Net) 
. Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


cncetenlace = ee 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax Included 
= e 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four —. Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 
J Fed. Tax Included 
Meets 1.C.C. Strength Requirements 
e * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Write—Wire—or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 


37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 46351 
N. Y.’s Largest Volume Taxi Dealer 


CARS WANTED 





sines, ambulances and hearses. Must 
sharp. Ridgway, Belmont 4-6611, 2836) 
N. E. Sandy, Portland 12, Ore. | 


Like new. Perfect condition. $1,895. Sell- 
ing reason—changed franchise. Hauled 
Packards. '55 GMC tractor available. 
Hutchinson Motor Co., Hutchinson, Kan- | 
sas. MO 3-3356. 


TRUCKS FOR SALE 





ft. Late model GMC 450 tractor, air 
equipped, top condition, haul any model 
cars and trucks. Lot of spare parts and 
tires, complete engine, transmission, dif- 
ferential. Will sacrifice. Wholesale Auto 
Mart, 6212 Independence Ave., Kansas 
City, Missouri. 


TRUCK AND CAR SIGNS made 


63 





1918 CHEVROLET 490 Touring Sedan — 

first model produced by Chevrolet Divi- 
A-1_ condition. 
McCaa Chevrolet Company, West Mem- 





with plastic letters. Metal, wood and 
masonite letters also, Brass stencils. 











INVENTORY SERVICE 


@ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





CARS FOR SALE 


USED-CAR BUYS 
FOR DEALERS! 


"56 FORDS & 
PLYMOUTHS 


Any Quantity, Large 
or Small... and 
They're Priced RIGHT! 


* 
All 4dr. ex-taxis with heater/defroster, 
good tires, clean inside and ouf. All in 
excellent operating shape; most in service 
only 6-10 months. Many available with 
power steering and automatic transmis- 
sion. 

& 

Don't wait ... call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK 7 ADirondack 4-6000 





| For Information Leading 
1955 Red and White Chevrolet Bel Air 
Coupe. Last known 
2W81 103. 


Converted by man calling himself Benjamin 
Franklin Smith, carrying stolen credentials of 
Joe M. Coggins of Fort Walton Beach, Flor- 
ida. Wire collect: Rubidoux Motor Co., 








Inc., 175 Jefferson, Lexington, Ky. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 


sours, $6)5 


BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 


TowKinG 


$50 REWARD 


to the Recov of: 
port 
1956, 





license California 


Engine No. O03289F55F 
Serial No. VC5L013609 


$35.00 
$45 


4 Point 
Hook-Up 


Market St., Riverside, Calif. 
Tow Bar Sales Co. 
Exclusive Factory Distributors 
SHOP EQUIPMENT WANTED AS NEAR AS YOUR PHONE 


WILL PURCHASE complete or partial 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 3,35’ nie 
40 So. Clinton St., Chicago 6, Ill. 


equipment for new car dealership, in- 
cluding parts bins, all service department 
and office equipment, etc. C. R. Muller, 
P.O. Box 932, Pueblo, Colorado. Or 
phone LI 3- 4530. 





Signs for every purpose. Jim Ramsey, 





i i 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Gs 66 5esnccekuescnssessaconteagewascancenst« Siezenescease 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [) Financial () Supplier () 
BRS OE Gs kk cor ccdanndgenscccnsssscncensée Qheneudcdctkebeanas 
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i) 
yes, Its true 
You can double your 
appearance profits with 


PORCELAINIZE y 


¢ 
a 


The Porcelainizing operation is producing 
twice as much profit as any other method in 
practically every Dealership where the choice 
of the appearance product is a top level decision. 

There’s sound reason for this. Porcelainize 
is the top product of its kind, and worthy of 
quality workmanship. It’s the one product that 


car owners ask for when they byy beauty pro- 


s . tection—the result of a national demand created 


by years of national advertising for the exclusive 


¢ 
o®* 


Porcelainize is easier to sell—easier to keep 
sold. Satisfied customers—millions of them— 
sell other prospects. It’s a sales chain that makes 
every Porcelainize operation a tremendous 
money maker. 

Is it true that YOU can double your 
appearance profits? You'll never know until you 
try. Such a trial is worthy of a major, top level 
decision right now. You’re in business to make 


profits and Porcelainize is consistently profitable 


business. 


oe: Ae ee oe benefit of New Car Dealers. 


he Ueld Standard for Fine Adltmobe Appearance 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 





